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Ist-Quarter Dealer Profits 


Rise 


By Kenneth C. Kelley Jr. 


yer ce dealers’ pretax profits 
increased 1.5 percent of sales 
in the first quarter. Like just about 
all figures on the auto industry, the 
total was the best since the first 
quarter of 1955. 

That is the report of the Na- 
tional Automobile Assn. 
after its quarterly survey of deal- 
ers’ operating results. 

The profit was 3.1 percent of sales 
in the first three months of 1955, 
dropped to 0.8 percent in 1956, went 
up to 14 percent in 1957, and slid 
to a loss of 0.8 percent in 1958. 
Earnings were 1.2 percent last year. 

In dollar terms, dealers made $70, 
before taxes,-on each new unit sold 
in the first quarter of this year. In 
the like period of last year, the 
profit was $63 per unit. 

+ + * 

pears noted that 16.1 percent of 

dealers replying to the survey 
showed a loss in the first quarter. 
Dealers in the red amounted to 19.6 
percent in_the first quarter of last 
year while 12.1 percent showed a 
loss for all of last year. NADA said 
most of this 
losses were nominal, 

The book value of the typical 
dealer’s investment in his business 
Was $116,407 at the end of the first 
quarter, compared with $118,921 at 
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Staff Writer end of last year’s first quarter. 


ing expenses, to fixed overhead) 


for all of 1959 and.44.5 percent in 
the first quarter of last year. 


tion commented: 


(Continued on Page 6, Col. 1) 


By John K, Teahen dr. 
Associate Editor 
ETROIT-AREA Chevrolet deal- 
ers and their line association 
have won their fight against price- 
fixing charges brought by the 
United States Government. 

A jury in Federal District 
Court found 19 dealers and the 
Detroit Chevrolet Dealers Assn. 
innocent on both counts of a 
two-part indictment which 
charged them with conspiring to 
violate the Sherman Antitrust 
Act, 

Before the case went to the jury, 


year’s first-quarter 


| the end of 1959 and $116,497 at the 


NADA said car absorption (the 
ratio of washout gross, after sell- 


rose slightly in the first quarter 
to 469 percent. It was 44.3 percent 


At no time since NADA began re- 
porting car absorption figures has 
the average: dealer been able to 
cover so much as 50 percent of his 
overhead with his washout gross 
after selling expenses. The associa- 

“Certainly no dealer with a thor- | indications of improvement. 
ough understanding of the relation- 


ship between the fundamental fig-| parently will come two to four 


Chevrolet Dealers Win Fight 
Against Price-Fix Charges 


their line group, conspired to fix 
prices by adopting and distributing 
uniform retail prices and by agree- 
ing to refrain from selling new 
cars for less than $225 gross profit. 


fined $50,000 apiece on each of the 
two counts. 


Anthony A. Vermeulen, Frederick 
Colombo and Louis Colombo. 


in their behalf, but Vermeulen, 
chief of the defense team, kept the 
prosecution off balance throughout 
the trial with well-timed objections, 
skillful cross-examination and a 
dramatic argument to the jury. 


the first ballot, the jury voted 9 
to 3 for a guilty verdict, The 
panel of 11 women and one man 
deliberated nearly four h be- 
fore proclaiming the deferfants 
innocent on both counts, 





1959 | Federal District Judge Thomas P. 

Make Pos. | Thornton dismissed the charges 
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have been fined $350,750, 
The government charged that the 
Detroit Chevrolet dealers, through 
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Records Smashed 
By Four Makes 


Overtime Hikes Bring 
157,000 Cars in Week 
By Martin L. Whitmyer 


Staff Writer 
co output in the United States 
rose to its highest level in three 
months last week. Heavy overtime 
schedules were in effect at Chey- 
rolet, Ford Motor, Rambler and 
Dodge. 










iis Outlook 
Heralds Cleanup. 


Long, Hard Summer 
Due in Showrooms 


By Robert M. Lienert 
Associate Editor 
NE of the earliest and most 
brutal new-car cleanups in his- 
tory appears to be shaping up. this 
year for the, nation’s hard-pressed 
dealers. 

Some smart operators, in fact, 
believe that the ’60-model clean- 
up may already be at hand. At 
least, they say, dealers ought to 
start acting like it is. 

At work this year are a number 
of factors which promise to make 
the cleanup row long and tough to 
hoe. For example: 

1. Dealers’ new-car stocks are still 
riding at the million-car level—and 
have been for three months. 
re Despite the monumental in- 

ventories, car production is mov- 
ing upward. 

3. New-car sales, although run- 
ning at a notable volume, have 
been moving sideways since 
March. Field reports indicate that 
increases which normally could 
have been expected in April and 
May have not come about. 

4, Used-car stocks are heavy, 
sales are sluggish and there are no 






weekly output 
were registered at Dodge, Valiant, 
Comet and Thunderbird as the in- 
dustry turned out an estimated 
156,998 cars—a 7.4 percent in- 
crease from the previous week’s 
146,124 assemblies and 174 per- 
cent above the 133,721 cars turned 
out during the week ended May 
23 a year ago. 
In addition to topping the 156,000 
level for the first ‘time since the 
week ended Feb, 20, when 159,058 
cars were built, last week’s assem- 
bly operations brought year-to-date 
output to an estimated 3,033,123 
units, The industry didn’t reach 
that total in calendar-year assem-~ 
blies until the third week of June 
last year. 





Tennessee Change— 


S. |. Bryant. (Buick); Cleveland, retiring 
president. of. the Tennessee Automotive 
Assn., presents gavel to Roy A. Cruze 
(Rambler), Knoxville, mewly elected. presi- 
dent. Cruze, who is a member of the 
American Motors Dealer Advisory Board, 
was elected president at the association's 
21st annual convention in Biloxi, Miss. 


‘Factory Prices’ 
To Be Used Again 
For °61 Debuts 


E stickers will be on the win- 

dows, but it appears that most 
auto makers are going to ignore 
them again next fall when they 
announce their '61 prices. 




















To compacts collected 27.1 per- 
cent of total industry output on 
a record 42,519 assemblies last 
week, eclipsing the former high of 
41,799 Comets, Corvairs, Falcons, 
Larks, Ramblers and Valiants dur- 
ing the week ended May 7: 

Last week’s compact output 
also compared with the 37,610 
units turned out a week earlier. 
That was good for 25.7 percent 
of total industry output. 

The upsurge in compact output 
resulted from record-breaking 
achievements at Comet and Valiant, 
plus heavy overtime scheduling  at- 
Falcon and Rambler. 

Comet, working six days at Lor- 
ain, O., turned out an alltime high 
of 5,515 cars last week, topping its 
former high of 5,509 assemblies a 
week earlier. 

+ * ~ 

FrALCon, working six days at 

Lorain as well ag at San Jose, 
Calif.; Metuchen, N, J., and Kan- 
sas City, assembled 10,900 carg last 
week, compared with 10,777 units 
a week earlier, when the same four 
plants worked Saturday. 

Valiant, with the Hamtramck 
(Mich.) plant back on five-day 
operation, tarned out a record 
7400 cars last week, compared 
with 3,109 assemblies a week ear- 
lier. Corvair, with its Oakland 


(Calif.) and Willow Run plants on 
(Continued on Page 61, Col. 3) 








tory retail” or “factory list” 

which do not in- 
clude federal excise tax or deal- 
er prep, 

When the customers visit the 
showrooms, they will find that the 
figure on the top line of the stick- 
er is $150 to $500 higher than the 
price announced by the factory. 
Excise tax and prep are not in- 
consequential items, 

+ + + 


T THIS time, General Motors 

plans no change in its system 
of announcing prices. Ford Motor, 
Chrysler Corp. and Studebaker- 
Packard have made no decision on 
the matter, but they usually fol- 
low GM’s lead. 

American Motors probably will 
be the only manufacturer to in- 
clude excise and prep in its ’61 
price announcement, AMC chalk- 







5. New-model introductions ap- 







(Continued on Page 4, Col, 1) 

















The dealerships could have been 








* * + 


CH of the credit for the tri- 
umph belongs to Attorneys 







livered prices of its ’60 models. 

About the only excuse the other 
factories can muster for their fog- 
shrouded prices is that they would 
be in a poor competitive position if 
they announced higher figures than 
their rivals. 

AMC shot that theory full of holes. 
Ramblers have been selling at rec- 

(Continued on Page 59, Col, 1) 







They decided to call no witnesses 










But it wag mo easy victory. On 







Automotive News Interview .. . 


How Ford Dealer Board Works 


The government contended that 









operating procedures of the Board in an extensive 
interview with its members and staff. A full tran- 
script of the questions and answers begins on 
Page 22. 





defense admitted the pack 
and admitted 
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Peugeot Unveils the 404— 





AUTOMOTIVE NEWS, MAY 23, 1960 





The Peugeot 404 has a new grille, a bigger wraparound windshield and more seat- 


ing space than the Peugeot 403. The car also features a unitized body and a four- 
cylinder, 72-horsepower engine. The 404 was styled by Pinin Farina. 
* * 


Restyled Peugeot 
Unveiled in Paris 


404 Styled by Farina; 
Has Tilted Engine 


By George L. Glaser 
European Correspondent 

PARIS.—The Peugeot 404, fea- 
turing a new grille, increased win- 
dow area and more seating and 
luggage space than the Peugeot 403, 
has been introduced here. 

The 404 series actually is an 
evolution of the time-tested 403, 
which will be continued as a low- 
priced series. 

Styling of the new car also ap- 
pears to be an evolution of the 403 
series. However, the 404 has some 
of the new crisp lines of Pinin Far- 
ina, the noted Italian stylist. 

The car features a bigger wrap- 
around windshield, and the hood 

has the new “plunging line,” made 
possible by placing the engine at 
a 45-degree angle. The bumpers are 
of the wraparound type. 

The 404 has a unitized body and 
is said to have the same mechanical 
features of the 403. The four-cyl- 
inder engine develops 72 horse- 
power. 

The car’s transmission has four 
synchronized forward speeds, with 
the fourth now being direct. It for- 
merly was used like an overdrive. 

The 404, like the standard Peu- 
geot, features torque-tube drive, 
with a worm-driven rigid rear axle. 
It also has the standard Peugeot 
sliding steel] roof. 

Interior appointments are richer 
than on previous Peugeots. The in- 
dividual front seats have reclining 
backs. The seats also are designed 
to protect the riders against side- 
sway. 


Senate Postpones 
>. 
Action on 2 Auto 
€ * o 
Financing Bills 

WASHINGTON.—The Senate 
Judiciary Committee has postponed 
indefinitely further action on auto 
financing bills sponsored by Sen- 
ators Estes Kefauver, Tennessee 
Democrat, and Joseph C. O’Ma- 
honey, Wyoming Democrat. 

The Kefauver bill (S. 888) would 
prohibit auto makers from estab- 
lishing their own companies to 
handle financing and insurance of 
cars. It is co-sponsored by Senator 
Thomas C. Hennings jr., Missouri 
Democrat, The O’Mahoney bill 
(8. 839) would ban only financing 
operations. 

Meanwhile, Senator Wallace 
Bennett, Utah Republican and a 
former auto dealer, has accused 
Senator Paul Douglas, Illinois 
Democrat, of political motives in 
pushing his truth-in-lending bill 
(8. 2755) this session. 

Bennett told the Consumers Fi- 
nance Agssn.: “You are pictured as 
greedy money-lenders fattening on 
high interest whose true cost is 
carefully concealed. The purpose of 
the Douglas bill was to expose and 
denounce you at lengthy hearings 
over which the author presided. 

“All this was timed to happen 
this year because it fits into the 
general campaign which attacks 
and falsely accuses both business 
and the present administration for 
high interest. rates.” 








Air Outlets on Dash— 


Interior appointments of the Peugeot 
404 are richer than previous models. The 
front seats have reclining backs and 
“wrap around the body" to prevent side- 
sway. Air outlets are on both ends of the 
dashboard, with fresh air inlets directly 
in front of the windshield. 


Two Associations 
To Draft Code 
On Truck Sales 


By Jack Weed 
Truck Editor 

WASHINGTON —A code of 
ethics affecting truck dealers and 
truck body and equipment dealers 
will be worked out by the National 
Automobile Dealers Assn. and the 
Truck Body and Equipment Assn. 

This was decided Thursday at a 
meeting here of NADA’s Truck 
Committee. Members met with offi- 
cials of the TBEA and decided to 
draft separate codes first and then 
work out a single set of principles 
later. 

The Truck Committee also ap- 
proved plans to conduct a panel on 
truck leasing at the 1961 NADA 
convention in San Francisco. 

Also discussed were ways to in- 
crease compensation for truck 
salesmen and a proposal to publish 
an NADA Guide Book for trucks. 

The Truck Committee began 
planning an agenda for a meet- 
ing with factory sales managers in 
early October, before the National 
Automobile Show in Detroit. 

Presiding over the meeting was 
Committee Chairman Millar White 
(GMC), Oklahoma City. 


Fort Worth Show 
Attracts 50,000 


FORT WORTH, — About 50,000 
persong viewed 125 autos and 
trucks at the first Fort Worth auto 
show since 1939. It was sponsored 
by the New Car Dealers Assn. of 
Greater Fort Worth and the Fort 
Worth Star-Telegram. 

The show opened on Mother’s 
Day and a small orchid corsage 
was presented to the first 2,000 
mothers to enter the Will Rogers 
Exhibits Building. A “typical 
mother” was chosen and she was 
presented two dozen roses, 

The opening-day turnout totalled 
about 30,000, while the second and 
third days drew about 10,000 each, 
according to Paul Ridings, associ- 
ation executive secretary. 

There was no selling activity on 
the floor since it was prohibited by 
the sponsors, Ridings said. How- 
ever, he added, dealers regarded 
the show as “fabulously successful,” 
and plan to repeat it in ’61. 


Plan 


Designed to Control Financi 
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Insurance Agents Counterattack 


Eprror’s Note: Auto dealers and 
insurance agents have frequently 
been at odds, with the agents 
working through state legisla- 
tures in an effort to keep dealers 
from writing insurance where 
the dealer controls financing and 
insurance placement on the cars 
he sells. Now State Farm Mutual, 
said to be the world’s largest 
auto insurance company, has in- 
troduced a plan designed to put 
the insurance agent in control of 
both insurance and financing. 
Correspondent L. H. Houck tells 
what’s going on. 


By L. H. Houck 


Travelling Correspondent 


BLOOMINGTON, Ill. — This is 
the home of the world’s largest auto 
insurance company — a company 
that has just placed an auto fi- 
nancing plan in the hands of its 
more than 9,000 agents, in all 
states, which, it is claimed, will 
save auto buyers from $100 up over 
most existing plans. 

It also is designed to put the 
insurance agent in control of 
both auto financing and insur- 
ance. 

That company is State Farm 
Mutual. It introduced its new fi- 
nancing plan with a double page 
ad in Life and Look, which reach- 
ed 48 million readers, and an ad- 
vertisement in Reader’s Digest 
which reached 32 million readers. 


State Farm units provide life in- 
surance, fire and tornado insur- 
ance on homes and auto insurance 
of all kinds including liability. The 
company operates throughout the 
United States. An auto insurance 
policy with this company is good 
throughout Canada and within 50 
miles of the border in Mexico— 
few, if any, others have so wide a 
scope, 

G. F. Alcott, agency supervisor 
for the State Farm Bank Plan of 
financing autos, told AUTOMOTIVE 
News that the new plan has been 
set up in 130 cities of the U. 8S, and 
that an older plan was in opera- 
tion in all other places, pending its 
revision to the new plan, 

The main difference between 
the old plan and the new plan is 
that under the new plan the 
agent does all the work. 

Under the old plan, the agent 
referred the buyer to a bank. 
Under the new plan, the agent 
draws up the mortgage, makes out 
the note, takes it to the bank and 
gets two checks—one for the auto 
dealer and the other for the in- 
surance company. The agent does 
not profit from the auto transac- 
tion other than his normal compen- 
sation for the insurance, 

“We have a sure sale to any 
qualified buyer,” said Alcott, “for 
we have the price advantage. We 
have only the task of getting the 


message to the people before they 
buy.” 

Alcott said that it was amazing 
to him that bankers and insurance 
men were asleep 20 years ago and 
let the finance companies grow up 
in the first place. He has had more 
than 30 years experience with the 
largest finance companies in the 
business. 

He said he thought that the 
present condition of the auto 
market and dealers’ profits is 
largely due to the evils of car 
financing, charging that large fi- 
nance companies have encourag- 





= price packing and rate pack- 


Zz. 

Alcott charged that the present 
evils are the finance and insurance 
pack, where it used to be the pack 
in the selling price, It may be that 
the federal price sticker has in- 
creased use of the finance pack, 
ranging up to several hundred dol- 
lars per contract, he said, 

Alcott had a few things to say 
about finance reserves, too, 

“When all paper was with full 
recourse and later with a repur- 
chase agreement with certain haz- 

(Continued on Page 58, Col, 2) 


Fort Worth Show Draws 50,000— 


Shown is part of the first day's crowd of 30,000 at the first annual auto show spon- 
sored jointly by the New Car Dealers Assn. of Greater Fort Worth and the Fort Worth 
Star-Telegram. About 50,000 viewed the displays during the show's three-day run. The 
sponsors agreed that from an institutional advertising standpoint, the show was a huge 


success. 





Ford Sees 2nd-Best Year, 
No Dealer Oversupply 


By Kenneth C. Kelley 
Staff Writer 


DE TROIT.—This year’s spring 
sales boom appears great enough to 
make 1960 the second-best year in 
automotive history, President 
Henry Ford II told Ford .Motor 
Co.’s annual meeting here last 
week. 

He said spring sales had been 
sufficient to banish worries about 
dealers’ stocks of new cars being 
excessive. 

“Indeed,” he added, “most com- 
panies have restored some of the 
earlier production cuts.” 

The annual meeting was a quiet 
one. Directors were reelected, a new 
stock-option plan for key employes 
was approved and a stockholder 
proposal for limits on bonuses was 
turned down. 

As is the custom of auto execu- 
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tives at this year’s annual meetings, 
Ford turned his attention to the rise 
of small cars and discussed changes 
in the auto market. He made these 
points: 

1. The Falcon is leading the 
compact parade, with a substan- 
tial number of sales coming at 
the expense of the big Ford, an 
expected development, 

2. The big Ford “has had stronger 
competition in its own showrooms 
than any other car in its price 
class.” 

8. After getting off to a slow 
start in the first quarter, sales of 
the Lincoln-Mercury Division spurt- 
ed 67 percent ahead of the 1959 
pace in April as the Comet was 
sold in volume. 

4. Comet demand is running 
ahead of production capacity; Mer- 
cury sales are not being cut by the 
Comet, and Mercury output sched- 
ules have been increased. 


5. Compacts and imported cars 
have penetrated the auto market 
in strength, and the market 
shares of the traditional lowest- 
price and medium-price cars have 
been cut. This trend should con- 
tinue “with four additional new 
small cars to be brought to the 
market later in the year by other 
United States companies.” 

Ford also reviewed activities of 
Ford Credit, the company’s new 
financing arm. He said Ford Cred- 
it’s capital was increased from $25 
million to $60 million early this 

year. 

The finance company now has 11 
branch offices and plans to open 
about 13 more by the end of 1960. 

Two other Ford developments 
were announced at the meeting. 

The company said it was guar- 
anteeing the budget of its scien- 
tific laboratory for the next five 
years so that research could go 
forward in spite of the swings 
of the business cycles. 

A breakthrough in the steel-mak- 
ing process was revealed. Ford has 
developed a way to cut in half the 
time needed to treat a batch of 
steel in an open hearth. 

The process makes the Ford open 
hearth more competitive with fur- 
naces using other new processes, 
but does not boost the company’s 
overall capacity for steel-making. 





New Massachusetts Officers— 


AUTOMOTIVE NEWS, MAY 23, 1960 


Shown are the newly elected officers of the Massachusetts State Automobile Dealers 
Assn. and three speakers at the association's 20th annual convention. Seated, from 
left, are Fred F. Cain, Wilmington, second vice-president; Hugo L. Separini, Newton 
Centre, president, and Robert F. Krumpholz, Holyoke, first vice-president. Standing: 
S. M. DuBois, vice-president, Universal Underwriters, Kansas City; Roland F. Gauthier, 
association clerk; W. Heartsili Wilson, assistant general sales manager, Plymouth- 
DeSoto-Valiant and Elijah Adlow, chief justice, Municipal Court of Boston. Raymond D.| our teeth and clean it up our- 
Taylor, Lawrence, association treasurer, is not pictured. 


Clean Up or Else, Moore Says... 


Ad Warning Sounded 





PORTLAND, Ore.—“EHither clean 
up your advertising yourselves or 
the government is going to do it 
for you,” James C. Moore, execu- 
tive vice-president, National Auto- 
mobile Dealers Assn., warned the 
26th annual convention of the Ore- 
gon Automobile Dealers Assn, in 
Portland. 

Reporting on legislation affect- 
ing dealers, Moore said the Fed- 
eral Trade Commission is scrut- 
inizing dealer advertising 
throughout the nation. 

Advertising by dealers in Oregon 
papers is no worse than elsewhere, 
Moore added, but it will require 
cleanup action by dealers every- 
where to appease the FTC and the 
nation’s lawmakers. 

“The federal government is going 
to step in and clean up dealer ad- 
vertising in spite of anything we 
can do, unless, we take the bit in 


selves,” he said. “And the manufac- 


Quit Giveaways, Mass. Dealers Told 


By Guy Livingston 
Staff Correspondent 


BOSTON.—Warning that “we've 
got to stop giving our stock away” 
and blasting “over-ordering” from 
the factories, J. M. Allton (Ford), 
Columbia, Mo., regional vice-presi- 
dent of the National Automobile 
Dealers Assn., sounded a note of 
caution on profits at the 20th an- 
nual convention of the Massachu- 
setts State Automobile Dealers 
Assn. 

“One of the big tragedies in this 
business is the 1,100,000 autos in 
the hands of dealers right now,” he 
said. Blaming “over-ordering” for 
the “God-awful stock of autos on 
hand,” he went on: 

“If we follow the route we're 
going, we will have a hard time 
profitwise before the year is over. 
We're nearing 1.4 percent profit 
after taxes, according to NADA 
figures, and we may wind up if 
this continues with two-tenths of 
one percent profit ag in 1958.” 

He said dealers have been so ac- 
customed and in the habit of doing 





Finlay Vacations 
Editorial Director Robert M. 
Finlay is on vacation. His col- 
umn, Dealer Forum, will resume 
in June. 





business without making any profit, 
that “they’re pretty used to it.” 

“We must get over this idea of 
giving our stock away,” he said. 

“I'm not going to do business 
without making money — I don’t 
care if I sell one or 40 cars, and I 
advise you people to do the same 
thing.” 

He held up an advertisement 
from the Kansas City Star head- 
lining “2,000 cars greatly reduced,” 
and said, “this is like a distressed 
merchandise ad.” 


Allton assailed the factories for 
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the overstock of autos on hand and 
told the group: 

“Take what you want from the 
factories—what you can make 
money on—what you can’t make 
money on—don’t take.” 

Following his talk, it was report- 
ed that a meeting of NADA’s Ad- 
vertising Ethics Committee, which 
Allton is on, meets with factory 
top brass this week in Detroit or 
Washington to discuss “inequities.” 

W. Heartsill Wilson, assistant 


general sales manager of Plym- 
outh-DeSoto-Valiant, outlined a 
four-point plan for successful 
salesmen: 

“1, Willing to be exceptional. 2. 
Oblivious of the clock, 3, Respectful 
of the fundamentals of selling, 4. 
Be able to keep flexible.” 

“That’s work,” Wilson pointed 
out, “but with these attributes an 
ambitious person can rise above 
the 93 percent who live and die 

(Continued on Page 61, Col, 3) 


Reserve Funds in Peril, 


Moore Warns 


By William Carroll 
West Coast Editor 


LOS ANGELES.—“Ultimately we 
may have to get along without the 
dealer reserve account; it may be 
cut right out from under you,” 
James C. Moore, 
National Auto- 
mobile Dealers 
Assn, executive 
vic e- president, 
told dealers here. 

He spoke at 
the annual joint 
meeting of the 
Motor Car Deal- 
ers Assn. of 

Southern Califor- 
s nia and the Los 
J. ©. Moore Angeles Motor 
Car Dealers Assn., and was intro- 
duced by Ray Wilson (Chevrolet), 
NADA director. 

“We see nothing but difficulty in 
the way of additional legislation 
unless businessmen take more in- 
terest in federal government poli- 
tics,” Moore said. 

“Government agencies which 
continue to poke their long noses 
and sticky fingers into your busi- 
ness cause the (NADA) Washing- 
ton staff a great deal of concern,” 
he added. 

He warned that dealers must 
clean up their advertising or face 
government action. 

“Unless we clean up our adver- 
tising, the Federal Trade Com- 
mission will seek the authority to 
clean it up for us—possibly even 
to control the size of words and 
the color of ink used in automo- 
tive advertising,” Moore said, 


He added that the FTC takes the 
view that a dealer who runs a 
“price” ad is misleading the public 
unless he has enough units in stock 
at that time to satisfy a reasonable 
demand. 

At a press conference prior to 
the meeting, Moore said “our in- 
dustry appears to have been sin- 
gled out for special treatment,” 
citing such legislation ag the 
“truth-in-lending” measure. 

He said dealers probably are hav- 
ing trouble making profitable sales 





Californians 


because they had educated the pub- 
lic to expect car prices to be cut 
to the point of no profit. 

Patrick J, Crowley, General Mo- 
tors dealer relations director, also 
spoke at the joint meeting. 


Utah Assn. Told 
Only ‘Hard Sell’ 
Can Assure Profit 


SALT LAKE CITY.—The auto 
dealer has lost control of his busi- 
ness and will not regain it until 
he can establish a “hard-sell” 
policy instead of the organized 
“give-away” that the industry has 
become, the Utah Automobile Deal- 
ers Assn. was told at its seventh 
midyear meeting here. 

Harry E. Carlson, member of a 
four-man panel on “Selling for 
Profit,” also said “we are organ- 
ized to sell at a loss. Some of us 
show as low a profit as $45 a car.” 

Former UADA President P. E. 
Ashton, Provo, said General Mo- 
tors has just reported its best first 
quarter im history, but some dealers 
are reporting their worst three 
months in years. 

Part of the reason for low deal- 
er profits, he said, is the lack of 
a standard method of appraisals. 
He cited the case of 19 dealers in 
the same make who were called in 
to give appraisals on six autos. 

The 19 varied about $700 in their 
appraisals of each vehicle except a 
one-half-ton pickup truck, he said, 
and the variation on the truck was 
$250. 


Bruton Heads Dealers 


In North Carolina County 

TROY, N. C.—C. Glenn Bruton, 
B & B Motor Co, (Ford), Candor, 
has been elected president of the 
newly formed Montgomery County 
New Car Dealers Assn. Vice-presi- 
dent is Al Lincoln (Buick-Chevro- 
let), Troy, and Herbert Fox, Fox 
Garage (Studebaker), Candor, is 
secretary and treasurer, 


turers will not help much in this 
regard.” 

Moore labelled as “insidious” and 
dangerous to dealer profits the fi- 
nance-disclosure bill. 

Moore also said the NADA is op- 
posed to the measure sponsored by 
Senator John F. Kennedy (Massa- 
chusetts Democrat), to extend pro- 
visions of the wage-hour law, 
which would bring in dealers. 

Speaking of NADA efforts to ob- 
tain more consideration of the 
dealer by his factory, Moore said 
there are good indications that fac- 
tory heads are “willing to work 
with us in some matters.” 

Business sessions of the conven- 
tion, which was the best attended 
with 175 dealers registered, featur- 
ed NADA’s “Rally Days for Prof- 
its.” 
Participating in the clinic were 
John E, Binns, director of NADA 
Business Management Services; 
Robert N. Atwater, Atwater Motor 
Co., Inc, (Ford), Burlington, N. C., 
and Harold D, Draper sr., Draper 
Chevrolet Co., Saginaw, Mich. 

“I always have felt I am a 
used-car dealer selling new cars 
as a sideline,” Atwater 
calling attention to the 
move used cars. “You can’t 
new cars exclusively, I e 
sell in new cars only what I can 
get my used-car market to ab- 
sorb.” 

Atwater said his sales manager 
and department heads receive a 
base salary, plus a percentage of 
the profits before taxes. 

“This helps create a team,” he 
said, “This lets them know whether 
the dealership is making or los- 
ing money. They share in the 
worry and like to see the dealer- 
ship making money.” 

“A dealer franchise,” Draper 
said, “is not a pension, It’s a hunt- 
ing license so that you can go out 
and hunt for profit, It is not the 
product, the price or the factory’s 
fault, but your own fault if you 
don’t make a profit.” 

“Use 120 percent of what you ex- 
pect to get in the way of car sales 
as your quota for your salesmen, 
and let your salesmen know how 
much profit you expect to make on 
each car,” Draper urged. 

Too many dealers dislike their 
service department, he added, and 
urged the Oregon retailers to 
watch their “bedside manners” in 
the service department and make 
their customers comfortable, The 
way to get customers to come 
back is to do good work at a 
fair price, he said. 

Newly elected officers were in- 
stalled at the banquet, They ave: 
Rube Leslie, Rube Leslie Motors 
(Lincoln-Mercury), Pendleton, 
president; Charles W. Wentworth 
jr., Wentworth & Irwin (Rambler- 
GMC), Portland, first vice-presi- 
dent; Robert W, Thomas, Bend Ga- 
rage (Cadillac-Chevrolet-Renault), 
Bend, second vice-president, and 
Dallas Dunmire, Dunmire Motor 
Co, (DeS 0 t o-Plymouth-Valiant-In- 
ternational Harvester), Gladstone, 
secretary-treasurer, 


i 


; 















Dealers Serve N. H.— 


Attending his first meeting as a member 
of the New Hampshire Aeronautics Com- 
mission is A. L. Novo (Lincoln-Mercury), 
left, Concord. He is welcomed by Frank 
Costello (Pontiac), Portsmouth, who is also 
a commission member. 


Carolina Dealers 
Told Market Is 
In State of Flux 


CHARLESTON, 8. C.—The auto- 
motive industry is in the midst of 
the most volatile and unpredictable 
market in its history, according to 
Benson Ford, chairman of the 
Ford Motor Co. Dealer Policy 
Board. 

“We know that we’re going to 
be selling cars — and a lot of 
them,” he told the 21st annual 
convention of the South Carolina 
Auto Dealers Assn, “But how 
many? Will they be king-size 
or compact? How far and how 
fast will customer preferences 
change over the next five years?” 

Pointing out changes in the auto 
market in the last five years, Ford 
said small cars are approaching 33 
percent of sales today, compared 
with only 6.5 percent in 1957, Four 
compact cars not even in the mar- 
ket at this time last year hold 16 
percent of the current market, he 
added. 

“It is a reasonable prospect that 
such cars could even increase their 
percentage-of-industry sales in the 
next two or three years. If import- 
ed cars were to hold their own— 
though there is evidence now that 
they are not doing so—it could 
leave about half the market for all 
existing automobiles of the popular, 
medium and high-priced fields.” 

The future market will offer 
opportunities for success and fi- 
nancial return equal to anything 
in the past, but there is no guar- 
antee that yesterday’s winner will 
be tomorrow’s winner, he said, 

It is possible, he asserted, that 
Falcon, Comet or a competing auto 
could become the best seller in fu- 
ture years—“a dark horse could 
win the big race.” 

Uncertainties in the market of 
the 1960s, according to Ford, make 
it imperative that auto manufac- 
turers improve their product and 
achieve cost savings in manufac- 

(Continued on Page 59, Col, 1) 


On the House... 


What is the most important single problem facing 


new-car dealers 


today? Answer: “Lack of desire 


by a large segment of dealers to make necessary 
profits,” according to a survey of dealers attending 
the Utah association’s mid-year business session. 
Other major problems reported were: Too many 


options. 


Required to carry too much inventory, 


with resultant heavy floor-planning expense. Over- 
production, with factories prodding to increase pene- 
tration. Maldistribution, particularly at new-model 
announcement time... 


In the same vein, the Kansas City association 
asks its members: “Doesn’t it seem silly to spend 


Wemhoft 
money for price advertising which 
for the lowest possible price, and, 


and fun out of your business?” . . 


urges buyer's to shop every dealer 
in the process, take all the profit 
. Reminder: In elections involv- 


ing U. 8. senators, congressmen or Presidential aspirants, a corpo- 
ration cannot contribute money to a campaign fund; it must be 


made by an individual... 


Hats off to the Detroit Chevrolet dealers who ignored take-the- 
easy-route pleas, battled “persecution” charges of price fixing—and 
were acquitted by a jury ... Where was the Soviet’s vaunted defense 
that permitted our planes to fly repeatedly over its territory? 





—Prts Wemnuorr, Editor, 
Automotive News 
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Outlook Is Gloomy .. . 





Long, Hard Cleanup 
In Store for Dealers 


(Continued from Page 1) 


weeks earlier this year than last 
‘ * * * 


IX. Anticipated confirmation by 

General Motors of three new 
compact cars is expected to take 
a certain number of prospects out 
of the market this summer. 


dealers all year long. Some deal- 
ers question whether the makers 
can sweeten the pot enough this 
summer to give the added clean- 
up push that bonuses have pro- 
vided in the past. 

8. More lines have more sticky 
sellers this year than in the past. 
As one dealer put it, “Orphans all 
over.” Even Ford and Chevrolet are 
in this position this year. 

+ ad m 


ig YEARS past, dealers have used 
July 4 as a rule-of-thumb date 
to signal the start of cleanup oper- 
ations. 

But dealer leaders at both the 
national and state levels in recent 
weeks have been quietly advising 
dealers to use extreme caution in 
ordering cars from here on out. 

Buy only cars to fill customer or- 
ders, they say, or units whose past 
performance indicate they will be 
easy to move. 

Casting the longest shadow over 
this year’s cleanup is the stockpile. 
Even in the years of difficult clean- 
ups—1956 and 1958, for example— 
dealers entered the selling-out pe- 
riod with far fewer carg to unload. 

* * 


7: the giant inventory 
and the above-mentioned ex- 
hortations to dealers to order with 
care, factories have been stepping 
up the production rate over the past 
three weeks. The increase has 
amounted to about 15 percent. 
ition: Where will the cars 
go? Some observers believe the 
factories will have to resort to 
some “friendly persuasion” to get 
dealers to order all of them. 

Dealers worry, too, about the lag- 
ging used-car market. In the past 
two years, they recall, a shortage 
of used cars existed throughout the 
cleanup period. 

This helped, dealers say, mostly 
because it didn’t hurt. With rela- 
tively scanty used-car inventories, 
longer tradein deals could be work- 
ed out to clear the new-car show- 
rooms. 

This year, the trend may be in 
the other direction, with dealers 
being forced to cut trade allowances 
to the bone as fat used-car stocks 
consistently drift downward in dol- 
lar value. 

+ ” tf 


As HE juggles these problems this 
year, the dealer must keep his 
eye on the calendar. With the Na- 
tional Automobile Show scheduled 
Oct. 15-23, new-model introductions 


Bonus Foes Adopt 
New Name, Plan 


Meeting in S. C. 


EDGEFIELD, 8S. C.—The name 
of the Small Auto Dealers Assn., 
spearheaded nationally by Julian 
N. Pendarvis, Chevrolet-Oldsmobile 
dealer here, has been changed to 
Free Enterprise Auto Dealers 
Assn. 

“The reason for the change in 
name is that we found so many 
large dealers believing so strongly 
in free enterprise that we welcom- 
ed them and their help in our 
fight,” Pendarvis -said. 

The association was formed the 
first of this year to lead a small 
dealers’ fight over the territory- 
bonus legislation now pending in 
Congress. 

Pendarvis also announced a 
South Carolina organizational 
meeting will be held in Columbia. 
The date has been tentatively set 
for May 25. 

“The only expense involved in the 
meeting from the dealer standpoint 
will be the actual cost to rent a 
meeting place,” he said. “It will be 
strictly a Dutch affair with each 
person paying his own expenses.” 


are expected to begin in September 
this year. Last year, all introduc- 
tions were October affairs. 

With widespread publicity prior 
to the show’s opening, potential 
customers will be plagued by con- 
stant reminders that “all-new” 
models are just around the cor- 


ner. 

This problem will be accented by 
the anticipated debut of the new 
compacts from Dodge, Buick, Olds- 
mobile and Pontiac. Dealers believe 
that the bargain-hunting buyer who 
in the past liked to deal during the 
cleanup may wait this year to see 
the new compacts before making 
up his mind. 

Pressure of about-to-be-intro- 
duced new models on the current 
crop may be more intense this year 
than ever before. 

* x a 

EALERS are curious as to how 

much help factories will give 
them this summer in the form of 
contests, bonuses and rebates, 

In some cases, contests held 
early this year were almost as 
generous as cleanup offers have 
been in the past. Every make 
except Cadillac and Comet has 
had a contest going at some time 
during 1960. 

According to available informa- 
tion, only Cadillac, Buick, Oldsmo- 
bile, Pontiac, Comet, DeSoto and 
Dodge are outside the contest fold. 
Odds favor an incentive program 
by at least three of these makes 
before many more days pass. 

Two makes—Corvair and Chrys- 
ler—have a contest running through 
the end of the 1960 model year. 
Whether these will be sweetened 
to help the cleanup remains to be 
seen. 

. A number of contests expire June 
30 and it is anticipated that new 
programs, featuring larger chunks 
of cash, will replace them July 1. 

Dealers say that bonus and re- 
bate contests—which are, in effect, 
price cuts—represent their best 
hope to reach the 1961 season with 
their dealership doors still open. 


S. D. Dealers Use 
Convention Pitch: 


‘Temporary Boss’ 


SIOUX FALLS, S. D.—“The Boss 
Is Away, Let’s Deal Today.” That 
was the theme in South Dakota 
showrooms during convention time. 

An association-wide campaign 
was set up for the weekend the 
convention was held in Sioux Falls 
—May 20-22. 

The South Dakota Automobile 
Dealers Assn. sponsored the pro- 
motion, which featured lapel 
badges for salesmen which pro- 
claim “temporary boss.” Price cards 
were prepared with a listing for 
the bosses’ price and the sales- 
man’s price, 

Three out-of-state auto dealers 
were featured on the program of 
the convention, They were: Ken- 
neth Kent (Chevrolet), Evansville, 
Ind; Thomas E. Costello (Ford), 
Jennings, Mo., and Charles J. 
Whittey (Chrysler-Plymouth), 
Bismarck, N., D. 

Gov. Ralph Herseth made the 
keynote address, James C. Moore, 
executive vice-president of the Na- 





Lead Syracuse Dealers— 


Officers of the Syracuse Automobile Dealers Assn. are, from left, Abraham A. Altman 
(Chevrolet), secretary; Robert A. Ryan (Dodge), vice-president; Harvey M. Stewart (Lin- 
coln-Mercury), president; Lester A. Llewellyn (Buick), retiring president; Fred L. Rivoli 
(Chevrolet), treasurer, and Stuart C. Ballard, executive vice-president. 








St. Louis Dealer Group 
Seeks NADA Board Seat 


ST. LOUIS.—The Greater St. 
Louis Automotive Assn, is seeking 
a place on the board of directors 
of the National Automobile Dealers 
Assn. 

The St. Louis group also has 
recommended that NADA direc- 
tors be limited to two successive 
terms on the board, according to 
Ed Hayward, executive vice- 
president. 

In requesting that an NADA di- 
rector be elected to represent St. 
Louis, the association noted that 
the metropolitan area has a popu- 
lation of 1.5 million, is served by 
more than 100 new-car dealers and 
is fifth in the nation with 500,000 
motor vehicles. 

Other cities of the size and na- 
ture of the Metropolitan St, Louis 
area now are entitled to NADA di- 
rectorships, the group said. 

Cities which have NADA direc- 
tors are New York, Chicago, De- 
troit and Cleveland. The District 
of Columbia has a directorship, as 
do Northern and Southern Califor- 


nia and Northern and Southern 1 
Texas. No other state has more 


than one representative, 


The resolution to limit the terms 
of NADA directors noted that there 
are many capable individuals who 
would qualify for the board. 

It contended that “wider and 
more diversified representation 
from a countrywide standpoint 
would be obtained and maintain- 
ed if a reasonable limitation upon 
the number of successive terms 


VanderZee Is Elected 
Briggs Mfg. Chairman 


DETROIT, — Abram VanderZee, 
former Chrysler Corp. sales vice- 
president, has been elected chair- 
man of Briggs 
Mfg. Co., maker 
of plumbing fix- 
tures, 

VanderZee, who 
has been a 
Briggs director 
since 1958, had 
been a business 
management and 
marketing con- 
sultant since 
leaving Chrysler 
Corp, Arnold 





A. VanderZee 


tional Automobile Dealers Assn.,|Kohler is president and general 


also was on the program, 


Late Report... 


manager of Briggs. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week increased $11 to $1,031, according to Automotive News’ 
index. It had been $1,058 a year earlier. 

The upward movement was the first recorded in a month’s time. 

Advances amounted to $80 on $60s, $9 on ’59s and ’55s and $4 on 
57s, Other models were reduced from levels of the previous week 
with losses pegged at $1 on ’54s, $2 on ’58s and ’53s and $3 on ’56s. 
New lows were established for ’56s, 54s and ’53s. 

At a group of representative auctions last week, the sales ratio 
was 66.6 percent, compared with 65.6 percent the previous week. 

Auction reports begin on Page 50. 








of office were imposed and 
adopted.” 

Copies of the resolutions were 
sent to Birkett L. Williams (Ford), 


‘ NADA president; James C. Moore, 


executive vice-president, and J. M. 
Allton (Ford), Columbia, Mo., state 
NADA director. Allton also is a 
regional vice-president of the na- 
tional association, 


No Changes Seen 
By Knudsen 


In Auto Prices 


MEMPHIS. — An early reduction 
in auto prices is unlikely, but there 
are no indications of a general in- 
crease either, S. E. Knudsen, Pon- 
tiac general man- 
ager, said during 
an interview here. 

He was in Mem- 
phis to address 
150 Pontiac deal- 
ers in the Mid- 
south area. He is 
on a nationwide 
tour of headquar- 
ters cities in Pon- 
; tiac’s 27 zones. 

: Knudsen would 
S. E. Knudsen not admit or deny 
that Pontiac would have a compact 
car in 1961. Reports are that the 
firm will market a compact called 
the Tempest. 

“This is May, and you'll have to 
wait until October for an answer 
on that,” he said in reply to a query 
about the compact. “We still have 
200,000 1960 models to sell.” 


Knudsen said he was confident 
that this would be a good sales year. 

The country’s general economic 
picture is good, and there seems to 
be an upswing in the new-car mar- 
ket, he said. 

Pontiac sales in April were the 
second highest for that month in 
the company’s history, he added. 


All Dodge Dealers 
Will Get Lancer 


DETROIT. — M, C. Patterson, 
Dodge general manager, said last 
week that all Dodge dealers will 
handle the compact Lancer which 
will be introduced next fall. There 
were 2,847 Dodge dealers at the 
beginning of this year. 

Earlier, Chrysler Corp, Chairman 
L. L. Colbert and President Wil- 
liam C. Newberg had said that 
Lancer would go to all Dodge deal- 
ers “except in a very few isolated 
cases.” The “isolated cases” were 
interpreted as meaning Dodge 
dealers who have not given up 
Plymouth, There are about 30 
Dodge-Plymouth duais left. 


Elsewhere, Valiant’s dealer body 
reached 2,838 at the beginning of 
May, compared with 1,028 on Jan. 
1. The figure continues to climb 
toward the Plymouth dealer total 
of about 3,900. 





May Auto Sales 


\Off to Fast Start 


Big Gains Reported 
For First 10 Days 


DETROIT.—Sales in the first 10 
days of May are running far ahead 
of those in comparable periods a 
year ago, according to auto makers 
reporting last week. Their reports 
follow: 

* * * 


Rambler 


Rambler retail sales during the 
first 10 days of May increased 20 
percent over the like period last 
year, said Roy Abernethy, automo- 
tive distribution and marketing 
vice-president, American Motors 
Corp. 

During the May 1-10 period, 
dealers sold 11,207 units, compared 
with 9,359 for the comparable pe- 
riod a year ago, Abernethy said. 
However, 13,271 Ramblers were 
sold in the first 10 days of April. 

So far during the 1960 model 
(fiscal) year, 251,869 units have 
been sold, against 197,892 at the 
same time in 1959, he said. 

On a calendar year basis (Janu- 
ary through May 10), Rambler 
sales are up 30 percen t—158,929, 
compared with 122,099, 

oe * * 


Dodge 

Retail sales of Dodge cars in the 
first 10 days of May were 164 per- 
cent higher than those in the like 
period a year ago, M. C, Patterson, 
Dodge general manager, reported. 

He said 11,290 cars were sold 
May 1-10, compared with 4,275 dur- 
ing the first 10 days of May, 1959. 
The 1,411 daily sales rate during 
the first 10 days of this nionth was 
13 percent higher than in the like 
period of April, when 9,971 cars 
were sold, he added. 

Patterson said sales since the 
1960 model introduction total 190,- 
582, an increase of 132 percent over 
sales of 81,840 in the like period a 
year ago. 

* * * 
Ford Division 


Falcon sales have averaged more 
than “one a minute”’—24 hours a 
day—for every selling day in 1960 
to give the Falcon a lead of more 
than 6,500 units over its nearest 
competitor in the compact-car field, 
according to a spokesman for the 
Ford Division. 

Through May 10, Falcon sales to- 

(Continued on Page 57, Col. 1) 


Compacts Do Best 
As Registrations 
Dip in Detroit 


DETROIT.—Compact cars hold 
up best in a tightened market, reg- 
istration figures for Detroit and 
Wayne County indicate. 

While the April new-car total 
was declining 7.29 percent from the 
previous month and imports were 
down even more—16.08 percent— 
domestic compact volume tapered 
off only 2.42 percent, 

Registrations totalled 15,429 in 
April, compared with 16,642 a 
month earlier. These totals includ- 
ed 3,346 compacts and 355 imports 
in April and 3,429 compacts and 
423 imports the previous month, 

Compact-car penetration rose to 
21.69 percent in April from 20.60 
percent in March. 

Comet was the only compact to 
show a gain in April over the pre- 
vious month, Corvair suffered the 
biggest losses. 

Compact registration figures in 
April were: Falcon, 1,197; Comet, 
751; Rambler, 628; Valiant, 448; 
Corvair, 278, and Studebaker, 44. 

Registrations of standards were: 
Chevrolet, 3,307; Ford, 2,721; Dodge, 





1,277; Pontiac, 1,143; Oldsmobile, 
779; Mercury, 718; Buick, 593; 
Plymouth, 508; Cadillac, 358; 


Chrysler, 153; Lincoln, 88; DeSoto, 
53; Imperial, 23, and Studebaker, 7. 

Imported-car registrations were: 
Volkswagen, 111 (off 20 percent 
from March); Renault, 42; Metro- 
politan, 33; Fiat, 26; English Ford, 
24; Opel, 18; Simca, 16; Triumph, 
15; Mercedes-Benz, 12; Austin-Hea- 
ley, 10; Sunbeam, 8; Hillman, 7; 
DKW, 6; Singer, 5; Citroen, 3; 
Peugeot, 3; Porsche, 3; Volvo, 3; 
Morris, 2; Saab, 2; Vauxhall, 2, and 
miscellaneous, 4, 
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This’ is where... 









And this is where THis WEEK 
delivers the most thorough coverage 
you can buy in any national 
medium — a massive 13,000,000 
circulation concentrated against 

the one-third of all U.S. counties oo 
that account for two-thirds of © 
all car sales. 7 YI 


This Week 


MAGAZIN & 


Coming in October...a special ‘ . a 
° ji circulation nor than 13,000,000 


salute to the Automotive Industry oy 
from Tu1s WEEK Magazine—the 
biggest thing in print. For further 
information contact your THIS WEEK 
representative or James Gunn 


(TR 5-6672). 








To move cars fastest... Buy The Big One 


% The Baltimore Sunday Sun... The Birmingham News...Boston Sunday Herald... Buffalo Evening News... The Charlotte Observer... Chicago Daily News... 
The Cincinnati Enquirer...Cleveland Plain Dealer... The Dallas Morning News... The Denver Post...Des Moines Sunday Register... The Detroit News... The 
Grand Rapids Press... The Houston Post... The Indianapolis Star...The Jacksonville Florida Times-Union ...The Kansas City Star...Los Angeles Times... 
The Memphis Commercial Appeal .. . The Miami News... The Milwaukee Journal ... Minneapolis Sunday Tribune . .. New Orleans Times-Picayune . . . New 
York Herald Tribune . . . Norfolk Virginian-Pilot and Portsmouth Star... Omaha World-Herald . .. The Philadelphia Sunday Bulletin ... The Phoenix Arizona 
Republic ... The Pittsburgh Press . . . Portland Oregon Sunday Journal .. . Providence Sunday Journal .. . Richmond Times-Dispatch . .. Rochester Democrat 
and Chronicle... St. Louis Globe-Democrat ... The Salt Lake Tribune ... San Antonio Sunday Express and News... San Francisco Chronicle ... The Spokane 
Spokesman-Review ... The Syracuse Post-Standard ... The Tampa Tribune... The Washington Sunday Star ... The Wichita Sunday Eagle 
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Dealer Profit Climbs 


To 1.5 Pet. 


(Continued 


ures on his financial statement, 
which combine to spell out a profit 
or loss, can ever view his parts and 
service operations with anything 
but respect and enthusiasm.” 

* ” 


Witt car absorption below 50 
percent, the parts and service 
operation plus other sources of in- 
come must combine to cover the 
rest of the overhead and provide 
any profit, the association ex- 
lained. 


P 
size of the dealership made 
difference in the net profit 
the first quarter although 
oo 
ong the various 
volume 


In Group I, dealerships which 
gold one to 149 new units in 1959, 
the gross profit in the first quarter 
was 15.7 percent of sales, the high- 
est gross profit for any volume 
class. However, this group also had 
the highest expense ratio and fin- 
ished with a 1.4-percent profit on 
sales, a bit below the industry aver- 


Ai 


age. 

For Group II, those which moved 
150 to 399 new units last year, the 
gross profit was 15.3 percent and 
the expenses were held in check. 
Therefore, the group showed the 
best net proft—1.6 percent. 

+ * 


Low Gross of 14.4 Pct. 


C* = III, dealerships which 
sold 400 to 749 new units in 
1959, had a fairly low gross profit 
of 144 percent and fairly high ex- 
penses. The result was the poorest 
net profit showing—1.3 percent. 
Group IV, the largest volyme 
group where last year’s new car 
and truck sales ran to 750 or more 
units, had the lowest gross profit 


and showed a net profit of 
1.5 percent, equal to the industry 


sales dollar in the first quarter 
this year, up from the 13.29 per- 
enna 


first quarter. 
One possible explanation for why 
expenses appear to be going up and 
down at the same time is this: 
Dealers sold more units in the first 
quarter of this year than they did 
last year, the expenses were spread 
over more units sold so expenses 
expressed in terms of units sold 
went down. 
* * * 

OWE vER, more compact cars 

with lower selling prices were 
sold in the first quarter of this year. 
Therefore, expenses were higher 
when expressed as a percentage of 
total sales. 

In terms of percentage of total 
sales, all expenses except two were 
higher in the first quarter of this 
year than in the like period of last 
* * * 








II, 150 to 398 units; Group III, 400 to 











in Quarter 


from Page 1) 


year. Employe bonuses were 0.11 
percent of sales in both first quar- 
ters and warranty and policy ex- 
pense went down from 0.50 percent 
last year to 0.45 percent this year. 


three months of this year. 

The report on inventories reflect- 
ed the buildup in stocks that fol- 
lowed the steel strike. The average 
dealer had 23.6 new cars in stock 
on March 31, compared with 21.0 a 
year earlier. : 


x * 
Truck Inventory Up 


1. dealers had an average 
of 5.5 new trucks in stock on 
March 31, compared to 4.6 a year 
earlier. The March 31 supply of new 
cars and trucks was good for 55 
days of selling, compared to 47 days 
a@ year earlier. 

The typical dealer sold his used 
units for an average of $829 in 
the first quarter, down from the 
$872 in the like period of 1959. The 
average used unit in stock on 
March 31 cost the dealer $774, 
compared with $858 a year earlier. 

The typical dealership sold 1.45 

used units for every new unit sold 
in the first quarter, compared with 


Ruling Awaited 
On Legality of 
Price Sticker 


PITTSBURGH, — Federal Judge 
Joseph P. Willson has heard argu- 
ments and received briefs in the 
first attack on the constitutionality 
of the Federal price sticker law. 

Defendant in the action is Mel 
Cummings, an officer in Baum- 
Morewood Motors, Pittsburgh, who 
was arraigned for removing stick- 
ers from eight autos, then putting 
the cars on sale as used. 

Cummings’ attorney, Samuel 
Rosenzweig, argued that (1) Cum- 
mings is engaged only in intrastate 
commerce and therefore the law 
does not apply to him; (2) this law 
represents special interest legisla- 
tion since it regulates only one 
phase of the auto industry, and (3) 
due process as spelled out in the 
Constitution has been violated. 

Assistant U. S. Attorney John F. 
Potter argued against the Cum- 
mings motion to have the law de- 
clared unconstitutional, Potter said 
the dealer had violated the law by 
removing stickers before the cars 
had been delivered “to the ulti- 
mate purchasers.” 

The constitutionality question 
takes precedence over U. S, prose- 
cution of Cummings under the 
price sticker law. The judge is ex- 
pected to rule soon. 





Breakdown of Dealer Expense 


©Sedinden teavely poumattion end ceovies tecining Yor Veod end Linetta-2tsweury Geaieus. 


t Includes all owners’ salaries, employes’ bonuses and interest paid. 
*Groups are based on the volume of 1959 retafl deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group 


749 units, and Group IV, 750 units or more. 






Eprror’s Nore: 
the Automobile Retailing Industry.” 












1.57 a year earlier, The typical deal- 
er’s March 31 inventory of used 
units was good for 43.6 days of sell- 
ing, up from the 35.3 days a year 
earlier. 

The report on the average deal- 
er’s parts operation gave some 
cause for joy. Gross profit on parts 
sales in the first quarter was 30.2 
percent of sales, compared with 
29.6 percent in the like 1959 period. 

* * * 


TT average inventory was up to 


4.8 months’ supply in the first 
quarter from 4.5 months’ in the 
















off when expressed in relation to 
new units sold. In the first quar- 
ter, sales amounted to $241 per 
new unit sold, compared with $256 
in the 1959 period. 

Total service sales amounted to 





to 749 units, and Group IV, 750 units or 













of last year. 








Ss 4% 1.10 


eves absorption, the percent- 
age of overhead including own- 
ers’ and officers’ salaries covered by 


Average .. 829 1.45 











departments contributed less of the 
dealership’s total sales. 

The new car and truck depart- 
ments contributed 58.2 percent of 
total sales in the first quarter; 
used car and truck departments, 
25.2 percent, and parts and serv- 
ice departments, 16.6 percent. 


27.7 
30.2 


« 282 
382 








393 





Average .. 









In the first quarter of 1959, the 3 Mos. 
average dealership’s sales were 1960 
broken down this way: New Car|] Group I on. ccccccsssescssssesseeesenenees $277 





and truck departments, 56.8 per- 
cent; used caf and truck depart- 
ments, 27.0 percent, and parts and 
service departments, 16.2 percent. 

* = * 













































































—From NADA Survey 











FIRST THREE MONTHS, 1960-1959 
OPERATING PROFIT BEFORE TAXES 


more, 


1.10 





1.57 


26.2 
29.6 


Used Vehicles 









4.1 
4.8 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 


3 Mos. 
1959 


$295 





FIRST THREE MONTHS, 1960-1959 Average Sales 
(PERCENTAGE OF TOTAL SALES) 3 Mos. 3 Mos. 
1966 8=-: 1959 
Group I* Group II Group II Group IV Ind. Average 
3 Mos. 3 Mos, 3Mos.3 Mos. 3 Mos, 3 Mos, 3 Mos. 3 Mos. 3 Mos. 3 Mos, GrOUP I eessoesseseee $042 $948 
1960 1959 1960 ©1960 1960 §61959 1960 ©1950 1960 §=1959 UY TNE wcaddbeciesstase 818 822 
Preparation and delivery .......... 46 44 48 43 50 48 45 45 AT 45 Grote TER - ccccuies 643 719 
Warranty and policy... 47 852 49 53 44 49 35 40 45 -50 Group IV 532 589 
Salaries, commissions, other Ind A ee oe 
compensation to salesmen... 186 182 2.08 210 215 2.01 216 198 201 1.95 ndustry Average... 796 820 
All other salaries, wages 5.02 4.98 4.72 4.61 4.51 4.32 3.87 3.64 4.70 4.60 
(except mechanics’) from all service and parts operations. 
Employes’ Donugses ........0ssseseeee .06 05 12 11 .16 19 19 19 11 Al 
Shop tools and supplies ............ 42 «38 36 08©= 32 27 8.29 a 623 36 83.8 
Rent and expenseinlieuofrent 1.11 1.02 1.00 1.04 .89 96 81 83 1,00 .99 
*Advertising, local ...........0s+0000 62 .60 73 15 84 83 95 87 .73 .72 New Cars 
Insurance, other than building 40  .39 34 = CB 27 8627 22 = .22 . oe. 
Trnterest Pad .....cccccssscsssreersseseeenes - 37 39 82 32 27 34 30 40 33 1960. 1959 
All other eXPense ........c.cccersseeee 3.36 2.94 3.02 2.71 2.61 238 2.17 3.08 2.99 
‘AL EXPENSEt a. we ee. 6 6 Ee. ee us lUcRe us CL... -;- | 


267 


218 


177 
256 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new v 





* Groups are based on the volume of 1959 retail deliveries of new cars and trucks as follows: 
units; Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 














How Dealers Fared on Expenses, Profits 


The following figures are taken from the NADA bulletin, “Operating Averages for 


*Group I Group II Group III Group IV Industry Average 
Pet. a cae Pet. Total Sales Pct. Total Sales Pct. Total Sales Pct. Total Sales 
3 Mos. 3 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 
1960 1908 1960 1959 1960 1959 1960 1959 1960 1959 

PAs TOPAAIND vcctissorsicocacicaiovivses 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

CERUAIIID. RCO A... ivievecersccostopsnccnes 15.7 149 15.3 14.8 144 14.1 13.5 13.0 15.1 145 

Selling Expense ...............c.s:000+ 3.4 3.4 3.9 4.0 3.9 3.7 3.7 3.6 3.6 3.7 

Operating Expense ................. 10.9 10.5 9.8 9.5 9.2 9.0 8.3 7.7 10.0 9.6 

TOTAL EXPENSE ...........c..0000 143 13.9 13.7 13.5 13.1 12.7 12.0 113 13.6 13.3 
OPERATING PROFIT 

Including Finance Reserve.. 1.4 1.0 1.6 1.3 1.3 14 1.5 a7 1.5 1.2 


Group I, 1 to 149 


—From NADA Survey 


$796 per new unit sold, down from Selling Price § Ratio Used-Unit 

the $820 per unit in the first quar- Suen sues, sien 5 Mes, Mac. 31 Mar 31 

ter of 1959. Gross profit on total 1960 1959 1960 1959 1960 1959 1960 

service sales was 33.8 percent in|| Group 1.....$811 $828 168 186 6545 433 $715 

_ a quarter, a gn ee Group II... 841 921 143 157 394 319 9823 
oa 2 ae el Geis 2. OS i ee melee 


938 
774 


3.4 
4.5 






How Dealers Are Faring 
On Sales, Profits 


First Three Months, 1960-1959 
(Taken from report by NADA Business Management Committee) 


New Cars and Trucks 
eee Per Dealer 


1959 period but the annual invest- Days’ Supply Washout Gross 
ment was being turned over 2.5 — (Per Truck De oe Ca ae eee 
times, up from the 2.7 times in the a. 2 2 a Se Sa fan eee 
first quarter of last year. 1960 §=: 1959 1960 ©. 1959 1960 §©61959 S(:1960 1959 
ee = perme con Group I* .... 15.0 124 3.5 31 639 53.7 $440 $438 
new unit so n the first quarter, 
compared with $393 per unit a year Group IL .... 35.6 34.9 7.3 6.3 54.4 48.5 410 432 
earlier, perhaps a reflection of in- Group III .. 71.4 62.2 12.5 10.2 47.5 37.8 371 358 
creased unit sales rather than a|| Group IV ..123.9 123.0 27.4 23.0 40.9 37.6 309 302 
decline in parts sales. Industry 
Customer labor sales also were Average .. 23.6 21.0 5.5 4.6 55.0 47.0 400 402 


* Groups are based on the volume of 1959 retail deliveries of new cars and trucks 
as follows: Group I, 1 to 149 units; Group II, 150 to 399 units; Group III, 400 









rage Cost 

No. Days’ Supply rs “Used Unit 
in Inventory 

Mar. 31 Mar. 31 


1959 

$770 
946 
997 












gross profit from all service and Parts 

parts sales, was 56.3 percent in the 

first quarter, down from the 57.1 - ne ries ee “i Pee 

reen Tr ° n 

percent in the like period of last Per New Unit Guess Profit “Supply tn ——) 

year. Sold to Sales Inventory Investment 
When dealership sales are broken 3Mos, 3 Mos. 3Mos. 3Mos. 3Mos. 3 Mos. 3 Mos. 3 Mos. 

down by department, the average 1960 1959 1960 «=: 1959 1960 1959 1960 1959 

ponemceyl gg — in = Group I ......§440 $434 31.3 313 5.4 5.5 2.2 2.2 

new-vehicle and parts and service |/ Group II .... 389 394 30.0 29.7 4.3 4.1 2.8 3.0 

Separements walle the used-venicle|| coup Ill. S17 98 23 315 41 285 29 885 









Percentage of Gross 
Profit to Sales 
3 Mos, 
1959 


3 Mos. 
1960 


40.3 
43.9 
47.1 
48.0 
43.0 





41.2 
45.8 
47.5 
47.8 
44.2 









ehicles.) 
Percent of *Percentage of 
Gross Profit Service 
to Sales Absorption 
3 Mos. 3 Mos. 3 Mos. 3 Mos. 
1960 1959 1960 1959 
33.0 33.1 55.4 55.8 
34.3 35.0 58.9 57.4 
35.2 34.9 54.7 58.4 
34.5 33.1 55.5 59.8 
33.8 33.9 56.3 57.1 


Officers’ or owners’ salaries included, 


Percentage of Departmental Sales to Total Sales 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 


Used Cars Total Service 
and Trucks and Parts 
3 Mos. 3 Mos. 3 Mos. 3 Mos, 
1960 1959 1960 1968 
26.7 








I 
























~ RAMBLER SALES 
WHEN OTHER CO 
ARE INTRODUCE 


Two Compacts introduced October, 1959 


RAMBLER OCTOBER SALES UP 21.4% 
OVER PREVIOUS YEAR 


Another Compact introduced November-December, 1959 


RAMBLER NOVEMBER-DECEMBER SALES UP 23.3% 
OVER PREVIOUS YEAR 


One More Compact introduced March, 1960 


| RAMBLER MARCH SALES UP 24.3% 
| OVER PREVIOUS YEAR 
| 


APRIL—All Rambler Sales Records Smashed 
With 47,256 Cars—Sales Up 31% Over Previous Year 





ATTENTION PROFIT-MINDED DEALERS— 


* Rambler is 3rd in sales per dealer in the entire industry! 

* Rambler is 3rd in total sales in state after state! 

* Rambler dealer profits are well above the industry average. 

* For 31 consecutive months, Rambler has set new sales records. 








Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 


We Have the Product for the Exploding Compact 
Car Market... There Are Still a Few 
Franchises Available in Select Markets . . . 


YOU Have The Opportunity! 






NAME gill = piece 


Oe ee ae ae ae ae a a ee ee ee ee ee oe ee 









ADDRESS__ wi bial me: 





CITY. eaeeibiiiibiae salle inci AMM iacd sachin PON UD ectbanicinsitins 
(Please Print) 








Rambler Franchises Also Available in Canada and important Export Markets. 
In Canada Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 
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Magnesium Panels 


Used on 15 Cars 
In 500, Says Dow 


INDIANAPOLIS, — Weight-sav- 
ing magnesium sheet body panels 
are used on 15 cars entered in the 
Indianapolis 500-mile race, includ- 
ing the three-top qualifiers, accord- 
ing to Dow Metal Products Co. 


The company said the panels are 
used on the sides of the cars and 
around the cockpit. Magnesium 
sheet also is being used extensively 
for underpanning and magnesium 
plate for firewalls, the firm added. 

Cast magnesium wheels, gear 
boxes, differential housings and 
brake parts again are standard 
equipment, Dow said. 

Magnesium sheet first was used 
at the Speedway in 1956 on the 
John Zink Special, which won the 
race. 

Meanwhile, Borg-Warner Corp. 
announced that Julie Pratt, Indi- 
anapolis beauty queen, has been 
chosen to present the Borg-Warner 





> 
— 





Arizona Dealers Elect Officers— 
Walter Bennett (Ford), center, Flagstaff, Ariz., has been elected president of the 


At Washington State Convention . . . 


Ways to Better Profits 
Mapped for Dealers 


LONGVIEW, W ash. — Practical 
ways to achieve higher profit mar- 
gins was the key theme for the 
Washington State Auto Dealers 
Assn. convention here, 


The subject was approached 
from all angles—first by Vince 
Baker, a sales specialist from 
Pueblo, Colo.; in workshops con- 
ducted by John Binns, of Nation- 
al Automobile Dealers Assn., 
Washington, D. C., Harold 
Draper, Saginaw, Mich., and 
Robert Atwater, Burlington, 
N. C.; and in addresses by Don- 
ald Speer, vice-president of Pa- 
cific Finance Corp., Los Angeles, 
and James C. Moore, executive 
vice-president of NADA. 


Business meetings of the 200 at- 


Trophy to the winning driver in| Arizona Automobile Dealers Assn. Robert De Rosier (Dodge-Plymouth), left, McNary,| tending dealers were conducted by 
this year’s race. In previous years |was elected vice-president, and Harry Coffman (Imperial-Chrysler-Dodge), right, King-| W. Don Miller, Wenatchee. Lunch- 
the six-foot, solid silver cup was | man, secretary-treasurer. The association held its 13th annual convention in Grand| eon highlights included a perusal 


presented by a Hollywood queen. 









Pep Carburetors— 
Engineered to Original 
Equipment Specifications 


Canyon, Ariz. 









Pep Carburetor Kits 
— Original Equipment 


' 
4 
i 
t 
i 
1 
1 
' 
! 
i 
i 
1 
' 
i 
! 
' 
Parts for Minor Overhaul ‘ 


Genuine Holley 
Ignition Equipment 


Genuine Holley 
Voltage Regulators 


of problems facing state and fed- 


QUALITY AND 
RFORMANCE 


They’re as alike as any two precision 
mechanisms could be, because Holley Pep 
Carburetors are engineered and built to 
exacting original equipment standards. 
Each Pep Carburetor for Ford-built or 
American Motors cars is brand new and 
meets the specific requirements of the car 
model and engine for which it was designed. 
It is built as an identical twin to the car- 
buretor it replaces. That’s why, when you 
sell a Holley Pep Carburetor—or use a 
Holley Pep Kit, containing genuine Holley 
parts, for a carburetor minor overhaul— 
you’re sure of a satisfied customer. 


11955 E. Nine Mile Road, Warren, Michigan 


{ 2 z 
> e- 


Genuine Holley Generator 
and Starter Parts 


Original Equipment Manufacturers for over 55 Years « See your Holley Distributor—Check the Yellow Pages 





eral highway programs by Wash- 
ington State Rep. Julia Butler Han- 
sen, and a plea for more political 
participation by Allen W. Merrell, 
director of the Office of Civic and 
Governmental Affairs of Ford 
Motor Co. 

Jalmer Halls, Kirkland, was 
elected president for 1961 and he 
will be assisted by Clayton Kauff- 
man, Spokane, first vice-president; 
Warren Simmons, Olympia, second 
vice-president; Harold Pingerey, 
Selah, third vice-president; V. I. 
Whitney, Montesano, secretary- 
treasurer, and Leon Titus, Tacoma, 
NADA director. Spokane was chos- 
en as the 1961 convention site, 


Baker told the delegates that 
dealers are the key to any success- 
ful operation. 


“The speed of the boss is the 
speed of the gang,” he said. 

Develop a solid trading plan, a 
positive marketing program and an 
effective sales training program, 
he urged, 

“Straight deals, using invoice 
price plus factory service charges 
as a base and adding a percent- 
age discount will assure profits,” 
Baker said. “If a tradein is in- 
volved, the true wholesale value 
—not the expected retail turn- 
over—should be offered. 

“Hand-pick a staff that will be 

proud to work in your business; 
offer a fair, simple, definite com- 
pensation program, and train the 
salesmen to work both to their best 
advantage and yours. 

“It is the sales manager’s duty 
to arrange planned sales meetings 
where goals are set and ideas for 
achieving these goals are offered 
the salesmen,” Baker continued, 

“And salesmen,” he said, “you 
must have your own quality selling 

system, Develop a thorough knowl- 
edge of your product and a dy- 
namic presentation that will make 
your prospect buy your product 
right now.” 

Hansen startled her 
luncheon audience by providing 
statistics showing that autos in 
operation will increase from the 

1959 total of 70 million to more 
than 114 million in 1975. These 

vehicles will be travelling 1.2 

trillion miles, compared with 700 
billion miles last year, she said. 

“The nation must keep pace and 
provide adequate highways for 

(Continued on Page 61, Col, 4) 


200 New Cars 
Damaged by Acid 
On Piggyback Run 


ST, LOUIS.—Twenty-two special 
agents of the Frisco Railroad are 
investigating the pouring of sul- 
phuric acid on a shipment of 200 
new cars somewhere between St. 
Louis and Tulsa, 

Damage to the vehicles was es- 
timated at $100,000, Paint and 
chrome on 150 cars was affected, 
but others were damaged more ex- 
tensively. 

Railroad officials believe they 
have located the spot from which 
the liquid was dumped on the train. 
Acid stains were found on the 
sides of an overpass on Missouri 
Highway 133 at Dixon, Mo., 136 
miles southwest of St. Louis, 


The shipment consisted of 168 
Chrysler Corp. autos and 32 Ford 
Motor models. They were loaded 
on highway trailers placed on rail- 
road flatcars and were bound for 
Tulsa and Dallas. The damage was 
discovered after an overnight run 
from St. Louis to Tulsa. 

J. E, Gilliland, the railroad’s traf- 
fic vice-president, said some of the 
damage was covered by insurance. 
He said a similar incident occurred 
April 7 when 29 cars were splashed 
with sulfuric acid. 

After an inquiry, officials con- 
cluded the damage wag caused by 
acid escaping from a defective 
valve of a half-filled car on the 
same train. In view of the new in- 
cident, Gilliland said, the investi- 
gation is being reopened. The 
Frisco reportedly bought those 29 
damaged cars for $90,000. 
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To Take The Federal Government 


OUT OF YOUR BUSINESS 


NADA Sponsors and Vigorously 
Supports Congressional Enactment of 


SENATE BILL 2151 


Designed to Remove Government Interference 
From Manufacturer-Dealer Relationships 








S. 2151 is permissive legislation. It does not require any factory or its dealer body to do anything. If 
they choose to avail themselves of its benefits they may do so. If not, they are not required to do so. 






g6TH CONGRESS 
ist SESSION 


S. 2151 DOES S. 2151 


$.2151 DOES NOT 









ES 
IN THE SENATE OF THE iaeg STAT 
: 95) 
1. Permit dealer and factory to ne- June 10, 1 ing bill; : 
: the following 
gotiate terms of franchise govern- Mr. MONRONEY introduced ito the 1. Prevent a customer from buying 


i fe 
i read twice and re { 
wh ommittee on Interstate and Foreign 


Commerce 


A BILL 


a thution of automobiles in 
R i the distribution © 
sagt ss interstate commerce. 


Senate and House of 


ing reward to dealer for sales in his 
own area of sales and service re- 
sponsibility. 


where or from whom he chooses. 


2. Prevent a dealer from selling to 


whom he chooses regardless of lo- 


2. Provide that such discounts, re- cation. 


bates or allowances shall be uni- 


form for a particular make and 
model of automobile. 








3. Require a dealer who sells out of 
his area of sales and service re- 
sponsibility to pay anything to the 
dealer into whose area he has sold. 


‘+ enacted by the é 7 

; Representatives of the ete States of 
3 America in Congress aster? ed, 

used. in this Act— i 

: arg term “automobile a ES 

' shall mean any ag eg cg = ee 

i ociation, or ° ! : 

‘ Saas engaged in the atic 

9 assembling of PASSENESY tee, includ 

other auto = 

m pl ge seni partnership, or ee : 

ao oan acts for such poser bes ecaee 

13 bier in connection with the ais 

j tive vehicles. 

a at ee “¢ranchise’ shall mean the 


3. Provide that such reward shall not 
exceed 5% of total manufacturer’s 4, Reduce dealer’s customary general 
suggested retail price. 


trade discount on all sales. 






4. Continue normal trade discount for 
sales everywhere, but gives added 
incentive through additional extra 
discount for in-territory sales. 













5. Supersede or modify the Dealer 
Good Faith Act. 








National Automobile Dealers Association 


2000 K Street, N. W. Washington 6, D.C. 













AUTOMOTIVE WASHINGTON 


Highway Administration 
Angers Road Users 
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By William Ullman 
Washington Bureau Chief 
nnn, users are not too happy over the way the fed- 
eral roads program is being handled by the Department 
of Commerce. Rumblings of dissatisfaction were heard at 


the eighth biennial highway 


transportation congress in 
Washington this month, The con- 
gress was called by the National 
Highway Users 
Conference, 
an important 
arm of the auto- 
motive industry. 
Criticism of the 
highway program 
could explode 
into something 
bigger next year, 
when Congress is 
to make 
a full-scale inves- 
tigation of prog- 





ress—or the lack of it—under the 
Federal-Aid Highway Act of 1956. 


industry. Today it is supported by 
many organizations interested in 
highway use, including oil and 


While it does not lobby before 
Congress, it works closely with 
state highway user groups and 
highway administrators, and helps 






to focus attention on critica] prob- 
lems facing people who use our 
roads. 


* * * 


C’S recent highway congress 
brought together more than 
1,000 state representatives of roads 
organizations for a three-day con- 
ference on major problems con- 
fronting highway transportation 


today. 


“Personally,” Richardson declar- 
ed, “I had hoped the United States 
Congress would have established a 
National Highway Board to deal 
with this gigantic effort and gi- 
gantic expenditure of highway 
users’ money.” 

* * * 


Toll Proposal Rapped 


ICHARDSON attacked a recent 

Commerce Department report 
to the White House suggesting that 
a toll be charged to the users of 
city expressways and that parking 
fees in cities be raised. 

“That is what you call taking 








“You folks looking for some- 
thing a little better than what 
you have—or something you can 


depend on?” 


the highway users for a real 
ride,” he exclaimed. They might 
have well as suggested, he added, 
that once inside the toll wall, all 
municipal transportation would 
have to be by rickshaw, 

“I have news for the Department 
of Commerce,” said Richardson. 
“There are a whole lot of people 
who are not going to like them, 
even a little bit, including the city 








Main Street cash 


The best cash register ringers for Main 
Street merchants today are often farmers... 
buying more in supermarkets for bigger 
families, more hardware, tools, and paints, 
taking out larger insurance policies, 


shopping for furniture suites, or kids’ bicycles. 


Now national advertisers can concentrate 
on many Main Streets —through the 
24 new State and Regional editions 
of SUCCESSFUL FARMING, added pluses to 
the regular National edition. 

They give a powerful local merchandising 
tool. Opposite any four-color page of 
“national” advertising, the advertiser can 
have a facing “local” page tie-in ad, 
either in black and white or black plus one 
color, featuring price and listing dealers. 


And they offer choices for copy testing, 
measuring costs of keyed returns, permit 
advertisers to vary copy to local conditions. 
Sellers can put more advertising effort in 
markets where potential is highest, 
concentrate where sales do, intensify push 
and drive wherever they wish! 


Efficient and economical, the editions 
have circulations of 68,000 to 600,000, 





Successful Farming 


. »- Des Moines, New York, Chicago, Atlanta, Boston, Cleveland, Detroit, 
Los Angeles, Minneapolis, Philadelphia, St. Louis, San Francisco. 


register ringers! 


significant segments of SF’s total circulation 
of 1,800,000, concentrated among the nation’s 
best farmers —and enjoying all of SF’s power, 


prestige, and influence .. 


. with long life, 


finer reproduction of product and message. 


SUCCESSFUL FARMING farmers are major 
factors in the country’s leading industry, 
agriculture — plant 58% of the nation’s corn, 
61% of all oats, 57% of all soybeans, and 46% of 
all wheat. They are big customers for anything 
aiding better living or better farm business. 


Through 57 years of service, SUCCESSFUL 
FARMING has merited unusual loyalty, 
respect, and confidence of its readers. And 
SF farm families are high bracket, with 
estimated average annual cash farm income 
of around $10,000 for more than a decade. 


Whether your message is in the SF 
State and Regionals, the National Edition, 
or a combination of both, you get the 
best buying power, brains, and profits! 


Full facts, from the nearest SF office. 


Meredith of Des Moines... America’s 
biggest publisher of ideas for today’s 
living and tomorrow’s plans. 















merchants and real property own- 
ers, who must know that even in 
those cities where they have mass 
transportation and pack them in 
like sardines, people are becoming 
more and more reluctant to go 
into cities.” 

Most Americans deplore traffic 
congestion in our cities, he pointed 
out, “but the solution does not lie 
in taking away our freedom of 
choice of our means of transporta- 
tion by making the taxes on that 
choice so high we can’t afford it.” 

* * * 


Shuf fling Papers 
OMMERCE also came under fire 
from David H. Stevens, presi- 
dent of the American Assn. of 
State Highway Officials and chair- 
man of the Maine Highway Com- 
mission. 

Between 1916, when the first Fed- 
eral-Aid Highway act was passed, 
and 1956, when the new act was ap- 
proved, states were free to exercise 
individual judgment in road build- 
ing, Stevens said. The Bureau of 
Public Roads often assisted a state 
in an advisory capacity, he added. 

But Stevens complained that 
since 1956, some federal agencies 
look upon the states as “hired 
hands,” rather than partners. He 
did not blame the bureau for in- 
creasing federal interference 
with state highway departments, 
but pointed his finger at “fiscal 
and budgetary groups of the ex- 
ecutive branch.” 

“It is entirely possible that we 
will find ourselves becoming so 
busy shuffling papers to satisfy 
federal instructions and require- 
ments that we will lose track of 
the fundamental] objectives of the 
a program,” Stevens warn- 


He asked that the Bureau of 
Public Roads be permitted to speak 
with “a voice of authority,” and to 
stop “serving too many masters.” 

* + oa 


HUC’S new chairman, H, E. 
Humphreys jr., chairman of the 

board of United States Rubber Co., 
was more optimistic, but he stress- 
ed the need for careful planning. 

“We know how advance planning 
of roads can eliminate higher costs 
as well as the heartaches and in- 
convenience of moving homes and 
other buildings,” he said, 

Humphreys noted that the fed- 
eral highway program is signi- 
ficant because it is a plan. 

“Even its critics agree that this 
is its main virtue,” he said, 

Humphrey’s emphasis on new 
planning reflected growing concern 
in many circles that not enough 
thought has been given to the lo- 
cation of many portions of the In- 
terstate System, particularly those 
interconnecting with urban ex- 
pressways and street systems. 

* * 


Urban Problem 


O W. Campbell, county manager 
* of Metropolitan Dade County, 
Florida, told delegates of the mag- 
nitude of the problem. Today two- 
thirds of all Americans live in 
cities and urban areas, he said, and 
by 1970, the proportion will climb 
to 80 percent. 

Providing good transportation 
facilities for these bigger cities is 
proving “slow, painful and frustrat- 
ing,” Campbell said. 

“It is now clearly evident that 
the difficulties of urban circula- 
tion will not be overcome by 
minor improvements in the de- 
sign, construction or operational 
features of transportation facil- 
ities.” 

Apart from concern over threats 
to motor vehicle use and the prog- 
ress of highway planning, the main 
targets of congress delegates were 
highway user taxes and diversions 
from road funds. 

Committees recommended to 
NHUC’s board of governors that it 
call for: 

1. An immediate end to the one- 
cent-a-gallon gasoline tax voted by 
Congress last year as a two-year 
emergency measure. 

2. Resistance to President Eisen- 
hower’s proposal for an increase 
of another half-cent in the gasoline 
tax. 

3. Limitation of the mileage of 
the Interstate System to 41,000 
miles. 

4, All state highway users taxes 
paid by vehicle owners to be dedi- 
cated to highway purposes. 

* * * 


Overhaul Urged 


[pm acAtas also heard Repre- 
sentative John A, Blatnik, Min- 
(Continued on Page 56, Col. 4) 
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This is BENDIX PRODUCTS DIVISION... 


" PROGRESSIVE SOURCE OF 


NEW 


AUTOMOTIVE DEVELOPMENTS” 


More than 30 years ago, Bendix 
introduced four-wheel Duo-Servo 
brakes in this country. Since then, 
Bendix Products Division has continu- 
ed to take an important part in auto- 
motive research and development, 
specializing in such components as 
brakes, power brakes and steering. 
And the Bendix success in these areas 
demonstrates our unusual ability to 
create products that have outstanding 
sales appeal as well as functional 
values. 

For example, power brakes pio- 
neered by Bendix and bought by 
millions of today’s car owners are the 








One out of every four Bendix employees is techni- 
cally trained. Bendix Aviation Corporation has one of the highest 
ratios of engineering and technical talent to manufacturing skill of any 


company. Another reason Bendix Products keeps new ideas coming at you. 


result of years of brake research and 
engineering study on every type of 
automotive vehicle. 

Self adjusters in brakes, the latest 
Bendix development, supplement the 
appeal of safety with a powerful new 
economy feature. And power steering, 
the most wanted new feature on 
modern cars, provides still another 
striking illustration of Bendix Prod- 
ucts Division’s ability to develop im- 
provements which, while eminently 
practical, also serve as powerful stimu- 
lants to car sales. 

Just as today’s automobiles reflect 
the foresight of Bendix engineers, 


Latest type X-Y plotter permits greater accuracy and 4 Electronic instrumentation gives new dimensions to 


speed in checking the performance characteristics 
of power brake units. 





dynamometers, with increased utility plus more 
accurate and faster test data. 


PRODUCTS 


Bendix DIVISION 


tomorrow’s motorist will benefit from 
improvements now being planned and 
perfected at Bendix. 

The determination of Bendix Prod- 
ucts Division to help make cars easier, 
safer and more economical to drive, 
and consequently more salable, is 
supported by the unique Bendix Re- 
search Laboratories and the 24 divi- 
sions of Bendix—as well as by this 
division’s own well-staffed engineering 
team. 

Vehicle manufacturers who share 
these worthwhile aims will find the 
nationwide resources of Bendix avail- 
able and eager to assist them. 





Specially designed hydraulic test equipment checks + 
vital characteristics of components in the develop- 
ment of new power steering units. 


South Bend, IND. 
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Coming 
Events 


%& Enrror’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

22-23—Alabama Inde lent Automo- 
bile Dealers Assn., miral Semmes 






Automotive Cartoon 


Of the Week 
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Assn., Brandywine Country Club, Wil- 
mington. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, nger's, N. Y. 

June 8-9—Automobile Dealers Assn. of In- 
diana, Claypool Hotel, Indianapolis. 
June 9-12—Automobile Trade Assn. of 
= Commander Hotel, Ocean 

ity. 

June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
qgerque. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 
July 21-24—Automotive Trade Assn. Man- 
agers, Grand Hotel, Mackinac Island. 
Aug. 7-9—Georgia Independent Automo- 
bile Dealers Assn., Henry Grady Hotel, 

Atlanta. 

Aug. 14-17—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. 28-29—Wyoming Automobile Dealers 
Assn., Cody. 
















Matney. 

































“At this stage, run for the nearest sales agreement..." 
















Lynn; 

York ; . 

Sept. 11-13—New Hampshire Automobile 

Dealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 
apolis, 

Sept. 16-18— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland. 

Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville, 

Sept. 18-20—New York State Automobile 
7. dae The Concord, Kiamesha Lake, 












Letterbox 
‘Jealous, Unfair, Stupid . . - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. Ne attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





















































cost price of a foreign car when 
brand new. How can this Kentucky 
guy be so small? The reason for the 
foreigners’ success is because they 
are smarter in most every way. 
Didn’t one foreign car manufac- 
turer buy the Studebaker factory 
in New Jersey and then decided to 
take a $500,000 profit and sell it, 


Defends Imports 

Have just finished a long vaca- 
tion and a few days ago called in 
your New York office and received 
your paper of April 11, 1960. It is 
a long time since I have read so 
much gloom and read so many un- 
truthful statements by extremely 














Falls. 

Oct. 10-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago. : 

Oct, 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 
Oct e-Nov. 2—Florida Automobile Deal- 






























1. Fal contr. 

Shotor vehicles, parts and accessories; =” "eiecturers and dealers In| Oc", 7Xisn Cruise to Montego Sey end | Jealous and unfair and stupid peo-| rather than take chances with our 

2. Every dollar of auto excise, gasoline and oll taxes, collected by states| ,,Po"tau-Prince. | ple in the automobile business. They | 1445, unions? The Studebak 
and U. S. governments, applied to building and maintenance of highways; | Nov. | !5—Connecticut pate Daee surely do not belong in any selling|).ch were Saceee vob i ae 

3. the of individual freedom, which made the U. S, A. Ser a Te ys & aneee. 
Great and gave more of the better things of life than anywhere It is a pity to have dealers who| And of all the fool remarks to 
NEWS else in the world. Auto Shows are “two-faced” and unfair and| Make, “that these foreign agents 
have relatively smal] investments” 





then watch them “wave a flag” 
when the Kentucky Bishop says the 
foreign cars are traffic hazards, 
don’t hold the road, wear skin off 
your back side, poor cushions, have 
no resale value and even says “all 
a foreign car agent has to do if 
hard times come is to put his hat 
on and go home.” 

Well, that may be a good place 
to go—for him—but I know the 
foreigners won’t quit—they will 
work harder and walk all over the 
Bishop’s kind. Perhaps he does not 
realize that our manufacturers 
have awakened and are following 
the foreign car manufacturers in 
building smaller cars. 

While I have been on the roads 
I never saw one foreign car in 
trouble and many of them passed 
me so fast I thought I was going 
the other way. As for resale value 
of foreign cars, some of our big 
box cars, after a couple years would 
depreciate more than the total cash 


The Big Stories 


34 Years Ago—1926 


In the 12 months ended May 8, 1926, General Motors produced and 
sold 1,002,285 cars and trucks, exceeding all previous records by a 
wide margin. On May 8, GM also sold its five millionth car, It took 
over nine years to sell the first million, but it required only 12 
months to sell the last million cars. 


20 Years Ago—1940 
A first quarter net profit of $15,742,388, the largest in its history, 
was reported by Chrysler Corp. in 1940 . . . Best first quarter earnings 
since 1928 were reported by General Motors, The corporation reported 
earnings of $67,028,461. 
10 Years Ago—1950 


Vehicle production in this country reached an alltime high last 
week when 167,600 units were produced .. . Top 10 cars in registra- 
tions were Chevrolet, 303,885; Ford, 257,308; Buick, 108,635; Pontiac, 
95,873; Plymouth, 84,374; Oldsmobile, 80,224; Mercury, 66,560; Stude- 
baker, 64,641; Dodge, 51,433; Nash, 31,020. 


Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

% Oct. 19-23 — International Foreign and 
Sports Car Show, Commonwealth Ar- 


—what is wrong with that? And 
then to top it off with praise for 
labor unions after what they have 
done—I am amazed! I might say 
that I sold many thousands of new 
cars from an office downtown in 
New York City with an investment 
of a typewriter, desk, chairs and a 
couple phones. That Kentucky 
Bishop “knocker” will do well if 
he would go down that little path 
to the house in the rear, wearing 
high boots, and sit and ponder there 
while he thinks and thinks—if he 
has it in him! 

The car-buying public of the 
United States have been fooled 
aplenty in the past and have 
“smartened-up” so you all better 
quit your bellyaching and blowing. 
The worst is yet to come. 

Now regarding Robert M. Fin- 
lay’s article (Page 3) on dishonest 
newspaper advertising. He says 
dealers make progress from time 
to time. The simplest, easiest, sur- 
est and most valuable progress 
would be made if all the new-car 
dealers quit placing any advertising 
of new cars in any and all news- 
papers. Let the manufacturers pre- 
pare and place the advertising and 
it will be honest and bring back 
lost friends and respect from the 
public and they would save huge 
sums that could be used to secure 
first class salesmen. 

Most every car has an agent in 
every town and dealer newspaper 
advertising is expensive and waste- 
ful and not worth its cost. Mr. Fin- 
lay says, “The medium that allows 
the credibility of its advertising 
voice to be destroyed by deceptive 
ads is facing the same sort of fate 
as the deceptive advertiser.” To 
this, I ask, how do you account for 
the success of New York’s wealthy 
New York Times? Your samples of 
misleading advertising in Miami 

(Continued on Page 46, Col, 4) 














Public Relations Example 
For Auto Dealers 


i dealers in their most potent role—as honest ad- 
visors in automotive transportation — were portrayed 
the other day in Cleveland on a KYW radio program. 

Carl Stern, conductor of the program PM, and Sanford 
Markey, news supervisor, arranged a phone hookup so that 
the public could interview two dealer leaders, Birkett Wil- 
liams, — of NADA, and Irv Rubin, former president 
of the National Independent Automobile Dealers Assn. 

A of the program reveals that the public asked some 
_— owledgeable questions, and the auto dealers gave 
orthright answers. It went something like this: 

What about the future of imported cars in the U. S.? 

Williams: Some of them offer sound automotive values 
and will be with us for a long time. 

Is there a future for young people in the automotive busi- 
ness ? 

Both Williams and Rubin: Definitely yes. 

Will there be enough big changes in ’61 models to make 
it profitable to wait? 

illiams: U. S. autos are in constant state of change. If 
you wait for the last word, you'll never buy a car. 

Is there an advantage to unitized bodies? 

Rubin: It certainly cuts down squeaks and rattles. 

Seats in some cars are too low. Why can’t makers build a 
car in which you can sit in comfort? 

Rubin: Some do. 

Markey: Do factories listen to dealers on things like this? 

Williams: Factories .go to great pains to get dealer 






o ona. . 
Nov. M19 Pittsbur h Auto Show, National 
Guard Armory, Pittsburgh. 

May 20-22—Norfolk vauperved Car Show, 
Norfolk Arena, Norfolk, Va. : 
Nov. 23-27—Portland Auto Show, Memorial 

Coliseum, Portland, Ore. 
25-Dec. 3—Indianapolis Auto Show. 


























Indiana State Fairgrounds, Indianapolis. 
Jan. 14-21—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 
Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 
Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 
Continued on Page 44, Col, 5) 


General 


June 5-10—Society of Automotive Engi- 
neers, Edgewater Beach Hotel, Chicago. 
July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 
ackinac Island, Mich. ; 
Sept. 616, 1960—Production Engineering 
ow, Navy Pier Chicago. y 
Sept. 6-16, 1%60—Machine ool Exposition, 
aternational Amphitheatre, Chicago, 
Oct. 16-2l—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 
New York City. 



















































How long does it pay to keep a car before trading? 

Williams: Just as long as your pride will let you. The 
longer you keep the car (until repair bills mount), the bet- 
ter off you will be economically. 

You can see the public relations value. Perhaps you can 


arrange such programs in your areas. 
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AUTOLITE SPARK PLUGS 
SPARKED MORE THAN TWICE AS MANY 
- MOBILGAS ECONOMY RUN WINNERS 
AS ALL OTHER SPARK PLUGS COMBINED 








4 of G first place class winners...6 of 6 second piace winners...2 of S third place winners 
---1f of 17 top positions...swept by cars equipped with Autolite Power Tip Spark Piugs. 


RUGGED TEST 
SUPERVISED BY 


IMPARTIAL ORGANIZATION 


The Mobliigas Economy Run, 
sponsored annually by Mobil 
Oil Company is rigidly super- 
vised by impartial observers 
who are provided by the 
United States Auto Club. 





A near clean sweep for Autolite Spark Plug equipped cars 
was registered in the 2,061-mile Mobilgas Economy Run 
between Los Angeles and Minneapolis. 


Here's proof positive: Under all driving conditions, in all makes 
of cars, in slow-speed traffic or at high speeds over the road, 
miles high in the Rockies or across desert floors—one spark 
plug stands out over all others—AUTOLITE. 


PROOF POSITIVE: YOU'RE ALWAYS RIGHT WITH 
AUTOLITE. To sell the plug that sparks more winners, check 
your Autolite Spark Plug source of supply... today. 


THE ELECTRIC AUTOLITE COMPANY ¢ TOLEDO 1, OHIO 


@® AUTOLITE. SPARK PLUGS 


IGNITION ENGINEERED FOR ALL CARS 


Now! Autolite sponsors the election news with Dave Garroway on NBC-TV TODAY Show—and ‘News on the Hour,'' NBC Radio. 
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HURRY! 


Only 3 weeks left to 


. WIN A FREE TRIP 
* TO NASSAU 


— 





Enter Alcoa's Big Auto Dealers’ Contest 


See May 16 Issue of Automotive News, Pages 16-19, 
for Contest Rules and Entry Blanks 


GRAND 
PRIZES! 


An expense-paid vacation 
for two for seven idyllic 
days in baimy Nassau! 
Bask on sunny beaches, 
see historic sights. 


SECOND 


2 PRIZES! 


Argus 35-mm Match-Matic 
C-3 camera outfit with 
’ coupled range finder, at- 
tached exposure meter, 
flash and case. Value $65. 


THIRD 


10 PRIZES! 


Thermos Picnicker—two 
quart-size insulated alu- 
minum bottles, cups and 
sturdy insulating carrying 
bag. Retail value $14.50. 


IT’S EASY! ENTER NOW! 


Check pages 16-19 in your May 16 issue of Auto- 
motive. News for details. Or write to Alcoa for 
entry blanks and details. Hurry, contest closes 
June15. Aluminum Company of America, 1810-SS 
Alcoa Building, Pittsburgh 19, Pennsylvania. 


ALCOA ALUMINUM 





GIVES EVERY CAR MORE GLEAM AND GO! 


GREY 


IRON GASTINGS 


THE NATION'S 


MOS] 


MODERN 


ION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION. 


AND MA? FACTURI 


CHATTANOOGA 2, TENNESSEE 
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Comet Planner Pleased 


With Market Response 


By Joseph M. Callahan 
Engineering Editor 
NY He are the prospects of a medium compact in the auto 
industry? These and many other questions were put to 
Richard E. Kimball, planning manager for the new Comet, 


who spoke only about his car. 


However, his views are 
quite timely because they are also 
applicable in many cases to the 


medium com- 
pacts to be intro- 
duced this fall 
by Buick, Dodge, 
Oldsmobile and 
Pontiac. 

The jobof 
Kimball, who is 
neither stylist or 
engineer, and his 
17-person staff, is 
to put together 
plans for a pro- 
posed car. After 


4. M. Callahan 


getting top management’s approv- 
al, the product planners at Ford 
follow up each phase of the car 
until it is in production. They are 
also responsible for seeing that 
costs stay in line. 

* + 


Not a Plus Market 


UESTIONS, as asked by this 
columnist, follow: 


Why was the Comet introduced? 


Answer (by Kimball): Because 
we felt there was a definite mar- 
ket for a car that was a little 
better than the basic, minimum 
six-passenger car (a reference to 
the other compacts). We think 
Comet is' a compact car with a 
little more in appointments, styl- 
ing and ride, 

What group of consumers is the 


Comet aimed at? 


This is difficult to explain, but 
we tried to hit the people who 
also feel that their house is too 
big. They suddenly say “I don’t 
need all this space and operating 
expense, I want a new house, but 
I also want all the conveniences 
that I had before.” 

Americans don’t like to think that 


they’ve got the cheapest of any- 
thing. They want something nice. 
Yet they still want it at the inex- 


pensive price, That’s the heck of it. 


One dealer summed it up: They 
want a Sunday car at a Saturday 
price. 


Is the auto market changing? 

I think there is a changing 
market, People want better value 
for their dollar. They are fed up 
with poor gas mileage, excessive 
size and high initial costs. Many 

seem to be saying, “I 
want to spend my dollar smart- 
ly.” The fight for disposable in- 
come is affecting the auto indus- 
try. Do-it-yourself, boats, pools, 
patios and vacations are all im- 
portant factors today, We recent- 
ly made some projections of the 
demands which these items will 
make on the public’s disposable 
income in 1965, and the results 
were quite amazing. | 


AFE cars declining as status 


symbols? 

Somewhat, The Comet is a 
status symbol to some extent, 
but not what it might have been 
a few years ago. 

Is product loyalty declining? 

A little—especially for some 
cars. 

In planning the Comet, how 
much was market research relied 
upon? 

Market research had its share 
in guiding our decisions. But we 
don’t place too much emphasis 
on it because John Q. Public just 
doesn’t know what he wants 
three years from now. 

What are the factors involved 


in introducing a car like the 


Comet during the middle of the 
mode] year? 

It has several advantages and 
disadvantages. A big factor is 
that all the limelight is on you. 
However, it also produces a me- 
chanical and functional upset in 
your organization, resulting in 
slowups and other bad situations. 
Also, some car buyers are con- 
cerned about having an obsolete 
car in six months, And if you 





| come out too late, in July, for 


example, some people will just 
wait until the fall, 


Annual Changes? 
D2 YOU plan annual changes for 


the Comet? 
No comment, 
Why didn’t Mercury simply 


make the new compact a series of 
its regular line, instead of intro- 
ducing complete new cars? 


Lincoln-Mercury Division eval- 
uated the advantages and disad- 
vantages of which way to mer- 
chandise the Comet and it was 
our conclusion that this was best 
for us. 

Is the Comet aimed at the im- 
port market? 

Only to the degree that we can 
combat the bigger imports. We 
aren’t really aimed at the big- 
volume im 

Were the Mercury dealers a fac- 
tor in the introduction of this car? 

Yes. The Comet gives our deal- 
ers a chance to operate on a vol- 
ume basis. One of our major ob- 
jectives was to maintain the 

a” *~ o* 


COMET’S PLANNER 
... Richard E. Kimball 











contemporary position of our 
dealers. And the most pleasant 
surprise of all is that Mercury 
sales have picked up since the 
Comet came out, 


Do people want a different car, 


just for the sake of difference? 


I don’t know. 
* * a 


Price a Key Factor 
Ho°w important is price in this 


car? 

Very important, We considered 
all kinds of options and features, 
but we elected not to incorporate 
many of them in this car so that 
we would have a price that is 
quite low, For example, we de- 
cided not to have a convertible. 
This saved money for each of 
our current buyers, because there 
are certain things that have to 
be done to every car in a line, if 
a convertible is to be included, 


Is interchangeability between 


the Comet and the Falcon an im- 
portant factor? 


Yes. We were able to come up 
with a very favorable cost by 
using many sheet metal stamp- 
ings and power train components 
that were designed for Falcon. 


Do you think that 90 horsepower 


is enough power for this car? 


Yes. Seme people tend to for- 
get that this car is considerably 
lighter (2,518 pounds) than a 
standard-sized car. 

Do you think the interior space 
is adequate? 

Yes, The package dimensions 
are similar to the ’55 Ford, The 
Comet’s longer wheelbase and 
body give it a better ride and 
more trunk space than the Fal- 


con. 
* * * 


Styling Calls for Luck 
AT makes for successful styl- 
ing? 

“Hot” styling is a matter of 
luck, You always try to get a car 
that looks like more than it is. 

Does the development of a car 
like the Comet call for a new type 
of engineering? 

Yes, indeed, The engineers 
have to be better cost-oriented. 
They’re told to keep it simple 
and to make it easy to repair. 
We want to keep insurance rates 
down. 

What’s the secret of successful 
product planning? 

You have to have the right 
product at the right time at the 
right cost (Kimball was assistant 
product planning manager for 

Edsel), 


How are sales? 

Terrific. We're setting a new 
sales record almost every day, if 
you exclude those artificial days 
at introduction time and at the 
end of the 10-day periods, 


Separate Trial Ordered 
For Trico Counterclaims 


BUFFALO—Efforts of Trico 
Products Corp. to have two counts 
of its counter-claim tried simul- 
taneously with a patent suit against 
it were rejected last week by Fed- 
eral Judge John O. Henderson. 


Retrial of a multi-million dollar 
patent infringement suit against 
Trico by John W. Anderson, Gary 
(Ind.) inventor, Anderson Co. and 
Productive Inventions, Inc., is on 
the fall docket in Federal Court. 


The plaintiffs charge Trico with 
infringing on their patent of a 
curved windshield wiper blade. 
Their suit was dismissed in 1958 
by the late Federal Judge Justin 
C. Morgan after a lengthy trial. 
The second U. 8S. Circuit Court 
of Appeals first upheld Judge 
Morgan, then reversed itself and 
ordered a new trial. 

Trico hag a series of counter- 
claims against the Anderson inter- 
ests, two of them charging that 





Walker in New Facility 


MINNEAPOLIS.—A new sales 
and service building has been open- 
ed by Archie D. Walker jr., Import- 
ed Motors (Volkswagen - Porsche) 
at Highway 100 and Cedar Lake 
Rd, in suburban St. Louis Park. 
The 21,000-square-foot facility has 
10 hoists designed especially to 
handle Volkswagen and Porsche. 
The building cost an estimated 
$250,000. 


Anderson blades infringe upon 
blades developed by Trico employes 
and patented by the Buffalo corpo- 
ration. 

These counter-claims were not 
part of the first trial but were 
moved for trial this time by Frank 
G. Raichle, Trico attorney. He was 
opposed by David L. Landy, local 
counsel for the plaintiffs. 

The judge said his decision does 
not prevent Trico from moving for 
trial of its counter-claims prior to 
trial of an Anderson antitrust suit 
against Trico. 

In a separate decision, Judge 
Henderson ruled that Anderson 
was entitled to know if Trico had 
uncovered new evidence of the 
existence years ago of a Zaiger 
curved blade. In the first trial 
Trico contended this blade show- 
ed prior public use and invali- 
dated the Anderson patent. 

The judge said knowledge of 
whether Trico has new evidence 
should constitute a preliminary step 
in a Federal discovery proceeding 
which is based on the principle that 
evidence should be equally avail- 
able to all parties prior to trial. 

However, he ruled that Anderson 
was not entitled to details as to 
where and when such investiga- 
tions took place. He added that the 
questions of whether such evidence 
is admissible in trial would be de- 
termined only when those questions 
arose. 












Tn ANSWER MAN ee 


Roy Chapman—radio’s ‘Answer Man’”’—is Punch and power are 
paramount in this 


now a member of the Guardian Mainte- Sopebar Seige thesia 
nance team! His one-minute fact-packed star-studded series! 
radio spots are loaded with interest and Timed for summer's 
‘ : k Sunday traffi 
solid sell. He has the right answers to sell Ce eT ee 


your services for GM cars and trucks! 1} 


Matt Dillon and his. 
side-kick Chester 


Il , ride the range on the 

PS ya" 4 = side of justice in this 

\ popular Western. 

: Guardian Mainte- 

_ nance has good ex- 
Chis soft-selling duo will continue to spread ss A posure to millions 


ut Guardian Maintenance. The' y es of “‘Gunsmoke”’ fans. 
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HAVE. GUN 
WILL 
TRAVEL 


Paladin prowls out 
of San Francisco on 
the monetary mis- 
sion to right wrongs. 
In his wake go mil- 
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who will get the low- 
down on Guardian 
Maintenance! 
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Adding strength to each General Motors Franchise... 
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AUTOMOTIVE NEWS, 


Contracts Expire in 1961 ... 


Peaceful Negotiations 
Seen in Auto Industry 


By Francis J. Gawronski 
Staff Writer 

PREDICTION that the auto 

companies and the United 
Auto Workers Union will reach an 
agreement on a new contract with- 
out a strike was made by William 
H. McPherson, professor of eco- 
nomics, Institute of Labor and In- 
dustrial Relations, University of 
Illinois, 

McPherson was one of several 
speakers at the 
spring meeting of 
the Industrial Rela- 
tions Research Assn. 
in Detroit. 

“I believe that the 
union will be aware that any 
strike it might call would be a very 
long one and very costly in terms 
of union strike-benefit payments,” 
McPherson told the meeting. 

“I also believe that the final offer 
of the companies will be an accept- 
able one,” he said. 

Contracts in the automobile in- 
dustry expire Aug. 31, 1961. Ne- 
gotiations will start 60 days in 
advance of the expiration date, 

In discussing the cooperation 
among auto managements in col- 
lective bargaining, McPherson said 
the development of bargaining 
practices in the auto industry has 
been conditioned by certain as- 
pects of the negotiating environ- 
ment. 

“One aspect is the strong com- 
petition that has characterized the 
auto industry as many companies 
have been forced out of business 
over the years and others have 
merged to gain strength in the 
struggle for survival,” McPherson 
said. “Another aspect is the policy 
and strategy of the UAW.” 

* 


* * 


Collective Bargaining Cited 


ieeenson said cooperation 
was impossible during most of 
the post-war period because of the 
dissimilarity of contract expira- 
tion dates. 

The first case of nearly simul- 
taneous bargaining, according to 
McPherson, came in 1958 when 
General Motors Corp. agreed to 
a limited reopening of its five- 
year agreement upon the plea of 
the union, and “Ford and Chrys- 
ler reluctantly followed suit.” 

In 1955, for the first time in his- 
tory of auto negotiations, it was 
obvious that there had been co- 
operation between the companies, 
at least to the extent of exchange 
of information, McPherson said, 

When it came to the 1958 nego- 
tiations, it became increasingly 
clear that the Big Three had form- 
ed a common front, he said. The 
1958 negotiations ushered in a new 
era in auto bargaining and wit- 
nessed the development of a bar- 
gaining structure that has not been 
widely used in American labor re- 
lations, he said, 

“I think it likely at this point 
that the Big Three will again at- 
tempt parallel bargaining in 1961,” 
McPherson said. “One factor lead- 
ing to this conclusion is the chang- 
ing nature of the competitive posi- 
tion of the industry as a whole. 

“Uniform expiration dates are a 
second factor that will make co- 
operation both possible and neces- 

sary. A third reason is the relative 
unattractiveness of the alternatives 
of individual bargaining, exchange 
of information and joint bargaining. 
A final reason igs management’s 
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success with it in 1958,” he said. 
” * ” 


Predicts Strike Assistance 


ye manson predicted that the 
auto companies will not enter 
their next negotiations “without 
some pretty definite plans for 
strike assistance, but it is too early 
ed predict what those plans may 


“Two ery do seem to be 
justified at this time,” he said. 
“It seems to be probable that they 
will have not one plan but sev- 
eral, that their final selection of 
the plan to be used will depend 
upon which company is struck. 

“A second probability is that the 
companies will not make any prior 
public announcement of their plan, 
as has been done by the airlines 
and the railroads,” he said. 

“The reasons for this are that 
there may be more than one plan, 
that the plan or plans may be com- 


plicated, that the companies will 
prefer to keep the union guessing 
as to the nature of the counterat- 
tack, and that, in the hope that 
they may settle without a strike, 
they will prefer not to make an 
announcement that might give rise 
to a cry of ‘collusion.’ 

“I expect. that we may never be 
able to check the accuracy of these 
predictions, for I think the present 
odds are considerably against a 
strike in 1961,” McPherson said. 

* * 


Union Maps Demands 


ANWHILE, the UAW launch- 

ed its 1961 bargaining cam- 
paign against Ford Motor Co. with 
a sharp attack on company profits, 
a demand for a cut in the price of 
cars and an appeal for more work 
in plants already hard hit by un- 
employment, 

Although the Ford contract 
does not expire until Aug. 31, 
1961, Ken Bannon, UAW Ford di- 
rector, called on to the 
UAW National Ford Council 
meeting in Detroit, to arrange a 
series of regional meetings of all 
Ford plant committeemen in 
preparation for the negotiations. 

The council, representing some 
120,000 hourly Ford workers re- 
newed its demand that Ford lower 
its prices $100 or more in order to 
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“share with consumers some of the 
fruits of greater productivity and, 
thereby, lead to an expansion of 
the car market and an increase in 
job’ opportunities for Ford work- 
ers.” 

If Ford had reduced its prices as 
the union urged last year, the 
council said, it still would have had 
profits of $302 million after taxes. 
The company’s net income in 1959 
was $451 million. 

> * ea 
Employment Down 
council contended that Ford 
in 1959 had succeeded, through 
“unjustifiable price increases,” in 
obtaining more profits for less pro- 
duction. 

In tackling the job problem at 
Ford’s huge Dearborn plant, the 
council pointed out that employ- 
ment has slipped from a postwar 
peak of 62,000 to below 32,000 
today. 

The council scored the company 
for assigning work on compact 
cars to plants elsewhere while ex- 
isting facilities were idle. 

The council also criticized the 
salaries and bonuses paid to top 
Ford executives while the com- 
pany, it said, was calling union 
wage demands “excessive and in- 
flationary.” 


The council’s detailed discussion 


Here is a double market. 


of Ford profits, prices and execu- 
tive bonuses appeared to be a hint 
that the union would seek higher 
wages and a revised division of 
company profits in its 1961 nego- 
tiations. The union’s profit-sharing 
demand was dropped in 1958 nego- 


tiations. 
* * 


Seek Shorter Work Week 


UAW in Canada announced 
its intention to find its own 
cure for “creeping” unemployment. 
In its next round of contract de- 
mands, it will seek to reduce “pro- 
gressively” the present 40-hour 
work week. 
Resolutions to this effect were 
endorsed by UAW Local 200 at 
Ford Motor Co, of Canada, Ltd. 
The entire union’s international 
wage policy will be geared to the 
new demand, according to Her- 
bert Kelly, Local 200 president. 
The union’s resolution declared 
unemployment is the union’s most 
important unresolved problem. It 
pointed to steadily increasing auto- 
mated processes, accelerated pro- 
duction schedules and changes of 
locations by firms as major causes. 

The target, a 30-hour week with- 
out reduction in take-home pay, 
will be sought in progressive stages. 


Farmers buy light 


trucks and pickups for agricultural uses... 
and they buy autos out of their personal in- 
come. Double buying swells this new car and 
truck market to 1% billion dollars annually. 

In addition farmers spend 3.6 million dol- 
lars annually for tires, batteries, spark plugs, 
and other automotive accessories to keep the 
old car and truck in top condition. 
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Auto Personnel 





E. Paul Jackson has been ap-) tive research positions with Ameri- 
pointed Eastern Region marketing | can Gas Assn. laboratories in Cleve- 
director for Rocket Power-Talco, a/| land. 


division of Gabriel Co. He had been 
special projects manager for Fair- 
child Engine & Airplane Co, 

a 


* > 
Autolite Unit Promotes 


Gerber and McNally 

Two new appointments within 
Electric Autolite Co.’s Wire and In- 
strument Division have been an- 
nounced. 

John M. Gerber has been named 
general manager and Edward A. 
MeNally will be in charge of the 
division’s plants at Port Huron, 
Mich. and Hazelton, Pa. 


* * * 


Pountney Joins DeVilbiss 


As Research Director 

Clifford Pountney jr. has been 
named as research director for 
DeVilbiss Co. 

He had been research director 
for National United States Radiator 





AMC Appoints Pickett 
Automotive Export Director 


William 8S. Pickett has been ap- 
pointed automotive export directer, 
American Motors 
Corp. He _ suc- 
ceeds W. H. 
Thoreson, who is 
retiring after 35 
years in the ex- 
port field. 

Pickett former- 
ly was sales vice- 
president, Willys- 
Overland Export 
Corp. He had 
also served as 
government sales 
manager and assistant to the pres- 
ident at Willys Motors, Inc, 


PPG Promotes Wedel 
Daniel P. Wedel has been named 


2d 


ey 





W. 8. Pickett 


Paint Division of Pittsburgh Plate 
Glass Co. He succeeds Dr. E. H. 
Haux, who has retired. Wedel, for- 
merly assistant manager of plastic 
sales, joined Pittsburgh Plate in 
1945. 


+ o * 
Esher and Irish Promoted 
By Sterling Precision 

J. ©. Esher has been appointed 
executive vice-president of the 
American LaFrance Division of 
Sterling Precision Corp. 

He formerly had been general 
manager of ALF-Herman Corp. 
William C. Irish, formerly general 
sales manager of the corporation, 
has been promoted to the new post 
of manager of operations. 

* 


Stroker Moves Up 


At Collins & Aikman 

Collins & Aikman has named 
Robert Stroker as general sales 
manager of its Automotive Divi- 
sion. 

Stroker formerly was sales man- 
ager of auto fabrics and carpets. 

+ * * 


Buick Transfers Baird 
Don Baird, former Buick cus- 
tomer-relationg manager in Minne- 
apolis, has been transferred to Flint 


Co. He had previously held execu-! manager of plastics sales for the'as administrative assistant to the 


autos and trucks. 





American Agriculturist 
Arizona Farmer Ranchman 


California Farmer 


You get fast sales action when you advertise in 
State and Local Farm Papers. Farmers know and 
trust their own state paper because they like to read 
about local people, local farming practices, and local 
news. Your ads will be read and believed by farmers 
who spend over 1% billion dollars annually for 


Over one hundred fifty editors create this friendly 
atmosphere by traveling over a million miles a year 
to make thousands of local calls. This gives State 


general service manager. Replacing 
him as customer-relations manager 
is Gordon Rettan. . 


Tyrex Appoints Shannon 
Detroit Regional Manager 
James G, Shannon jr. has been 
appointed Detroit regional man- 
ager of Tyrex, 
Inc., with offices 
in the Fisher 
Bldg. 
Shannon’s 
automotive back- 
ground includes 
14 years of man- 
agement e xX p e- 
rience in engi- 
neering, purchas- 
ing, designing, 
and sales with 
J. G. Shannon firms serving the 
automobile industry, Most recently, 
he was general sales manager for 
Fisher Industries, Detroit, where 
he directed the sales program and 
coordinated activities of the field 
sales staff. extn 


Oldsmobile Appoints 


Russo Divisional Buyer 

Louis T. Russo has been ap- 
pointed division buyer in charge of 
sales material and services for 





Put your advertising on a first-name 
basis with 4 million farmers .. . 


Farm families are both a personal 


market...and an industrial market 


and Local Farm Papers the warmth, color, and local 
interest to keep your farm customers reading... 
surrounds your sales message with believability. 
Readership runs as high as 94% on editorial matter 


.. . 89% on ads. 


Your dealers like State and Local Farm Papers, 
too. They know farmers trust and prefer their state 
paper above all others. Check into these and many 
other advantages you get when you put State and 
Local Farm Papers on your media list. 







Colorado Rancher & Farmer 


The Dakota Farmer 
The Farmer 
The Farmer-Stockman 


Florida Grower & Rancher 


Idaho Farmer 
Kansas Farmer 
Michigan Farmer 
Missouri Ruralist 


STATE and LOCAL 
FARM PAPERS 








Montana Farmer-Stockman 
Nebraska Farmer 

New England Homestead 
Ohio Farmer 


Find out more about the rich farm market for autos and trucks . . . Explore the great potential 
it offers. Write for booklet—"'Farmland USA."" State and Local Farm Papers, Rm. 1600, 
28 East Jackson Boulevard, Chicago, Illinois. 


Oregon Farmer 
Pennsylvania Farmer 
Prairie Farmer 

Rural New Yorker 
Southern Planter 
Utah Farmer 

Wallaces Farmer 
Washington Farmer 
Wisconsin Agriculturist 


19. 


Oldsmobile, Russo fills a vacancy 
created by the transfer of Carl 
Beaudoin to the sales promotion 
department. 

Russo worked for Goodyear Tire 
& Rubber Co, and was advertising 
manager of Acme Industries, Inc. 
before joining Oldsmobile in 1958, 
For seven years he had been Mil- 
waukee district manager. 

* +* * 
Firestone Appoints Pair 
In Western Division 

Two personnel changes in the 
Western Division of Firestone Tire 
& Rubber Co. have been announced. 

John R. Collins has been named 
manager of truck and farm tire 
sales, and Edward F. 
ceeded Gordon Weber division 
store supervisor. Weber now is 
Cleveland district manager. West- 
ern Division offices are in Chicago. 

* aa . 


UMS Appoints Carlson 
Battery Marketing Manager 

William L. Carlson has been ap- 
pointed marketing manager—Delco 
battery for United Motors Service 
Division, General Motors Corp. 
Detroit. 

With UMS 
since 1949, Carl- 
son held sales 
positions in the 
Denver zone and 
had served as as- 
Sistant zone 
manager in Kan- 
sas City and in 
Los Angeles. He 
will head up na- 
tional merchan- 
dising activities 
for Delco batteries in the replace- 
ment market. 





W. L. Carison 


9-8 > 
Sealed Power Names Shell 


Charles L. Shell jr. has been 
named Atlanta zone sales manager 
for Sealed Power Corp.’s Automo- 
tive Replacement Parts Division, 


* 
Richards, Four Others 
Promoted by Hayes 
Richard D, Richards has been 
appointed sales manager of Hayes 
Industries, I n ¢c., 
Jackson, Mich, 
In other ap- 
pointments, L. J, 
Bailey has been 
named assistant 
to the president; 
Kruger 
has been ap- 
Pointed sales en- 
gineer; Robert 
Flick, sales en- 
i gineer, and Rob- 
R.D. Richards ert Creglow, 
manager of the Fifty Plus Five 
Corp., West Unity, O., succeeding 
Kruger. 





* * * 


Ford Names Bracken 


To Succeed Folsom 


D. J. Bracken has been named 
general manufacturing manager, 
Ford _ Division, 
Ford Motor Co., 
Dearborn, gs u c- 
ceeding Ward A. 
Folsom who is 
retiring from the 
company after a 
34-year career in 
the automobile 
industry. ‘ 

Bracken has 
be +s amon 74 f 
gene manufac- pa 
turing manager D. J. Bracken 
since Ford and Lincoln-Mercury 
Division manufacturing operations 
were centralized last November. 
Prior to that, he had been L-M 
general manufacturing manager 
since August, 1953, the month he 
joined the company, 
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Now PRECISION-BU 
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corded on this machine, developed and built by Goodyear. Measuring and us to check variations in tire thickness within thousandths of an inch. 


MORE PEOPLE RIDE ON ¢ 
GOODYEAR TIRES THAN 
ON ANY OTHER KIND! 


] 
4 
Thickness Gauge—The slightest variation in tire thickness is instantly re- | recording tread thickness over the entire circumference, this device enables 





with ELECTRONIC CONTROLS 


..the world’s first 
TURNPIKE:PROVED TIRES 





Now electronic quality control—a new way 
of precision-building a tire—has been added 
to the superior materials Goodyear puts into 
a tire: new rubbers, new chemicals, new 
3-T Cords. 


This means that with these tires on the cars 
you sell, you can offer your customers: 


1. Up to 25% more safe mileage—any- 
where. Now, the mixing of Goodyear’s new 
chemicals and tread rubber—into a tougher, 
more “‘intimately mixed” compound —is con- 
trolled by electronics. And the other major 
reason for Goodyear’s Turnpike-Proved 
mileage—exclusive, triple-tempered 3-T 
Cord (Rayon or Nylon)—is produced and 
built into tires with the precision control of 
electronics. 


2. New whisper-quiet, cushion-soft 
ride. You'll hear a lot about this in 1960, 
but it actually started with Goodyear some 
30 months ago. At that time, we discovered 
that certain new chemicals permit us to 
soften the tread of our tires without sacrificing 
mileage. In fact, because we’ve been able to 
produce a rubber that’s softer, yet tougher, 
Goodyear tires now give you up to 25% more 
safe mileage than before. 


3. New 3-way sureness on the road. 
Quicker starts—safer stops—better car con- 
trol on turns...most noticeable on wet pave- 
ments. Again, this 3-way Goodyear advance 
comes not only from design factors—tread 
design, and the rubber and 3-T Cords used 
—but also from the precision we get from 
electronic controls. 


The result is a precision-built tire that will 
do more than any other tire built today to give 
your cars a smoother, quieter ride. Goodyear, 
Akron 16, Ohio. 


LOTS OF GOOD THINGS COME FROM GOODYEAR 








This year, the average motorist will do more 
than half his driving on modern throughways, 
freeways and turnpikes—at high legal speeds. 





Watch the award-winning “Goodyear Theater” on TV every other Monday evening. 
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Automotive News Interviews Policy Group . . . 
How Ford Dealer Board Works 


of the hearings, I think in ’58, on| him. We want them to feel free in 


Ford Motor Co. established a dealer policy board in 1956 to 
act as a direct liaison between top management and Ford and 
Lincoln-Mercury dealers. Establishment of the board followed the 
disclosures of the Monroney hearings and coincided with strength- 
ening of dealer relations programs throughout the industry. 

To determine how the board operates, News Editor Maynard M. 
Gordon and Associate Editor John K. Teahen jr. last week inter- 


viewed four of the five members 


and two board staff advisers. 


Members present for the interview were Benson Ford, policy 
board chairman and Ford vice-president; Duane D. Freese, attor- 
ney and board member since September, 1958; Joseph E. Bayne, 
former general sales manager for Lincoln-Mercury and board 
member since April, 1959, and Thomas H. Holden, former dealer 
relations manager for L-M and board member since April, 1960. 

The board’s staff includes Felix T. S. Adams, analysis manager, 
and F. J. Spittle, secretary. A fifth board member is Arthur S. 
Hatch, whose service dates from the board’s inception in 1956 and 
who maintains his headquarters in San Francisco. Hatch has the 
most Ford seniority of any board member—38 years in the field 


organization. 


The questions and answers follow: 
Q—The first thing we want to @—————_________ 


gentlemen, is just what 
function of the Dealer Policy 
is, what it does, and how 
dealer policy is evolved from 
board. 


‘orv.—Well, in our brochure that 
we sent out to the dealers, it states 
in there what the purpose of the 
board is—to establish better com- 
munications and improve relations 
between the dealers and the com- 
pany. There are various means that 
we have for doing that, it says 


i 


g Fee 


here; also that although formed to 1 


function primarily in the field of 
the living relationship between the 
company and its dealers, the Dealer 
Policy Board will review also any 
termination of dealership that may 
become necessary. 

So that is basically what we are 
trying to do in a nutshell. 

Q—Just how do you go about 
specifically in doing these things? 

Freese.—Well, we have taken var- 
ious approaches in carrying out this 
function. When the board was first 
formed, it went to its dealers— 
the company went to the dealers 
with a general suggestionnaire ac- 
tually over the name of Henry 
Ford IL. 

Q—Was this in 1956? 

Freest.—That was.in the latter 
part of ‘56, and that asked the 
dealers to give the company any 
suggestions or comment or criticism 
they might have of the company 
and its policies or any practices of 
the company. 

Forpv.—They needn’t have signed 
their name on it. There was a series 
of dealer meetings that we had all 
over the country. 

Freese.—And I mention this be- 
cause this is one technique whereby 
the board is informed as to what 
the dealers want or expect. We also 
keep or maintain an open door 


us at any time. We get letters from 
dealers with respect to suggestions 
and ideas that they might have as 
to how we could aid them in the 
sale of company products, 

They also give us criticisms and 
any complaint that they might have 
or problems that they have encoun- 
tered, which for policy reasons, they 
haven’t been able to conclude in 
discussions with the divisions; and 
then they come to us for review 
of those policies to see if they or 
if we would recommend modifica- 
tion or change with respect to those 
policies. 

We have also had surveys made 
to determine dealer attitude. For 
example, on the question of terri- 
tory security. One of the responsi- 
bilities of the board, I might add, 
is to familiarize itself with the 
problems of dealers, insofar as 
they are related to our company 
policies and relationships. 

When the question of dealers 
wanting some form of legislation 
for territory security came up, we 
made an extensive study there and 
also retained outside research peo- 
Ple to make an extensive research 


fe 


policy so that any dealer can write! © 


of the attitudes and the opinions of 
dealers on this subject. 

So we have adopted that ap- 
proach, also going to outside re- 
search people to determine and find 
out what the attitude of our dealers 
might be on a given subject. 


64 Percent Opposed 
Q—When was that territory 
security survey taken? 
oe conducted that in 


Q.—What were the findings? 

Freese.—Well, the findings were 
somewhat inconclusive. At that 
time, our findings were to the ef- 
fect that 64 percent of our dealers 
were opposed to the cOmpany ad- 
vocating or developing a plan for 
territory security if it involved Fed- 
eral legislation. 


territory security. 


get , 

Forv.—No, he can come in and 
have a hearing or a meeting with 
us at any time that he wants, on 
any subject that he wants to bring 
up, that we can investigate for him. 

We have no direct sales respon- 
sibility, as far as the corporation 
goes, and so dealers can come in 
to us on anything and we consult 
with the divisions on various things 
that they bring up, and we have 
had some division policies changed 
because of what some of the dealers 
have brought in, but there is no re- 
striction as to when they can come 
in here. The doors are open 24 
hours a day for them. 

Q—How many dealers had 
hearings last year? 

Freese.—Thig isn’t just termina- 
tions? 

Q—All told. 

Freese.—All told, I don’t think we 
have a figure available on that. 

Sprrrite.—We can get that for you, 
though. 

(Eprror’s Notre: The board for- 
mally reviewed 200 dealer ideas, 
suggestions and complaints last 
year. Fifty hearings were held in 
the first quarter of 1960.) 

Q—How does the dealer go 
about bringing his case to the 
board? What steps must he go 
through before he actually comes 
up? 

Freese.—_We are very flexible 
there. 

Forp.—Just by telephone or he 
can write a letter and we can set 
up a meeting. 

Q.—It doesn’t have to be done 
through a district office, through 
the division and so on up the line? 

Forp.—They don’t have to go 


But then if it could be devised} through their region or district or 
without Federal legislation, some) division offices to come in and see 
60 percent favored it, if the com-|ys| They can come in and see us 
pany could develop something along} at any time. 


the general outline of territory 


Bayng.—They don’t have to tell 


security for dealers without Federal| ys what they have to see us about. 


legislation. 

Q—Were the dealers asked 
about the plan for a penalty for 
a cross-sale or were they asked 
also about a plan for a bonus on 
a Sale? 

Freese.—They were asked both 
and they were also asked about the 
administration of either type plan. 


was covered in your statement to 
the subcommittee? 


Division Doesn’t Know 

Q.—They just say that they 
have something on their minds 
to discuss with you? 














coming in and we also want them 
to know once they come in, that 
whether we send them back to the 
division to resolve the problem or 
whether we will spend further time 
with them is dependent upon the 
problem that they raise. 

Bayne.—I might add this, too, 
Mr. Ford, that we do not discuss 
the particular case with the divi- 
sion prior to hearing the dealer’s 
side of the story, Then we go to 
the division. 

Forp.—The division doesn’t know 
that this dealer is coming in to- 
morrow. 

* * * 


Final Say-So 

Q.—When the dealer says that 
he has something to discuss, this 
is the first place that he does 
discuss it? 

Forp.—Yes. 

Q.—Or the first place that the 
matter is discussed? 

Forv.—And if it is something 
that we feel that he should discuss 
further with his district or regional 
manager, we will refer him back. 

Q—In other words, you have 
many avenues open that you can 
take after. Can you recommend a 
reversal of the termination? 

Forp.—Yes. 

But that doesn’t necessar- 
ily mean that that might be done, 
or do you have the final say-so 
on something? 

Forp.—We have the final say on 
every termination case that comes 
before us, yes. 

Q.—I follow dealer litigation at 
Automotive News, and I know of 
two cases involving one Ford and 
one Mercury dealer who mention- 
ed in their bills of complaint that 
they had hearings before the 
Board. One was Raleigh Leach 
and the other was in South Bend, 
who was, I believe, a Mercury 
dealer. The Leach case interested 
me because that apparently in- 
volved an old neighborhood. Has 
the Board gotten into situations 
of dealers, in old neighborhoods 
or changing neighborhoods, in 
trying to work out their prob- 
ems? 

Forp.—You mean population 
trends? 

Q—Where a dealer has been 
established in an old neighbor- 
hood. 

Forv.—Absolutely. 

Q.—And his market moved out. 
Forp.—Oh, yes, definitely. We get 

into all of that. 

Freese.—However, I don’t think 


Freese.—We have a meeting/|we want to discuss that in detail. 


scheduled with a dealer tomorrow. 


Q.—I mentioned that because 


We don’t know what he wants to! of a case that came to my atten- 


talk about. He called Mr. Bayne| 
Q—That was the survey that | and he said that he had a matter| 
that he wanted to bring before the|the point that I wanted to make 
Dealer Policy Board, and he want-| was that we only get into those 


tion. 
Freeskr.—I might add there that 


Freesr.—We filed a report on that| ed us to work out the first conven-| termination matters after a dealer 
survey with Congress at the time|ient time that we could listen to|has received a notice from the 
+ ° + 








management of the company of 
termination, and then he is privi- 


+ \leged from that point on, under 


the policies that we have establish- 
ed, to write the Board and ask that 
we review it, and we only get into 
it at that point, and only if the 


MB | dealer requests us to do so. - 


Dealer Policy Board Interviewed— 


There can be terminations by the 
company if the dealer elects not to 
have the board review it; the com- 
pany will proceed and it will result 
in the termination of the dealer 
without our having reviewed it. 

Q.—Has the board ever revers- 
ed a termination? 

Freese.—Yes, we have, on more 
than one occasion. 

Q—Of the matters that come 
before the board, what percent- 
age would you say are com- 
plaints, and what percentage 
would be just things that they 
want to discuss, where they may 
have an idea for a better way of 
handling a certain situation? 

Sprrrte.—Eighty or ninety per- 
cent were complaints, I would say. 
It is high. 

Forp.—Yes, it is high. 


Sprrrie.—It is quite high. 
Hotpen.—I think you ought to 


Members of the Dealer Policy Board of Ford Motor Co. are shown as they fielded 
questions asked by two staff members of Automotive News. At far end of conference 
table is Benson Ford, Dealer Policy Board chairman and company vice-president. | clarify that by a statement, formal 
Clockwise from him are Duane D. Freese, member; F. J. Spittle, secretary; Felix T. S.| discussions coming to the board. 
Adams, analysis manager; Maynard M, Gordon, news editor; John K. Teahen jr.,| There is much informal discussion. 


Bayne.—A great deal is informal. 


associate editor; court reporter; Thomas H. Holden, member, and Joseph E. Bayne, 
Hotpen.—But as far as formal 


member. Absent was the fifth Board member, Arthur S$. Hatch. 


matters before the board, where 
they have written in or that type 
of thing, I don’t know what your 
figures are. 

Sprrrte.— Without knowing speci- 
fically, I think you can fairly say 
that it is well beyond the majority 
of them. 

Bayne.—I think it is, too, but I 
think the board serves also to give 
quite a lot of advice, inasmuch as 
we listen to anything that they 
want to bring up. We act in that 
capacity in a positive nature as 
well as we know how. 

Sprrrte.—_F requently the com- 
plaint is in that form, as a matter 
of fact that they have run into this 
situation, and they would recom- 
mend that possibly it be handled 
in this fashion: “Would you take a 
look at it and give me the benefit 
of your views on it?” 

Freese.—You see, dealers come 
to us, getting back to your ques- 
tion, we have been having dealers 
come to us—going into this chang- 
ing market problem—and in some 
instances asking us to aid or assist 
them in advising them as to how 
they should proceed, where they 
have the facilities, the capital in- 
vested and their market is chang- 
ing, and they want to see if we 
can be of any assistance to them 
over and above the services our 
sales divisions have rendered them 
in those areas. 

They may have no argument 
whatsoever with the sales division, 
but this comes as a complaint. It 
is hard to classify really many of 
the problems that are brought be- 
fore us, either complaints or sug- 
gestions. Some of them are just 
plain requests for advice also. 

” * . 


Not All Complaints 
Q—In other words, dealers 
aren’t always complaining when 
they come in here? 

Freese.—No, 

Apams.—The only complaint is 
they ask for help in this particular 
item. We say that they are com- 
plaining about it, but they need 
help in some solution of their prob- 
lem. 

Freese.—The dealers asked the 
board to look at what the company 
could do about a pension plan for 
dealers. 

Forv.—_We reviewed that and 
spent considerable time finding out 
what could or couldn’t be done, We 
had to report adversely to them on 

| that, and then, they also asked 
j}about some form of an insurance 
program, dealer-owner group in- 
surance program, and the board, 
with the assistance of management, 
| came up with a national program 
for dealers. We helped sponsor 
that, and work it through the man- 





agement of the company for the 
benefit of dealers. So you get into 
a wide variety of subjects and 
problems. 
Q—You hear a lot of talk 
about spirited dealer organiza- 
(Continued on Page 28, Col, 1) 
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| Good Car- Keeping Gace 
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NEW SEAT COVERS! Ske, 
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Preparations by the Automobile Seat 
Cover Assn. for Good Car-Keeping Week 
are “rolling in high gear,” according to 
Vernon Volland, association executive di- 
rector. The association has scheduled a 
junior-size, two-color page ad in the Satur- 
day Evening Post during the week of May 
20th. Voliand said reprints of the ad, 
shown above, are available as counter dis- 
plays or 14 by 20-inch window posters as 
well as 14 other banners and related mer- 
chandise displays. Materials are available 
at cost by writing to 1711 Pratt Bivd., 


Seat Cover Promotion— 
Chicago 26, Ill. 
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more and more 
and more 


CAR BUYERS ARE BUYING 





‘Here's money in your pocket!” 


It’s just a little breast-pocket folder. But it’s full of sales points about 
E-Z-Eye Safety Plate Glass that will help General Motors dealers 
sell more of this worthwhile option. For free copies for all your 
salesmen, write to Dept. 5630, Libbey-Owens‘Ford Glass Company, 
811 Madison Avenue, Toledo 3, Ohio. 


E’- Z: Eye is easy to demonstrate 





In sunlight, roll a window part-way down. 
Ask your prospect to hold his hand half- 
way in the opening. Above the glass, the 
hand feels warm; behind the glass, it’s 
cooler because sun heat is reduced. 


Put the prospect in the driver’s seat. 
Show her the shaded band that’s scien- 
tifically designed to shield her eyes from 
sun glare. Gives her a more comfortable, 
squint-free ride. 


Explain that E-Z-Eye filters out about 
50% of the sun’s rays and that rear 
windows of some models have an almost 
invisible mineral band that rejects 75% 
of the hot rays. Keeps back seat cooler. 


E-Z-EVE SAFETY |'o, PLATE GLASS 


LIBBEY*OWENS:-FORD a Gneat Name in Glass Toiedo 3, Ohio 
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BMC Moves on Coast... 


Import-Car 


B= Motor Car Distributors, 

Ltd., San Francisco, has taken 
over the building at 1200 Van Ness 
which formerly was occupied by 
McAlister Buick, according to Kjell 
H. Qvale, who heads the firm, 

He said the move will permit his 
firm to consolidate all retai] and 
service operations under one roof. 
The used-car department will re- 
main at 1800 Van Ness, he added. 


Robert Bosch 


OBERT BOSCH CORP. is of- 
fering independent service deal- 
ers an import-car parts assortment 
as Robert Bosch ISD 

Parts Assortment. 

It is available with or without 
cabinet and contains 62 parts that 
are applicable to most popular im- 
ports, the firm said. Included are 
contact sets, condensers, fuses and 
rotors, caps, generator brushes, 
starter brushes, stop light switches, 
and thermoelastic plugs. Bosch said 


News Notes 


these parts are standard equipment 
on such cars as Volkswagen, Mer- 
cedes-Benz, Opel and Porsche. 
* + * 
Toyota 
EL trucks for the United 
States Army in the Far East 
are being built by Toyota Motor Co. 
in Nagoya, Japan, a company 
spokesman announced. 

The company said it would pro- 
duce the diesels for GI use not only 
in Japan but throughout Asia and 
the Far East. 


* * * 


Renault 


PPOINTMENT of William J. 

Cudlip as executive assistant to 
Jack C. Kent, general sales man- 
ager of Renault, Inc., has been an- 
nounced. Cudlip will supervise Re- 
nault’s direct dealer operations in 
the Boston and Denver areas. He 
will be succeeded as Eastern re- 
gional manager by Richard T. Dill, 
formerly headquartered in Dallas 


as manager of the Southern and 
Central West region. 

In other moves announced by 
Kent, John Lesinski was promoted 
from Midwest regional sales man- 
ager to the regional managership 
formerly held by Dill; Peter 
Wunsch from district sales man- 
ager to regional sales manager in 
the Midwest, and Jack L, Chal- 
lender, formerly Eastern regional 
sales manager, to general manager 
of Renault Distributors Corp., Bos- 


ton. 
aa oF ad 


Isuzu 


ELLER-ISUZU MOTOR CO., 

7039 E. Slauson Ave., Los An- 
geles, national distributor of Isuzu 
Motors, has introduced in Los An- 
geles a complete line of Japanese 
Isuzu trucks. 

Smallest of the line is the 60- 
horsepower cab-over-engine Isuzu 
ELF. It is said to deliver 24.7 miles 
per gallon of gas and have a turn- 
ing radius of 189 inches. The ELF 
comes in a variety of body styles, 
busses, vans, panels and stakes. 

The line also includes three die- 
sel-powered models of 52, 125 and 
180 HP, load-rated at two, six and 
eight tons respectively. Prices range 
from $2,650 to $10,650. The larger 


trucks are available turbo-charged 
to 160 HP and 230 HP, 

Special-purpose vehicles, such as 
dump trucks, concrete agitators, 
tank trucks, side-tipping dump 
trucks and freezer trucks also are 
available. 


* * * 


Rover 


EORGE L. GLOVER has been 

appointed Western regional 
manager for 
Rover Motor Co. 
of North America, 
Ltd. 

Rover has a 
sales, service and 
parts branch in 
South San Fran- 
cisco. Glover, who 
joined Rover in 
1959 as a_ sales 
represent a- 
tive, will direct 
sales, parts and 





George L. Glover 
service activities in 11 Western 
states. 


* * * 


Moskvich 


ODERN MOTORS, LTD., 
Agincourt, Ont., in suburban 
Toronto, hopes to import Russian 
Moskvich four-cylinder four-place 
automobiles this year, to sell at 








MAGNESIUM 


MAGNESIUM DELIVERS MORE 
DIE CASTINGS PER POUND! 


6 pounds of magnesium make... 


6 pounds of aluminum make... 


6 pounds of zinc make... 





This means you're getting 


substantially more for your money 


when you choose magnesium die castings. You get more 


volume per pound! You 


get more die castings per pound! 


Reason: aluminum is 50% heavier than magnesium—zinc is 


4 times heavier. 


You save on production 
usually be die cast 50% 
that 2 die casting units 


Remember .. . 


costs, too, because magnesium can 
faster than aluminum. This means 
can produce as much as 3. Mag- 


nesium can be machined faster too, with less wear on tools. 


Save all three—weight, production 


time and manufacturing 


costs—and get more die castings in the bargain by choosing 
magnesium for your die cast components! For more infor- 
mation check with your die casting supplier or write to: 
Automotive Development Engineering, Magnesium Sales 


Department, 


1101U5-23, THE DOW CHEMICAL COMPANY, 
Fisher Building, Detroit, Michigan. 


magnesium gives you fast production! The fact that magnesium can be die cast faster means you 


not only get more die castings per pound with magnesium, but you get more flexible production schedules, too! 





THE DOW 


See the “DOW HOUR of GREAT MYSTERIES” on NBC-TV 


CHEMICAL COMPANY - 


MIDLAND, 


MICHIGAN 


between $1,500 and $1,700. A sample 
of the car is at the Toronto subur- 
ban dealer, but is not openly on 
display because Hungarian immi- 
grants are reported to have threat- 
ened to bomb the garage of Modern 
Motors if the Moskvich is imported. 

Company reports that the Ca- 
nadian government hopes a bar- 
ter arrangement can be worked 
out whereby Moskvich and later 
the slightly larger Volga might 
be imported for surplus Canadian 
wheat. The Canadian government 
recently signed a new trade 
agreement with Russia whereby 
Russia would spend $2 for Cana- 
dian goods for each $1 spent by 
Canada on Russian goods. 

The Volga, a four-cylinder car, 
is expected to have a price in Can- 
ada of $2,000. 


All instruments on the Moskvich 
are in Cyrillic alphabet and the 
speedometer is marked in kil- 
ometers. 

—JAMES MONTAGNES 
+ + * 


Skoda 


—- captured first-place hon- 
ors in the Touring Car Class 
(1300 c.c.) at the 29th International 
Rally held in Geneva, Switzerland. 
Piloted by P. Macchi, the Skoda 
outdistanced two Alfa-Romeo road- 
sters that placed second and third. 


Schools to Buy 
Training Autos 


In Cincinnati 


CINCINNATI—tThe board of ed- 
ucation, reversing a long-standing 
policy, has voted unanimously to 
spend $20,000 for 10 new autos for 
the high school student-driver pro- 
gram. 

The program formerly had been 
operated with cars borrowed from 
Cincinnati area dealers. Dealers, 
however, have become more and 
more reluctant to furnish them, 
said Wendell Pierce, superintend- 
ent of Cincinnati public schools. 

This year only seven borrowed 
cars were made available and only 
three to five were promised for the 
next program, added Pierce. 

New cars will be bought in time 
for the summer driving program. 
The board agreed to charge each 
student $5 for a six-hour training 
course. The fee is calculated to 
cover fuel, maintenance and insur- 
ance costs and to build up a suffi- 
cient reserve for replacements, 

Pierce said he did not expect the 
new policy to cost the board any 
more money than before, except 
for the initial investment. He be- 
lieves the $5 fee will make the 
project self-liquidating. 


Smog Crackdown 
Planned in Phila. 


PHILADELPHIA.—The city has 
approved a program for reducing 
air pollution from truck and auto- 
mobile exhausts, which will prob- 
ably go into effect in October, dur- 
ing Cleaner Air Week. 

Raymond Smith, chief of the air 
pollution control section of the de- 
partment of public health, outlined 
the plans which were approved by 
the Air Pollution Control Board. 

The city’s law and police depart- 
ments will rule on ways to cite mo- 
torists whose vehicles emit heavy 
concentrations of dangerous ex- 
haust gases, Present plans call for 
policemen to turn license numbers 
of local violating motorists over to 
the Air Pollution Control Section 
for prosecution, while spot citations 
will be issued against vehicles not 
registered in the city. 


N. Y. Dealer Promotes 
Romney Biography 

NEW YORK.—Harper’s biog- 
raphy of the president of American 
Motors, “The Story of George Rom- 
ney,” by Tom Mahoney, has had 
some unexpected advertising sup- 
port in New York City. 

Jess Gelb’s K. & K. Auto Sales, 
Manhattan Rambler outlet, bought 
two-column space in the New York 
Sunday Times, New York Post, 
Journal-American and the program 
of the International Automobile 
Show urging all to buy “buy it— 
borrow it—read it today!” The 
book has had a second printing. 
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Nylon thump can be a problem—both for the dealer and 
the customer. Fortunately, for two straight years, every 
make of American car has come with tires made with 
TYREX® tire cord. That means motorists get the 
smoothest, quietest ride possible today. For dealers, it 
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means fewer complaints—and no hard-to-make ex- 
planations about thumping noises in a brand new car. 
But that’s only half the story. The other reasons why 
tires made with TYREX tire cord are best for every 
make of car are listed on the right. 


Tyrex Inc., Empire State Bldg., New York 1,N. Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of 








OTHER REASONS WHY TIRES MADE WITH TYREX TIRE CORD HELP NEW CAR SALES 1 
@ Give better mileage—as proven by test! 
@ Run cool for greater safety at highway speeds! | 


@ Stronger in resistance to impact! 


@ Smoother and quieter riding! le COR .D 


Tyrex Inc. for tire yarn and cord. TYREX tire yarn and cord is also produced and available in Canada. 
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Ford Policy Group Interviewed .. . 


Dealer Board Profile 


(Continued from Page 22) 
tions that can sell anything. 
recommendations have 


omen others, in perhaps 
the at a high 
morale pitch? 

Forp.—We haven't had too many 
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Srerrmz—One of the important 
points there, if I may, Mr. Ford, 
is how he does in comparison with 


ers hold a personal goal beating 

Chevrolet. 
Fomp—Don’t you think this is 

more of a problem the 


sult of certain dealers coming in 
before the board. 

N.—There are very few 
Lincoln-Mercury dealers that don’t 
have Comet. Very few. I can’t give 
you the exact number, but it is just 
a handful. 


Freese.—Just a handful at the 


two 
and when we have that problem the 
solution results in a very careful, 
close analysis of each individual 


Barne—You mean the Ford- 


Forp.—Not to the Ford-Mercury. 
Bayne.—The ones that have it, I 
might say, are the ones that Comet 
needs from a geographical cover- 
age. 
Ho.tpen.—I think that for the in- 
troductory period of Comet, it was 
ided that there would be a lim- 
ited number of Ford-Mercury deal- 


ers who would be offered the |; 


Comet franchise, to get this mini- 
mum geographic coverage that Joe 
(Bayne) is talking about. That 
varies in areas, The substantial 
proportion of them are through 
the Ford dual, especially out in the 
Midwest. So to get a minimum geo- 
graphic outlet for the Comet dur- 
ing this introductory period, there 
was a limited number of Ford- 
Mercury dealers selected. 

ow had Comet and Fal- 
con 


Hoipen.—There can be modifica- 
tions to their plan later. 
* + + 


Confer with Councils 


meetings 

Forv.—_We attend their national 
meetings, We don’t go into the re- 
gions and the district meetings, 
but when the National Dealer 
Council meets here, we sit with 
them, with the division, and then, 
usually the last day of the council, 





Almost Half of ’60 Cabs 


In New York Are Fords 
NEW YORK. — Ford had a 


wide lead in the number of 1960 
models in New York cab fleets, 
according to the latest tabula- 
tion by Taxi Wi . There were 
1,357 Fords, compared with 504 
Dodges and 413 Checkers. 

Ford accounted for almost half 


of the 2,892 new models of a 
number of makes, Other totals 
= Studebaker, 324; Chevrolet, 
; Plymouth, 30; Rambler, 12; 
ee ee, eee Pontiac, 
» and Mercury, 

one each, 





Outdoor Auto Show in Louisiana— 


Mayor Jake Cameron, Bossier City, La., and Mayor Clyde Fant, Shreveport, La., join 
in ribbon-cutting ceremonies for the 1960 Spring Auto Show sponsored by the Shreve- 
port-Bossier City New Car Dealers Assn. In the center is W. T. Hanna jr. (Ford), associa- 
tion president. Fourteen dealers took part in the outdoor show at the Freestate Park 
Shopping Center. The association said more than 100,000 persons visited the show. 


the dealer council meets with my 
brother (Henry Ford II) and Mr. 
Breech and our board in closed 
session in the board room here, 
with none of the division people 
there. So anything can be brought 
up, without the divisional manager 
or sales manager present, and 
those were usually fairly fruitful 
meetings. Bob McNamara (Execu- 
tive Vice-President Robert S. Mc- 
Namara) is there. 

Q—How deep does the board 
go into the subject of dealer ad- 
vertising? We see in our office 
loads of dealer ads, Ford dealers, 
Lincoln-Mercury dealers, other 
dealers, many of which are of the 
blitz variety, - Do you get 
complaints of nature or do 
you make recommendations? 

Forv.—_We do. We make recom- 
mendations to the divisions on 
every complaint that we get, but 
we don’t feel that we get enough. 
We have tried to make clear to 
dealers that they should send more 
examples of this in to us than we 


get right now. 
* * * 


Dealer Advertising 

Q.—I have some right here (in- 
dicating examples). 

Forp.—I am sure I could find you 

some in today’s paper, but a lot of 
them aren’t brought to our atten- 
n. 
Freese.—That is true, Mr. Ford. 
There are limits to what the Ford 
Motor Co. can do with some of this 
so-called bad advertising. We take 
very positive, affirmative action on 
anything that we can find that is 
misleading, deceptive or fraudulent 
and we have established company 
policies there with the concurrence 
of management that as a result of 
our review, any time an ad is 
found to be misleading, deceptive 
or fraudulent, the management 
then will write that dealer a letter, 
advising him that he is in breach 
of his sales agreement and we so 
recommend to them, 

Beyond that, you get into the 
realm possibly of good ethics from 
a business standpoint, and there, 
all we can do is take the matter 
up, give the dealers our views on 
the soundness of the type of ad- 
vertising they are doing, and I 
might say that quite often, this is 
price advertising that you run into. 

If you get into the field of price 
advertising; so long as the dealer is 
willing to deliver the car at the 
price he advertises and our office 
finds that there is nothing mislead- 
ing or deceptive about the way the 
ad is posed, then it is all right. But 
if he is going to demand a down- 
payment and doesn’t say so in the 
ad, then it becomes deceptive, and 
we can act on that. But if it is just 
a straight price ad, he is privileged 
to advertise and sell the car at 
whatever price he wants to put on 
it, and we can’t say that that is 
a breach of the agreement or that 
he must stop that. 

Now, if he is doing it though on 
the basis that is “elearly unsound 
and he can’t show that it is de- 
veloping business for him on a 
profitable basis, then we can go to 
him and counsel with him and re- 
view with him his business judg- 
ment in continuing on that basis, 
and we do that, and have our di- 
visions do that. 

Q—Do you have the authority 
to terminate a franchise for mis- 
leading advertising? 

Freese.—The company has the 
authority, yes. It would be a breach 
of the agreement. 

Forv.—That is a breach of the 
agreement. 

Freese.—We have a trade prac- 
tices provision in the agreement 
that would constitute a breach of 
the agreement if the dealer were 
to engage in fraudulent, deceptive 
or misleading advertising. 

Q—Is that authority invoked 
very often? 

Freess.—Well, yes. It has been 
invoked wherever advertising has 
been brought to the company’s at- 
tention and it has been found to 
be fraudulent, deceptive or mis- 
leading. 

Q.—And you would like to have 
the dealers so inform you? 

Freese.—Y es, Before we invoke 





Akron’s Fleet of Falcons 


Tests Goodyear Nylons 
AKRON.—The 119 Falcons 


are serving as a test fleet for new 
nylon tires developed by Good- 
year. 

As each of the compacts is re- 
ceived by the city, it is taken to 
the company’s service store, 
where all five rayon-cord original 
equipment tires are replaced with 
the new nylons. Goodyear keeps 
the casings that came with the 
car. 

Some of the new tires have 
white sidewalls but because city 
officials felt this might lead to a 
misunderstanding by the public 
that the city was “extravagant,” 
they are being turned inside. The 
Cars are used by public nurses, 
inspectors and other city em- 
ployes. . 





termination, the agreement also 
provides that the dealer must be 
notified of the breach, given an op- 
portunity to cure the breach, and 
that is the purpose of this letter 
that I mentioned earlier, to notify 
them of the breach and give them 
an opportunity to cure it. 

To my knowledge, we have had 
no dealer, after having been so 
notified, continue to engage in such 
practices or at least, have it 
brought to the company’s attention 
that he has continued to engage 
in those practices so that we would 
have to proceed further with the 
case. 
Q—The Massachusetts Dealer 
Assn, has passed a rather stiff 
advertising resolution, They ad- 

vocate that the factory prohibit 
any mention of price or terms 
in dealer advertising, that they 
prohibit any new-car advertising 
in the classified pages, and that 
the factory require that any ad- 
vertising must be approved by 
the factory before it is inserted. 

What would be your feelings on 

both the legality and the advis- 
ability of any such program as 
that? 

Ho.pen.—I would say on the last 
part, that the factory could not 
possibly administer it. That is for 
sure. 

Freese.—I would have serious 
questions about our having any 
legal right to go that far in super- 
vising any dealer operations, We 
are doing, we believe, everything 
that is proper from a legal stand- 
point for us to do under the terms 
of our sales agreement. 

We are as concerned as any deal- 
er with respect to the quality of 
the advertising in the automobile 
industry, and we have written into 
our Sales Agreement the full limits 
of what can be done from the com- 
pany’s standpoint in that area, and 
we are trying to enforce those pro- 
visions of the agreement. 


Q—Do you ever get into deal- 
er-labor relations? Many dealers 


mally ? 
Bayne.—I haven't heard of any. 
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This Is an Auto Sales Meeting?— 





Forp.—I don’t know of one that 
has come in, 

Sprrriz.—No. 

Forp.—I don’t think we have ever 
had any. 

Sprrrte.—They have mentioned in 
termination reviews sometimes 
that occasionally, it hag come into 
the picture, in their discussions 
with us, but that is the only time. 

Bayne.—They might mention 
that their sales were down during 
a certain period because of a labor 
difficulty. 

Freeset.—We have interested our- 
selves in the area of legislation 
which we think we can properly 
do and have advised the informa- 
tion services of the company on 
proposed legislation that we think 
would react adversely to the deal- 
ers—so that can be called to the 
dealers’ attention. 

Q.—Do you refer to things like 
the proposed dealer licensing 
laws? 

Freese.—I am referring more in 
the field of legislation, referring 
more to the minimum wage laws or 
possibly amendments of labor leg- 
islation which might have an effect 
upon our dealers, and there all we 
seek to do is to inform the dealers 
of the effect that we think those 
changes in the existing laws would 
have on their operation and their 
dealerships. We do try to keep 


them informed. 
* oe 


Further Legislation? 


Q—Does the board feel that 
there is less of a need now for 
any further legislation in this 
field of factory-dealer relations 
on a national or state level? 
Forp.—Well, I think we certainly 
feel that there is no need for it. 
I think that since our board has 
been in existence, our own com- 
pany dealers have a much better 
feeling of the factory and dealers 
can work it out without going to a 
third party. Certainly, the com- 
pany’s policy on that would be not 
to have a law to try and regulate 
our relationships, and I think that 
is true more or less throughout the 
industry now. I don’t think the 
dealers are too anxious to get 
much more legislation. 

Q—In the last four years, we 
have had the good faith law and 
the price sticker law, And now, 
there are a few other things in 
the hopper. How has the price 
sticker law worked out? 
Forp.—Well, I think it has work- 
ed out very well. We were all in 
favor of it. I think that is one of 
the best laws that has been passed. 
It has been very helpful in a lot 
of ways. We were for that one. 
Freese.—We testified in support 
of it. 

Q—You were opposed to the 
bill to separate financing from 
the manufacturing operations. I 
haven’t heard of any new grum- 
blings in that direction. 

Forp.—I don’t know what has 
happened to that. 

Freese.—They postponed the 
hearings on that. 

Q—S peaking of that, your 
financing company is now 2a 
going concern along with the in- 
surance company. Are the deal- 

(Continued on Page 30, Col, 3) 


In Chevrolet's Pacific Coast region a new approach to the May-June sales campaign 
kick-off meetings was made this year. No men were allowed. The wives of Chevrolet 
dealers, sales managers and salesmen were the only ones in the meeting. Here are 
the more than 1,100 women in attendance at the Los Angeles zone meeting at the 
Hollywood Palladium. Similar meetings with comparable crowds gathered in Oakland, 


Calif.; Seattle, and Portland, Ore., to hear the details of the sales contest and to 


see the fashion show of Chevrolet's “round the clock" gowns conducted by Betty 


Skelton, famed automotive test driver. 
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Davidson, Ennis 
Head Fla. Groups 


ORLANDO, Fla.— Two dealer 
groups in Florida have elected new 
officers. They are: 

Jacksonville Automobile Dealers 


Woodrow W. Edmondson, North 
Florida Motor Co. (Lincoln-Mer- 
cury), vice-president, and Gordon 
Thompson Chevrolet Co., treasurer. 

Cocoa-Merritt Island Automobile 
Dealers Assn.; Robert Ennis, Mer- 
ritt Island Garage (Oldsmobile), 
president, and J. A. Hooper, Hooper 





Assn.; Don Davidson, Lynch-David-| Motors, Inc. (Chrysler-Plymouth), 
son Motors (Ford), president; | secretary-treasurer. 
ADVERTISEMENT 


“WITH CHILDERS CARPORTS WE ADDED ANOTHER EIGHT CAR 
SHOWROOM adjacent to our present one for very little cost,” remarks 
J]. B. Parkbill of Parkbills, Inc., Champaign, lll. “Your easy terms are a 
sales extra which we readily accepted.” You too can own Childers Carports 


for only pennies per car per day. See Page 51 for full details. 


eel ina icles 
Installation Costs 


“PORT-A-WALL’” 


Ford Policy Group Interviewed ... 


Dealer Board Profile 


(Continued from Page 28) 


ers pretty much welcoming 
operation and looking forward to 
the time when they can— 
Forv.—As far as I know, they 
are, in the areas where we have 
offices now, they are being very 
well received, I know that we have 
gotten letters from dealers who 
are outside of the areas, the im- 
mediate areas of the offices that 
we have set up, asking if they can 
participate with our finance com- 
pany and we haven’t had the facil- 
ities yet to let them do it. ; 

Q—When do you expect that 
that might be available to most 
of your dealers? + 

Forp.—It is a long, slow process. 
It is not in our bailiwick. I imagine 
it is a few years off, before it will 
be nationwide. 

Q—The financing will be avail- 
able to all Ford and Lincoln- 
Mercury dealers when that is es- 
tablished? 

Forp.— Yes. 


* * * 


Comet Aids L-M Dealers 


Q—So you would say dealer 
morale right now, as you men- 
tioned earlier, is at a pretty high 
level, in view of the saleability 
of the product? 

















































a Be 
aS) ty A m4 K 1) Forv.— Yes. 
Bayne.—It is excellent. 
a palola. Forv.—Our Lincoln-Mercury 


dealers were down in the dumps, 
but they have come out of that 
with the introduction of the Comet, 
and the Mercury ig selling much 
better, and our Ford dealers have 
been quite high for a spell now. 

Q—We were talking earlier 
about dealer relocation, that is 
moving dealers out of neighbor- 
hoods in which the population 
has shifted. Does the company 
have any definite plan on doing 
this, in a major way, that is, 
moving, say, a great number of 
dealers, maybe two, three hun- 
dred, five hundred, or something 
like that into suburban areas, or 
anything of that nature? 
Forv.—I don’t thin k—not that 
kind of a plan. I know that the di- 
visions have a continuoug review of 
the population trends and move- 
ments, and when time comes, they 
will try and reestablish dealers, but 
there is no general exodus, 


Bayne.—Each market is consid- 
ered separately and a very com- 
plete study is made. 

Freese.—I might add there, if I 
may, I don’t think there is any 
such number of dealers among the 
Ford dealers, from a company 
standpoint, that we would want or 
need to be moved, There is no such 
number as you are mentioning. 
There may be a few individual 
cases, Policies have been establish- 
ed within the company for the di- 
visions to operate and relocate such 
dealers, 

Ho.tpen.—The company policy 
has given recognition to the prob- 
lem, but it is not a widespread 
problem, and wherever there are 
circumstances that it would be to 
the benefit of the company and the 
dealer to relocate, there have been 
relocations made, but it is surpris- 
ing how few, as of today, how few 
cases there are for consideration 
either on the part of the dealer's 
thinking or the company’s think- 
ing. 

Q—The situation that comes 
up perhaps one or two at a time 

rather than in any big number? 

Ho.pen.— Yes. 

Q.—Do you receive owner com- 
plaints about dealers? 

Forp.— Yes. 

Q.—What decision or disposi- 

tion do you make on those? 

Forp.—Well, usually those are 
handled by the divisions, I would 
= | say, wouldn’t you? 

Freese.—Yes. It depends on the 
nature of the complaint, 
Forp.—Basically, I would say that 


Bearfoot Airway Corporation 


e Automotive Division ® Wadsworth, Ohio 
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e Fits any bumper 
e Hardened aluminum end ome. 
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e immediate 
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we turn those over to the divisions 
for their customer relations de- 


CHECK/M.O. for $ enclosed. partments, 
i Sprrmtz.—And each one is han- 
' Name dled as it comes in. 
Add Forp.—They are all handled indi- 
Se nquites 2 z Sate vidually. 
invited. | City one. Sprrrie.—By the divisions. 





Q.—Quite a few of them deal 


that with service? 


Forp.—That is right. 


Q—And many others deal with 

treatment—? 

Freese.—If the complaint relates 
to the product that is a matter that 
normally and properly should be 
handled by the divisions, Now, if 
there is a customer complaint 
about the ethics of the dealer or 
his handling of the customer from 
an ethics standpoint, we might 
turn it over to the division and in- 
sist that they report back to us, as 
to the results of their investigation 
and review of the matter, so that 
We are appraised also in that re- 
spect, as to the dealer operations. 

x + * 


Better Dealer Service 


Q.—Has any effort been made 
to upgrade dealer servicing? 
There used to be a lot of dealers 
who deemphasized service at one 
time or another and concentrated 
on sales, Has the board gotten 
into this? 

Forp.—That is more of an operat- 
ing thing, I would say, than some- 
thing that we would get into on a 
national basis, The dealer comes in 
to us and isn’t doing very well, and 
wants some advice from us as to 
what we think he should do to im- 
prove operations. I am sure if his 
service business is poor, we will try 
to tell him to pick it up, but on an 
overall basis, that is more in the 
laps of the division than it is for 
us. 

Q.—What is more essential in 
grading a dealer’s operation, the 
regional average or the national 
average, or district average? Or 
another criterion? 

BayNne.—We compare them to all. 
The location in which he is might 
be called the zone; that would be 
compared to his individual per- 
formance—the zone, the district, 
the region and the national. 

Hotpen.—And there are wide 
variances, by section; obviously 
very wide. 

Bayne.—Principally, he is com- 





Firestone Boosts 
Rubber Output to 
Meet New Needs 


AKRON, — Higher standards of 
living and increasing population 
will boost world rubber consump- 
tion to seven million long tongs by 
1970, according to forecasts by in- 
dustry economists. 

Unless the production of both na- 
tural and synthetic rubber is in- 
creased sharply by that time, a ser- 
ious shortage of this vital material 
could develop, they say. 

“On the basis of these estimates 
and to help meet the growing de- 
mands, Firestone Tire & Rubber 
Co. plans to continue its expansion 
of both natural and synthetic rub- 
ber production facilities,” Raymond 
C. Firestone, president, said, 

Firestone added that his company 
had also developed two new syn- 
thetics which could make the U. 8S. 
completely independent of natural 
rubber if the need ever arose again. 

“Firestone’s Coral] rubber dupli- 
cates the molecular structure of na- 
tural rubber and our Diene is an 
extender which can be used to sup- 
plant a large portion of the natural 
rubber used in tire production,” he 
said. 

An analysis of rubber consump- 
tion and production over the next 
decade indicates that natura] rub- 
ber production will level off at ap- 
proximately two million long tons 
per year. 

Firestone, which started its 
90,000-acre rubber plantations in 
Liberia in 1924, hag started new 
plantations in Brazil, Guatemala 
and the Philippines. In addition, an 
extensive replanting program, de- 
signed to replace older trees with 
high-yielding stock, is nearing com- 
pletion on the Liberian plantations. 

Firestone plants at Lake Charles, 
La., and Akron, have increased 
their production capacities to 230,- 
000 long tons to styrene-butadiene 
type rubbers per year. 





pared with what his neighbor does. 

Q—That is done on service, 
parts, used cars? 

Bayne.—Every phase of the busi- 
ness, 

Forp.—Every phase of the busi- 
ness. 

Q—Does your board have the 
same relationship to this newly 
formed Service Managers Coun- 
cil as you have to the National 
Ford Dealer Council and the 
Lincoln-Mercury National Dealer 
Council? 


Ho.tpen.—The service council, 
you are referring to, the one that 
was recently announced by the 
Ford Division? 

Q—Yes. 

Ho.tpen.—That is in conjunction 
with the National Dealer Council 
Program, 

Forp.—They haven’t held a meet- 
ing of that yet, have they? 

Hotpen.—Not yet. They just an- 
nounced that they are going to 
hold a meeting. 

Forp.—Yes, I know, 

Q—Was that your idea, to 
form a Service—? 

Forp.—Yes. There was so much 
time taken up in the General Deal- 
er Council on service problems, 
that we thought that the service 
managers of the dealerships would 
have more knowledge of that than 
the dealers themselves, and it 
would leave the Dealer Council] to 
more policy-making types of prob- 
lems rather than getting into the 
nuts and bolts of the business, 

* * * 


Expert on Problem 


Q.—Isn’t it also true that often 
the dealer may not be as familiar 
with the servicing problem as his 
manager? 

Forp.—A lot of dealers are very 
service minded and they spend 
most of their time in the back end 
of the shop, but the majority I 
would say are more interested in 
the car that they sell, 

Freese.—But those councils, you 
see, are free to take up through 
the National Dealer Council any 
major problem that they feel exists 
and that is the way that it would 
come to us. 

Bayne.—It is more or less a 
screening of the thing. 

Freese.—It is up to the dealers 
then ultimately to decide what 
problems they bring into manage- 
ment; they have the benefit of the 
screening by the Service and the 
Parts Manager Councils, in ad- 
vance of their meetings. 

Q—Is that going to be done at 
Lincoln-Mercury, too? 

Freese.—It is being done. 

Hotpen.—They attempt to hold 
these meetings prior to the Na- 
tional Dealer Councils, so that 
they will have digested the parts 
and the service manager’s prob- 
lems and the Nationa]! Dealer 
Council addresses itself to the un- 
resolved parts and service ques- 
tions. 

Q—The members of all of 
these councils are elected, are 
they not? 

Forp.—That is right. 

Q.—First from the regional 
level, and then— 

Ho.tpgen.—No, the zone. 

Q.—tThe zone level? 

Ho.pen.—It starts with the zone. 
They elect representatives to a 
district council, and then, the dis- 
trict council elects representatives 
to a regional council, and the re- 
gional to the national, This is in 
the case of the Ford Division, In 
the case of the Lincoln-Mercury 
Division, they skip the regional 
step because there is a difference 
in the number of districts. 

Freese.—The parts and service 
managers are appointed by the 
dealers at the regional level. The 
dealers elect or appoint the repre- 
sentatives that they want to their 
parts and service Managers coun- 
cils. 

You see, you couldn’t operate 
that otherwise because the dealers 
really should determine which 
parts and service managers should 
represent them at the parts and 
service managers councils. They 
employ them; they work for them. 








Your biggest automobile buyers, in Chicago 
as anywhere else, are the young householders with 
growing and active families to transport. 


But nowhere else can you concentrate your 
advertising on young families more effectively. Over 
half the circulation of the Chicago Sun-Times 

is people 35 and younger! 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


Young 
Chicago 
loves to buy.. 


..the 
hicago 
un-T'imes 








THIS IS THE FIRST OF A SPECIAL SERIES 
ON FORD MOTOR COMPANY, PRESENTING 
A GRAPHIC PICTURE OF ITS PEOPLE, 
PRODUCTS AND WORLD-WIDE OPERATIONS. 


Picturing Ford Motor Company as it really is might 
be compared to assembling a complicated jig-saw 
puzzle. To a majority of people, the many “pieces” in 
this corporate puzzle are apt to be confusing. Then 
again, a number of the pieces don’t appear to fit the 
traditional concept of an automotive manufacturing 
operation. And like a picture puzzle, too, there’s the 
question: Where do you start? 

Let’s begin by assembling some of the more important 
elements. Broadly speaking, the Company’s interests 
and activities are concentrated in these six major 
areas: 


MANAGEMENT - A team operation, management at 
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MOTOR COMPANY 
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Ford Motor Company is a responsibility shared by 
dozens of Company officers. Working closely with per- 
sonnel at all levels of the Company, these executives 
are active in administration, product planning, sched- 
uling, marketing, dealer relations and other key. areas. 


RESEARCH — Research, both pure and practical, is a 
continuing program at Ford Motor Company. In one 
of the nation’s most modern technological centers, 
outstanding scientists work constantly to conceive and 
develop new materials, manufacturing methods and 
product ideas for the present and future. 


STYLING — Styling at Ford Motor Company employs 
the talents of hundreds of creative and technical 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Faicon ¢ Thunderbird e Comet « Mercury ¢ Lincoln e 
Lincoin Continental « English Ford Line « Taunus e 

Ford Trucks e Farm and Industrial Tractors and Equipment « 
industrial Engines ¢ Aeronutronic—Products for the Space Age « 
American Road Insurance Company e Ford Motor ‘Credit Company 
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Ne MANUFACTURING 


people. Teams of designers, artists, clay modelers and 
interior stylists carry new ideas from rough sketch 
stages through full-scale clay models. 


ENGINEERING — Engineers trained in many different 
specialties work at developing and improving the 
thousands of component parts that go into Ford prod- 
ucts at Ford Motor Company’s giant new Research 
and Engineering Center in Dearborn, Michigan. 


MANUFACTURING — A majority of the 172,000 people 
employed by Ford Motor Company are directly en- 
gaged in producing Company products. An important 
part is also played here by 10,000 independent sup- 








pliers — Ford Motor Company’s “Partners in Progress.’ 


MARKETING — A vital link in Ford Motor Company’s 
chain of operations is the distribution of products to 
our thousands of dealers throughout the nation and 
the world. Marketing also involves extensive Company 
services aimed at increasing selling opportunities. 
This is a first glimpse of Ford Motor Company. In 
weeks to come, we will continue to fit together 
the many interlocking pieces of this huge “picture 
puzzle.” We hope that you, as a dealer in the Ford 
Family of Fine Cars, will find it interesting and in- 
formative, and share our pride in serving the people 
and economy of our country. 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 
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Chrysler Names Rubin 


Plymouth-Valiant Dealer 
CLEVELAND.—Universal Motors, 
4600 Euclid, has been awarded a 
Plymouth-Valiant franchise, accord- 
ing to Irv Rubin, head of the dealer- 


ship. 

The firm also handles the Simca 
and Checker Motors Corp.'s Superba 
line. Rubin is a former president 
of the National Independent Auto- 
mobile Dealers Assn. and the Cleve- 
land Independent Automobile Deal- 
ers Assn. 








By Martin L. Whitmyer 
Staff Writer 
Fairfax M. Cone, chairman of the 
executive committee of Foote, Cone 
& Belding, Inc., advertising agency, 
holds Volkswagen up as one of the 
best in automobile advertising. On 
the whole, however, Cone thinks 





Cone said all standard makes of 
automobiles run. All provide ade- 
quate transportation. All are rea- 
sonably satisfactory in terms of 
comfort, speed and safety. “Yet each 
must have a different, special ap- 
peal; or it has no reason to be of- 
fered. And when advertising cap- 
tures this, in print or on the air, 
the difference helps to make the 
sale.” 

Cone said he could think of no 
better illustration than the adver- 
tising of Volkswagen. “It is pleas- 
ant, believable, important, consis- 
tent and capable of almost endless 
repetition.” 

(Volkswagen car advertising is 
handled by Doyle, Dane, Bernbach, 
Inc., New York. Its truck adver- 
tising is handled by Fuller & 
Smith & Ross, Inc., New York.) 

“Creatively, Volkswagen adver- 
tising never stoops to unpleasant 
comparisons,” Cone said. “It talks 
believably about the average 32 
miles per gallon instead of the 
professional -mileage-driver’s 50. 
It never lists unimportant fea- 
tures like the second sunvisor 
you always thought was standard 
equipment anyway,” Cone said. 

“Its appeal is its own and not a 
general, subjective, competitive one. 
And you make your own compari- 
son. You are made an active par- 
ticipant in the advertising and the 
selling,” Cone said. 

By contrast, Cone declared, “so 
much automobile advertising is so 
dull that it is almost possible to 
think that the subject is incapable 
of creative treatment.” 

* + + 


Playboy Moves to N. Y. 

Playboy magazine has announced 
the transfer of its advertising head- 
quarters from Chicago to New York 
and the appointment of Howard W. 
Lederer as the magazine’s new ad- 
vertising director and vice-presi- 
dent. Lederer formerly was Eastern 
advertising manager. 

A. C. Spectorsky, associate pub- 
lisher and vice-president, who previ- 
ously served ag advertising director, 
will now take on the added duties 
of editorial director. : 

* 


Safety Quiz for Motorists 

Pennsylvania Tire Co. is unveil- 
ing through its nationwide dealer 
organization a three-minute safety 
quiz program. 

Entitled “20 Questions for Sur- 
vival,” the copyrighted question- 
naire promotes public safety on 
America’s highways by revealing 
the motorist’s personal driving hab- 
its and indicating his car tire needs 
based on those driving habits. 

. * * 


Ad Award for Renault 


A Few Franchises 


still exist in most western 
states selling the spectacular 


NEW 1960 
MORETTI 


Convertible and Coupe 


Suggested retail ........$2397.00 
Gross Profit Saiesinaicbipe 500.00 
The new 1960 Moretti Sports car in con- 
vertible and 4-passenger Coupe is now 
ready for delivery. The suggested retail 
includes: Roll-up windows, Heater, De- 
froster, Nardi wood steering wheel, pad- 
ded dash, padded swunvisors, inside 
flip-type mirror with light. Foam rubber 
leatherette upholstery, completely under- 
coated, all steel body, white sidewall tires. 


Suggested Retail 


‘2,397 


Each car carries 90-day or 
4000 Mile Warranty. 


Dealer Profit 


‘500 


Adequate stock of parts available. 
An opportunity may exist in your area. 
Write or phone collect now for further in- 
formation. 


NORWITT 
MOTORS, INC. 


1245 Howard St. 
San Francisco, Calif. 


| Underhill 3-9100 








from » Be Renault has been awarded a 

1000 rooms a medal by the New York Art Di- 
narge tor onidre rectors Club for the Renault four- 

no o color ad featuring “Les Dialogues 


de L’Automobile.” 

In all, only 11 medals were 
awarded for excellence of adver- 
tising and editorial art and de- 
sign in the annual competition 
which attracted nearly 14,000 en- 
tries, 


air-Conditioned Rooms 


Radio and same 
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Volvo Tractor Picks A&C 


Anderson & Cairns, Inc., New 
York, has been appointed to execute 
an advertising and sales promotion 
program for the newly formed farm 
tractor division of Volvo Import, 
Inc. 

The agency also handles advertis- 
ing for Volvo cars, trucks and ma- 


‘Different, Special A con 


Auto Advertising 


rine and industrial engines in the 








United States. 


Creative PR, Inc., public relations 
arm of A & C, will direct publicity 
activities for the farm tractor divi- 


sion. 
+. s 
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Pontiac with the Irish 


Pontiac again will sponsor the 
radio broadcast of Notre Dame 
football games over the ABC Radio 


Network this fall. 


Harry Wismer again will handle 
the commentary along with a 


sportscaster to be 


* * 


Sure-Fit Picks Agency 
The Sure-Fit Division of How- 
ard Zink Corp. has appointed 
Eisaman, Johns and Laws of Los 
Angeles to handle national adver- 
tising and sales promotion. 


Alcoa Contest for Salesmen 


Aluminum Co. of America is 
sponsoring a contest, the first of its 
type to be launched by a basic metal 
supplier, with substantial rewards 
for auto dealers and salesmen who 
use their aluminum knowledge to 
promote sales. 

Prizes will include five expense- 
paid trips for two to Nassau; 25 
Argus 35-mm camera kits; 100 
Thermos picnicker sets, and alumi- 
num automatic pencils for all con- 
test entrants. 

To enter the contest, the dealer- 
salesman indicates the aluminum 
parts on the make of automobile 
he sells, and completes a 50-word 
statement on how he uses the light 
metal’s advantages to sell cars. 

Entry blanks are available from 
Aluminum Co. of America, 1810-S 
Alcoa Blidg., Pittsburgh 19, Pa. 

* +. + 


Lark Wins Cars Award 


The 1960 Cars magazine “best 
buy award” has been presented to 
the Studebaker Lark. Formal an- 
nouncement of the award is being 
made in the June issue of the 
magazine. 


Media Notes 


Holiday magazine reported adver- 
tising revenue for the first six 
months of 1960 at $6,105,106, an in- 
crease of 23.7 percent over the $4,- 
935,046 recorded for the same period 
of 1959. Advertising linage stands 
at 472,790, up 14.5 percent from the 
412,988 lines for the like period of 
a@ year ago... Hbony magazine 
announced a rate increase effective 
with the October issue and a new 
circulation guarantee of 625,000, ef- 
fective with the same issue . 
Effective with the July issue, Amer- 
ican Home magazine will discon- 
tinue all bleed premium charges. 

> 7” + 


Personnel Changes 


F. Bourne Ruthrauff from vice- 
president to executive vice-presi- 
dent of Million Market Newspapers, 
Inc.; other appointments: James W. 
Sykes from national advertising 
manager of the New York Herald 
Tribune to manager of MMN’s New 
York office; Everett T. Allen from 
Curtis Publishing Co. to manager 
of MMN’s Chicago office; Robert A. 


announced. 
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Donated by Pontiac— 


John F. Malone, left, Pontiac advertising 
Science Monitor, admire the latest display of automobile emblems which are part 
of the Pontiac collection. This plaque was donated by Pontiac Motor and will be 
exhibited in the Christian Science Monitor Publishing Co. Bidg. in Boston. 






+r. | Tied appeals or have scheduled them 
ones 


AUTOMOTIVE NEWS, MAY 23, 1960 








Reiff, West Coast manager, to vice- 
president of the organization. 

Henry C. Wehr jr. from account 
executive at Wilding, Inc., Detroit, 
to marketing manager, automotive 
service industry, 
at Saturday Eve- 
ning Post.. 
Richard W. Lace 
from general 
sales manager of 
Watervliet Tool 
Co., Albany, to 
regional manager 
in charge of the 
Detroit office of 
Stanley Publish- 

Pa ing Co. ... Thad 
H. C. Wehr S. Hadden, De- 
troit sales manager, to vice-presi- 
dent of Sayer-Ferguson-W alker 
Co., newspaper representatives. 

Thomas Eicher from sports pub- 
licist at the University of Cincin- 
nati to Cincinnati area representa- 
tive on the Plymouth-Valiant 
account at Chrysler . .. William 
Callahan from Detroit editor of 
Motor Trend magazine to automo- 
tive editor of Science & Mechanics 
magazine. 

Philip E. Robinson, director of 
communications, to secretary 
of Tyrex, Inc. . . . C. Charles Pend- 
ray from manager of the Detroit 
office of Ward-Griffith Co., news- 
paper representatives, to manager 

















































WASHINGTON. — Thousands of 
communities across the country 
which are putting their 1960 Ve- 
hicle Safety-Check programs into 
action during May and June are 
receiving unprecedented support 
from all forms of communications 
media, according to a spokesman 
for the Auto Industries Highway 
Safety Committee, a cosponsor. 

Both commercial and public- 
service announcements are being 
broadcast on major television and 
radio networks, he said, and mes- 
sages to the motoring public are 
reaching millions of readers 
through national newspaper and 
magazine advertising in addition 
to state and local coverage of 
community activities. 

The 10-point Safety-Check is 
sponsored annually by the Auto In- 
dustries Highway Safety Commit- 
tee and Look magazine, with the 
cooperation of the Assn. of State 
and Provincial Safety Coordinators, 
in states not requiring official 
motor-vehicle inspection. 

The slogan for the 1960 campaign 
is: “Join the Circle of Safety ... 
Check Your Car—Check Your Driv- 
ing—Check Accidents.” 

Television shows which have car- 






































e: 
Lawrence Welk, “Mr. Lucky,” 
'“Ford Startime,” Pat Boone, Dinah 
Shore, Dennis O’Keefe, Steve Allen 
and Robert Conrad, star of “Hawai- 
ian Eye” who will appear in one- 
minute spots on all television chan- 
nels. 

Special safety messages also are 
being carried by network and local 
radio, newspapers, Saturday Eve- 
ning Post, Life, Look and Family 
Week magazines. 

All of these messages are being 
sponsored by auto manufacturers 












manager, and Tom Driscoll, of the Christian 
































of the Detroit advertising sales of- 
fice of Scholastic magazine. 
* * + 


Personnel Changes 


James H. Quello from operations 
manager to general manager of 
Radio Station WJR, Detroit . 
‘|John F. Pival from vice-president 


to president of WXYZ-TV, the 
American Broadcasting-Paramount 
Theatres, Inc., television outlet in 


Detroit. 

Robert E. Richer from branch 
manager and account executive at 
Adam Young, Inc., to national ad- 
vertising manager of Sports Cars 
Ilustrated magazine . . . Douglas 
Wiest from copywriter to assistant 
advertising manager of Shatter- 
proof Glass Corp... . Clare D. Kins- 
man from manager of trade rela- 
tions to advertising assistant at 
Shatterproof. - 

Robert C. Rowden from acting 
manager of Million Market News- 
papers, Inc., to assistant advertis- 
ing sales manager of the St. 
Louis Post-Dispatch ... Erich W. 
Schoeppe from public relations di- 
rector at Harrison Radiator Divi- 
sion of General Motors to manager 
of public relations at GM’s AC 
Spark Plug Division . . . Robert P. 
Shaw from public relations repre- 
sentative and editor of the Harrison 
Chronicle to public relations direc- 
tor at Harrison Radiator. 





TV, Radio and Press Carry 
Appeals for Safety-Check 


or some firm or group interested 
in promoting safety on the high- 


ways. 

In addition, the following auto- 
motive firms have reported they are 
conducting Safety-Check programs 
for employes at their plants and/or 
telling them about the campaign in 
employe publications and customer 
mailings: 

All divisions of General Motors 
and Chrysler Corp., Lincoln-Mer- 
cury Division, Ford Division, Fire- 
stone Tire & Rubber Co., Gates 
Rubber Co., B. F. Goodrich Co., 
Goodyear Tire & Rubber Co., Inter- 
national Harvester Co., Kelly- 
Springfield Tire Co. and Stude- 
baker-Packard Corp. 


Continued Use 
Of Tyrex Tires 
Seen for 61 Cars 


ENKA, N. C.—Philip B. Stull, 
president of American Enka Corp., 
told the company’s annual meeting 
here “it now appears that 1961 
model automobiles will continue to 
carry Tyrex cord tires as original 
equipment.” 

American Enka last year was 
the largest producer of Tyrex tire 
yarn, 

Commenting on the struggle be- 
tween Tyrex and nylon for the 
tire-cord market, Stull said “the 
battle is now focused on 1962 and 
beyond, which takes us too far into 
the future to permit prediction.” 
He said Tyrex promotion will be 
stepped up during the year. 

“While we continue to back Ty- 
rex in this struggle,” Stull said, 
“we will not be left out of this 
market should the fight be lost to 
nylon. The first units of our heavy 
denier nylon facilities should be 
completed this fall, and these facil- 
ities can and will produce nylon 
tire yarn.” 


Olds Dealer Posts Bail 


In Embezzlement Case 
READING, Pa.—Ray J. Spangler, 
Oldsmobile dealer at 4401 Kutztown 
Rd. in suburban Temple, Pa., has 
been released on $5,000 bail follow- 
ing a hearing on charges of em- 


“bezzlement by an agent and fraud- 


ulent conversion by an agent, 

The charges were filed by John 
J. Cione, district supervisor of the 
Pennsylvania Bureau of Sales and 
Use Tax in Reading. The common- 
wealth accused Spangler of not 
paying $8,633.74 in sales taxes, At a 
hearing before Reading Alderman 
Paul C. Brogley, Spangler posted 
bond and was released, 


BMC Names Resnick 
MANCHESTER, N. H. — Resnick 
Motors, Inc., 560 Elm St., has been 
appointed BMC dealer. 
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Road Users Criticize 


Gas Tax, Fund Shifts 


WASHINGTON. — Taxes, road- 
fund diversion and threatened re- 
strictions of motor vehicles were 
the principal targets at the eighth 
Highway Transportation Congress 
here. 

About 1,000 delegates from all 
over the country attended the ses- 
sions, sponsored by the National 
Highway Users Conference, an 
important arm of the American 
auto industry. 

An immediate end of the one- 
cent-a-gallon gasoline tax voted by 
Congress in 1959 as a two-year 
emergency measure was urged by a 
joint highway committee. The group 
also asked resistance to President 
Eisenhower’s proposal that another 
penny be added to the emergency 
tax to finance the freeway program. 

Another resolution strongly op- 
posed any diversion of highway 
money to help develop rapid transit 
or bolster railroad service. Another 
condemned any suggestion that 
“full and free use” of roads be re- 
stricted. 

These resolutions and others of 
the same tenor were recommended 
by the committee for action by the 
NHUC’s Board of Governors. 

Newly-elected board chairman, 
W. E. Humphreys jr., cited “care- 
ful, long-range planning as the 
only solid basis for realization 
of the full potential of highway 
transportation in the United 
States in the years ahead.” 

The NHUC, he said, has been 
planning for the future since its 
inception. 

“The federal highway program, 
which this body helped assure, 1s 
significant because it is a plan,” 
he declared. “Even its critics agree 
that this is its main virtue.” 

Retiring board chairman, William 
S. Richardson, suggested to the con- 
ference that the administration of 
the federal-state highway program 
be removed from the Department 
of Commerce and that a new Na- 
tional Highway Board be estab- 
lished. 

Stating he was “never very en- 
thusiastic “when the administra- 
tion of the 1956 Federal-Aid High- 
way Act, which provided for the 
construction of a 41,000-mile inter- 
state system, was placed with the 
Commerce Department, he added: 

“I had hoped that the U. S. Con- 
gress would have established a Na- 
tional Highway Board to deal with 
this gigantic effort and gigantic ex- 
penditure of highway user’s money. 

“If it was desirable to have 
such a board to deal with avia- 
tion, I know of no reason why the 
millions of highway users should 
have their interests submerged 





Stewart Buick 
Loses Round 
In Legal Battle 


WINSTON-SALEM, N. C.—A 
motion to strike certain allegations 
from the complaint of Jack P. 
Leigh in his civil suit against 
Stewart Buick Co. has been denied 
by United States District Judge 
Edwin M, Stanley. 

Leigh, a resident of Beaumont, 
Tex., who formerly was a vice- 
president of Stewart Buick, said he 
was discharged wrongfully as an 
officer and that two other stock- 
holders subsequently voted them- 
selves illegal bonuses. 

The stockholders, named as de- 
fendants along with the company, 
are Carl L, Stewart, president, and 
B, L. Watkins, secretary-treasurer. 

The allegations which the com- 
pany sought to have stricken from 
the complaint was the statement 
that Leigh had invested his “en- 
tire life savings” in the firm and 
that it was his “source of income.” 

Stewart Buick contends that 
Leigh had officially submitted his 
resignation as an officer of the firm 
and that it was accepted. Stewart 
added that Leigh had a minor in- 
terest in the concern and asked to 
sell back his stock at a high profit, 
Later, however, Leigh changed his 
mind and attempted to withdraw 
his resignation, Stewart contended. 





within the huge Department of 
Commerce.” 

Richardson also was critical of 
Commerce Department recommen- 
dations that a toll be charged to 





3-Wheeler Is Tested 
By Cincinnati Police 

CINCINNATI—The Cincinnati 
police department is trying out 
a three-wheeler that is lighter 
and less expensive than the 
three-wheel motorcycles traffic 
patrolmen now use. 

The vehicle, called the Wes- 
coaster, is on loan from Borg- 
Warner, Detroit. The Wescoaster 
weighs 900 pounds, has 13 horse- 
power and costs $1,500—which is 
$400 less than the vehicle now 
used, say local police officials, 





users of city expressways and that 
parking fees in the cities be raised, 
with the money going to build mass 
transportation systems. 

Dr. W. J. Sweeney, vice-president, 
Esso Research & Engineering Co., 
in a symposium on “The Sixties— 
a Dynamic Decade,” held out this 
promise as a result of petroleum 
research: 

Multicolored road surfaces to help 
motorists find their way, and to in- 
dicate speed zones; better and more 
automotive lubricants, new rust 
preventives to reduce corrosion, 
and more durable paints and 
enamels. 

Peering into 1970, Sweeney pre- 
dicted constant improvement in 
asphalt pavements to the point 
where “probably about the begin- 
ning of the next decade” they will 
be of “super-strength” and “all 
but indestructible.” 

During the conference, six states 
—Arkansas, Colorado, Indiana, 
Michigan, New Mexico and West 
Virginia—were given an “Award of 
Distinction” in recognition of “note- 
worthy efforts to encourage wider 
public understanding of highway 
development and progress.” 

Nebraska and North Dakota were 
honored in recognition of merito- 
rious highway reports to the public. 
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Mile of Cars at Show— 


Dealer's show cars strung out for a mile along High St. in Jefferson City, Mo., to 
open the second auto show in the city's history. The parade featured high school bands, 
Boy Scout Indians, majorettes and candidates for auto show queen. The show was 
sponsored by the Jefferson City Automobile Dealers Assn. 
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TIME PAYMENT 





Winning MORE TIME BUSINESS comes from better Time Sales 
Management. A 5-Step Program is used by General Motors 


Dealers who are “stepping up” results from time sales control. 


Ask your GMAC representative for complete information. 


Available to Dealers in CHEVROLET » PONTIAC » OLDSMOBILE » BUICK + CADILLAC new cars and used cars of all makes 





HOW TO GET THE MOST MILEAGE OUT 


Check this! In households 
owning one or more cars, the Post delivers 
41% more sales calls per 1000 readers 
than Life, 18% more than Look. 
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4 HOUSEHOLDS WHICH OWN ONE OR MORE CARS 


ALES CALLS 
PER 1000 READERS 


28,329,000 1350 
26,408,000 960 
27,003,000 


And where else can you hit prospects 
TOMO Te Hh mas) mma ile il a MeL Come tl eg 


COSTS FOR ADVERTISING IN EACH MAGAZINE 


3 
“ en: a 


POST *41,745 $1,845,129 


LIFE 47,050 *1,991,626.50 / 


51 issues 


LOOK *38,720 $946,270 
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OF YOUR AUTOMOBILE ADVERT 


Sey ee ee ae 
The Saturday Evening Post, Life and Look. 

These three magazines combined reach 55,501,000 
Ate aee eee Le eee ae ee ee 
in one issue will be exposed 91,673,000 times to the 
readers of these magazines. Not bad, huh! 
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in households owning two or more cars. The Post 
detivers 61% more sales calls per 1000 readers 
than Life, 83% more than Look. 


Now you've got the facts! 
The Saturday Evening Post is 


FIRST IN TOTAL SALES CALLS... 
FIRST IN REPEAT SALES CALLS. 


And now for these ready 
Eddies owning '58-'59 models. The 
Post delivers 84% more sales calis per 
1000 readers than Life, 19% 
more than Look. ZOWIE! 


HOUSEHOLDS WHICH OWN '58-'59 MODELS 


TOTAL SALES CALLS SALES CALLS 
AD PAGE EXPOSURES PER 1000 READERS 
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under exposure 


LOOK 5,075,000 1140 


A CURTIS“MAGAZH 
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your wife 
becomes 

a bride again... 

courtesy of 


=> 


Join the next CARS Rental System 
“Seminar in the Sun” and let your wife 
thrill to a second honeymoon at the 
lovely Ocean Manor Hotel i 
! You devote three 
lays to learning the benefits of leasing, 
renting and financing as practiced by 
Rental members—an aggressive 
group of franchised new car dealers— 
and still have adequate time to enjoy 
Florida with your bride. 
“Seminars in the Sun” are conducted 
weekly in ror Leagues under the 
oint poe the University of 
iami and amin ef Rental System. While 
international in membership, the small, 
selective classes invite detailed discus- 
sion of specific, local problems. “‘Semi- 
nars in the Sun’ point the way to new 
profits through the only leasing group 
made up of new car dealers. 
So bring your wife on her second 
hon and join the hundreds of 
CARS Rental members in new, more prof- 
itable volume with an nae franchise 
with the “Lease Leaders of the World.” 






Write or phone today for your two 
reservations, (one on us). 





ROC OL 
inode elect 


NEW LIFE 

j ery Automobile 
Used - Proved - hataied 
‘ROUND THE WORLD 
RETAIL 

PRICE . $1.95 
Normal Trade Discounts 
Dealer inquiries invited 


ROCOL CORP. OF AMERICA 
Bloomfield Ave., Clifton, N. J. 
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AUTOMOTIVE NEWS. MAY 23, 1960 
Sales Conditions in Various Areas... 





Auto Market Reports 


Minneapolis 

Registration of new cars in Hen- 
nepin County (Minneapolis) in 
April set a record for the month, 
according to Finance and Com- 
merce, business newspaper. 

The April total was 7,836, com- 
pared with 7,353 in April, 1959, and 
4,013 in March this year. April 
totals are pushed up as dealers 
license stocks ahead of the May 1 
deadline on personal property 
taxes. 

April registrations boosted the 
year’s total thus far to 17,909 cars, 
compared with 16,091 in the corres- 
ponding 1959 period. 

Chevrolet continued to outdis- 
tance Ford in the standard-car 
race, while in the compact field, 
Falcon continued ahead of Cor- 
vair, Valiant topped both Falcon 
and Corvair in April, but trailed 
Falcon in year-to-date totals. 
April registrations by makes 
were: Chevrolet, 1,987; Ford, 1,050; 
Oldsmobile, 546; Rambler, 479; 
Pontiac, 462; Dodge, 460; Plym- 
outh, 418; Buick, 374; Valiant, 272; 
Falcon, 237; Mercury, 193; Stude- 
baker, 190; Corvair, 167; Cadillac, 
113; Comet, 91; Chrysler, 89; Re- 
nault, 85; Goliath, 76; Volkswagen, 
75; Opel, 72; Fiat, 43; MG, 40; Aus- 
tin, 38; Morris, 37; Austin-Healey, 
34; Lincoln, 32; DeSoto, 30; Volvo, 
23; Peugeot, 18; Triumph, 17; Eng- 
lish Ford, 13; Mercedes-Benz, 8; 
Hillman, 7; Vauxhall, 2; Willys, 1, 
and miscellaneous, 57, 

New-truck registrations nu m- 
bered 668 in April, compared 
with 262 in March and 635 in 
April a year ago. 

By makes, registrations were: 
Chevrolet, 287; Ford, 191; Interna- 
tional, 62; Dodge, 36; GMC, 18; 
Willys, 18; 7 17; Diamond T, 
5; Mack, 5 Volkswagen, 5 , 
Divco, 3; “benacbabes, 3, and mis- 
cellaneous, 13, 

—Donatp M. Lyons 
* 7” * 


Albuquerque 


A total of 775 new cars and 81 
new trucks were registered in Al- 
buquerque during April. 

New-car registrations: Ford, 170; 
Chevrolet, 117; Rambler, 64; Plym- 
outh, 51; Valiant, 44; Oldsmobile, 
42; ge, 36; Pontiac, 35; Comet, 
35; Volkswagen, 26; Cadillac, 25; 
Buick, 23; Studebaker, 22; Mercury, 
15; Chrysler, 9; Renault, 9; Austin, 
8; MG, 7; Willys, 7; Opel, 4; Eng- 
lish Ford, 3; Lincoln, 3; Peugeot, 
3; Volvo, 3; Imperial, 2; Jaguar, 2; 
Sunbeam, 2; Triumph, 2; DeSoto, 1, 
and miscellaneous, 5. 

New-truck registrations: Ford, 
36; Chevrolet, 33; GMC, 8; Volks- 
wagen, 2; International, 1, and 


Fort Worth 
April new-car registrations in 
Fort Worth totalled 1,787, compar- 
ed with 1,669 a month earlier. 
By makes, registrations were: 


Chevrolet, 600; Ford, 200; Falcon, 


163; Pontiac, 129; Rambler, 82; 


Oldsmobile, 75; Dodge, 71; Volks- 
wagen, 67; Valiant, 63; Cadillac, 51; 
Buick, 50; Corvair, 48; Renault, 47; 


Plymouth, 37; Studebaker, 27; MG, 
8; Chrysler, 7; Peugeot, 7; Austin- 


Healey, 6; Imperial, 6; Austin, 5; 


Fiat, 4; Hillman, 4; Mercedes-Benz, 


4; Morris, 4; Opel, 4; Metropolitan, 


3; Triumph, 3; DeSoto, 2; Goliath, 
2; Jaguar, 2; Volvo, 2, and miscel- 
laneous, 4. 

New-truck registrations number- 
ed 369 in April, compared with 312 
the previous month, By makes: 
Chevrolet, 175; Ford, 77; Dodge, 40; 
International, 33; Volkswagen, 15; 
GMC, 11; White, 5; Diamond T, 2; 
Willys, 2; Kenworth, 1; Mack, 1, 
and miscellaneous, 7. 

—Rusy FENoGiio 
* * 


New Orleans 

New-car sales in New Orleans 
for April totalled 2,278, compared 
with 2,483 a month earlier and 
1,148 for the corresponding period 
of last year, 

Truck sales amounted to 314 in 
April, compared with 273 in March 
and 296 for the like period of last 
year. 

Cars registered by individual 

makes were: Chevrolet, 570; 


Ford, 306; Falcon, 208; Pontiac, 
163; Oldsmobile, 114; Dodge, 111; 
Rambler, 104; Buick, 82; Valiant, 
81; Comet, 74; Volkswagen, 74; 
Plymouth, 73; Corvair, 62; Mer- 
cury, 45; Renault, 41; Cadillac, 
Fiat, 12; 
English Ford, 10; Mercedes- 
Benz, 7; Lincoln, 6; Taunus, 6; 
Toyopet, 6; DeSoto, 5; Austin, 5; 
Jaguar, 5; Metropolitan, 5; Mor- 
ris, 5; Peugeot, 5; Vauxhall, 5; 
Volvo, 5; Simca, 4; Triumph, 4; 
Chrysler, 3; Borgward, 3; Opel, 


Chevrolet, 482; Ford, 279; Plym- 

outh, 183; Pontiac, 164; Dodge, 

137; Oldsmobile, 135; Rambler, 

133; Falcon, 123; Corvair, 106; 

Valiant, 83; Cadillac, 75; Volks- 

wagen, 57; Buick, 51; Comet, 51; 

Studebaker, 47; Chrysler, 40; Re- 

nault, 40; Lincoln, 19; Fiat, 18; 

English Ford, 17, and Mercedes- 

Benz, 11. 

Austin, 9; MG, 9; Sunbeam, 9; 
Vauxhall, 9; Imperial, 8; Metropoli- 
tan, 6; Volvo, 6;\ Jaguar, 5; Tri- 
umph, 5; Hillman, 4; Peugeot, 4; 


3; Sunbeam, 3; MG, 3; Hillman, | DeSoto, 3; Datsun, 2; DKW, 2; Mor- 


2, and miscellaneous, 3. 

Truck sales by individual makes 
were: Ford, 106; Chevrolet, 103; 
International, 43; GMC, 20; White, 
12; Diamond T, 9; Dodge, 8; Volks- 
wagen, 7; Studebaker, 2; Mack, 1, 
and English Ford, 1. 

—Gorvon HEBERT 
* + 


Montreal 


Montreal-district dealers report 
substantially better sales since be- 
ginning of May, with the ending of 
unseasonable weather. 

However, the situation is de- 
clared “very competitive” by all 
dealers, and especially by dealers 
of European models. 

Dealers in North American 
Standards and compacts said that 
sales experience this year is “fav- 
orable,” but nothing more. Com- 
petition hag brought about a buy- 
ers’ market. 

Used-car dealers, meanwhile, said 


ris, 2; Opel, 2; Simca, 2; Taunus, 2, 
and miscellaneous, 5. 

New-truck registrations number- 
ed 231, compared with 268 a month 
earlier. By makes, they were: Chev- 
rolet, 78; Ford, 70; GMC, 24; Dodge, 
19; International, 16; Divco, 6; Wil- 
lys, 4; White, 1, and miscellane- 
ous, 13. 


—WituiAM ULLMAN 
a * * 


Salt Lake City 


A total of 1,478 new cars were 
registered in the Salt Lake City 
area during April, compared with 
1,172 in March. 

By makes, registrations were: 
Chevrolet, 347; Ford, 320; Ram- 
bler, 121; Plymouth, 113; Pontiac, 
93; Mercury, 67; Oldsmobile, 64; 
Buick, 53; Dodge, 51; Stude- 
baker, 29; Cadillac, 26; Chrysler, 
18; DeSoto, 17; Lincoln, 4; Impe- 
rial, 2, and miscellaneous, 153. 

New-truck registrations totalled 


that they are just beginning to get|307 in April and were shared as 


into stride. 

Credit continues on stiff side, but 
dealers invariably reported deals 
still easy to arrange. 

—JuLes LAROCHELLE 
* + * 


Washington, D. C. 


A total of 2,394 new cars were 
sold in the National Capital in 
April, compared with 2,400 in March 
and 1,752 in April a year ago. 


follows: Ford, 118; Chevrolet, 102; 
GMC, 33; International, 24; Willys, 
8; Dodge, 5; White, 4; Mack, 1, and 
miscellaneous, 12, 

* + * 


San Antonio 


Registrations of motor vehicles in 
San Antonio and Bexar County in 
April slumped nearly 18 percent 
below March and dealers fear the 
setback may herald a slump in sum- 


While domestic cars were up 1.3| mer sales. 


percent in April volume over March, 
imports fell 13.1 percent. 
By makes, registrations were: 


Total registrations were 1,623, 
compared with 1,962 in March. New- 
car registrations were down from 





Stenger Moving to Suburb... 
Dayton Loses Big Dealer 


DAYTON, O.—Civic leaders here, 
confronted by burgeoning suburban 
areas and shopping centers, have 
launched a Save-the-Downtown 
campaign. 

It’s a case of the city versus 
the suburbs, and Dayton officials 
have been working hard to sell 
businessmen the idea that a 
downtown location can’t be beat. 
Underneath its Page 1 masthead 
the Journal Herald runs this line 
each day: “Downtown Tomorrow, 
An Even Greater Dayton.” 

But the move to the suburbs con- 
tinues, and the latest business to 
decide on a suburban location is 
Stenger’s, Inc., one of the largest 
Ford dealerships in the region. 

Cc. A, Stenger, president, esti- 
mated cost of the modern building 
and equipment that are planned at 
$500,000, The cost of leasing six 
acres of land for 50 years will run 
another $500,000, according to 
Stenger. 

In moving from “Automobile 
Row” on N. Main St., Stenger’s 
will locate in the largest city in 
Ohio without an auto outlet. The 
city, two miles south of Dayton, is 
Kettering, a community of 50,000 
that is to Dayton what Westchester 
County is to New York City. 

Stenger said the move is made 
necessary because of an acute 
space problem—‘“every single de- 
partment is affected.” But even 
though Stenger has realized for 
some time that more space was 
a must, he admitted giving a lot 
of thought to the suburban move 
before making the final decision. 

“I was, frankly, rather wary of 
the proposition at first, but after 
studying the experiences of dealers 
in other cities—Indianapolis, Los 
Angeles, Grand Rapids, St. Louis— 
who had made successful moves to 
the suburbs, I decided that we 


could do it successfully, too,” said 
Stenger. 

The new facility, which is ex- 
pected to be ready for occupancy 
by Nov. 1, will be on the four-lane 
U. S. Route 25. 

The downtown building “will be 
either leased or offered for sale,” 
said Stenger, who values the prop- 
erty “at about $350,000.” 

Stenger, whose firm hag been 
located on. N. Main since 1947, 
said Kettering officials “were 
very cooperative” on the building 
plans. In turn, he said, his firm 
plans landscaping and other im- 
provements to make the develop- 
ment attractive. 

The main building will measure 
240 by 140 feet, all on one floor, A 
660-foot canopy will extend across 
the front of the building and there 
will be parking areas for 600 cars. 

Meanwhile, Penny Motors Co., 
which adjoins the present Stenger 
property, plans to lick the space 
problem by tearing down three ad- 
jacent houses. 


1,702 to 1,358 although new trucks 
climbed from 260 to 265. 

New-car registrations by makes 
were: Chevrolet, 396; Ford, 357; 
Rambler, 116; Comet, 76; Dodge, 
70; Pontiac, 63; Oldsmobile, 60; 
Buick, 46; Valiant, 37; Mercury, 
21; Plymouth, 21; Cadillac, 18; 
Chrysler, 13; English Ford, 9; 
Metropolitan, 8; Opel, 8; Lincoln, 
6; Simca, 6; Studebaker, 5; Volvo, 
5; MG, 4; Taunus, 3; Citroen, 2; 
Imperial, 2; Mercedes-Benz, 2; 
DeSoto, 1; Willys, 1, and miscel- 
laneous, 2. 

New-truck registrations were: 
Chevrolet, 87; Ford, 84; Interna- 
tional, 36; Dodge, 23; GMC, 16; 
White, 12; Willys, 5; English Ford, 
1, and Morris, 1 

—J. H. Reep 
* 


* * 


Toledo 


New-car sales in Toledo and 
Lucas County totalled 1,933 in 
April, compared with 2,151 in 
March. 

By makes, registrations were: 
Chevrolet, 468; Ford, 285; Falcon, 
157; Pontiac, 146; Oldsmobile, 127; 
Dodge, 120; Buick, 100; Rambler, 
95; Plymouth, 61; Valiant, 59; 
Comet, 57; Mercury, 56; Corvair, 
37; Cadillac, 31; Studebaker, 26; 
Chrysler, 20; Volkswagen, 17; Re- 
nailt, 9; English Ford, 8; Triumph, 
6; Vespa, 5; Lincoln, 4; ‘DeSoto, 3; 
Imperial, 3; Willys, 3, and miscel- 
laneous, 28. 

New-truck sales numbered 161, 


compared with 155 a month earlier, 
od * * 


Miami 

A total of 3,433 new cars were 
registered during April in Miami, 
compared with 3,943 a year ago. 
While domestics were up 0.8 per- 
cent, imports declined 48.7 percent 
and accounted for all of the over- 
all loss. 

As compared with the previous 
month, when the total was 4,130, 
domestics were down 16.1 percent 
in April and imports were off 20.9 
percent. 

April registrations by makes 
were: Chevrolet, 877; Ford, 729; 
Pontiac, 179; Oldsmobile, 172; 
Rambler, 168; Valiant, 131; Ca- 
dillac, 124; Dodge, 113; Buick, 
112; Plymouth, 87; Comet, 738; 
Studebaker, 46; Mercury, 36; 
Chrysler, 34; Lincoln, 16; Im- 
perial, 15; DeSoto, 5, and miscel- 
laneous, 511, 

New-truck registrations totalled 
319 in April, compared with 349 a 
year earlier and 352 a month ear- 
lier. 


—Trescot Goope 
= ~ * 


Rochester, N. Y. 


While sales of new domestic cars 
in Monroe County (Rochester, 
N. Y.), rose in the first three 
months of this year, compared with 
the same period last year, sales of 
imports dropped. 

This year 416 new imported cars 
were sold, compared with 517 in 
1959. Sales of domestic cars totalled 
6,273 for the first three months of 
this year, compared with 5,621 for 
the 1959 period. 

—Trp Case 


*” * * 


Philadelphia 


New-car registrations in Phila- 
delphia County in March totalled 
4,106, compared with 4,834 in the 
same month a year ago. 

By makes, registrations were: 
Chevrolet, 1,177; Ford, 730; Dodge, 
428; Rambler, 320; Plymouth, 303; 
Pontiac, 224; Oldsmobile, 207; Ca- 
dillac, 118; Buick, 116; Chrysler, 88; 
Mercury, 71; Studebaker, 60; De- 
Soto, 40; Comet, 18; Continental, 9; 
Imperial, 8; Lincoln, 3, and miscel- 
laneous, 186. 

—ALLEN SOMMERS 


ADVERTISEMENT 
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“NOW DURING INCLEMENT WEATHER WE CAN STEP UNDER 


our Childers Car 
Franklin-W eber 


otors, ome i. 
useful during rainy sprin 


ts and show customers clean cars,” 


says E, Zima of 
“Our Childers Carports are especially 


t summer.” See bow easily Childers Car- 


ports can give your lot daha protection at a new low cost on Page 51. 
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Two years ago the first Peugeot 403 
was imported into the United States. 
‘The automotive press was quick to 
recognize quality. “One of the 7 
best-made cars in the world” said 
“Road & Track.” The American 
public also registered its approval. 
This month they invited Peugeot 
to join the ranks of the nation’s 10 
best-selling imported cars. For this 
achievement Peugeot, Inc. thanks its 


U.S. distributors and their 526 dealers. 
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Corp., 1161 E. Florence Ave., Los 
Angeles 1, Calif, 
* 
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FLAG POLE SUPPORT—The Polestaff is 
@ cast aluminum socket designed to sup- 
port a spear-tipped, five-foot steel flag 
pole, An adjustable stainless steel strap 
holds the socket onto any 2 to 8-inch pole 
or pipe. The flag pole clips hold any 
standard 3 by 5-inch flag, banner or pen- 
nant in choice of three positions, it is 
said. Realty Supply, 5901 Southwest Ave., 
St. Louis 39, Mo. 








Lass 


JACKS—Hein-Werner Corp., 1200 Na- 
tional Ave., Waukesha, Wis., has intro- 
duced a family of service jacks. Known 
as Swift-Lifts, these service jacks are of- 
fered in capacities of 2, 2, 4 and 10 tons; 
lift up to 26 inches to give mechanics more 
lifting height. Wheels are enclosed by 
functional, shaped channels and the chassis 
is long, low, and flat. Length is extended 
for easier positioning and more width has 





ENGINE TESTER—A small engine tester 
has been introduced by Kal-Equip Co., 
Otsego, Mich. It is designed to test one 
and two-cylinder engines with magneto 
ignition systems. It is said to be the only 
small engine tester that will check the 
magneto without tearing the engine down. 
In addition to checking the magneto, the 
Tester will check revolutions per minute, 
the condenser, coil and continuity, it is 
said, 





MIDGET SPEAKER—A miniature speaker, 
half the size of a pack of cigarettes, has 
been introduced by Trade Mfg. Co., 2024 
S$. Wabash Ave., Chicago 16, Ill. Called 
the “Mini Speaker,” it is companion unit 
for any home or car radio, the first speaker 
of its kind specifically designed to provide 
stereotype sound to conventional radios, 
it is said. It can be clipped or screwed 
onto any ledge, shelf, wall or recess with- 
out extra parts or equipment. Housed in 
an all-steel case measuring 21%, inches 
square, it comes equipped with a three- 
way control switch for single or dual oper- 
ation or complete cut off. 

8. 6 


Salsbury Buffing Wheels 


Dust-sealed Salsbury Expand-O- 
Matic buffing wheels were display- 
ed at the California State Tire 
Dealers Assn, convention in Fresno. 
The manufacturer is Salsbury 

* * * 








HYDRAULIC LIFT—The Blackhawk 11,- 
ton capacity jack will lift the front or rear 
end of any car—from smallest to largest 
—on the road, it is said. Its 6-inch- 
diameter, wide-track wheels and 30-pound 
lighter body give it exceptional manevuver- 
ability, it is claimed. Lift height for the 
one-end hydraulic, model S$J-26, is a full 
32 inches. Saddle spread is from 14 to 
52 inches. A deepened throat reaches 14 
inches under a car to grab inaccessible 
bumper brackets. Handle is removable 
for easy storage. Large 5 by 5-inch sad- 
dies grip to spread the weight load. Black- 
hawk Automotive Division, 5325 W. Rogers 


St., Milwaukee 46, Wis. 
es ae 


9-Battery Stand 


A nine-battery merchandising 
stand is available to Autolite bat- 
tery dealers from their wholesalers, 
according to Electric Autolite Co., 
Toledo 1, O. 





WASTE RECEPTACLE—An automatic fire 
extinguisher waste receptacle has been in- 
troduced by Rock Royal Corp., 120 S. La 
Salle St., Chicago 3, Ill. A patented prin- 
ciple, using the smoke from the originating 
fire as the extinguishing agent, is featured 
in the waste receptacle, called Flame- 
Tamer. When a fire starts in the receptacle, 
the smoke is diverted across the opening 
and back toward the fire, preventing any 
oxygen from reaching the flame, it is said. 
The unit operates without chemicals or 
moving parts. The receptacle is available 
in a 30-gallon industrial unit, 15-gallon 
commercial unit and a wastebasket unit. 

eee 





CARPORTS WITH SIDEWALLS—This is the way a Childers Carport looks when con- 


been designed into these jacks for extra 
stability, it is said. All hydraulic units 
include fast acting dual pistons, overload 
safety volve and pivot to minimize strain 


on ram, it is said. 


TRAILER — This covered version of the 
Sportable 1000, the small-car trailer pro- 
duced by Mastercraft Trailers, Inc., Middle- 
town, Conn., is a compact, long-range lug- 
gage carrier named the ‘Porter."’ The 24- 
cubic-foot interior is said to be designed 
to carry everything from suitcases to sales- 
men's samples. The two other models of 
the convertible, three-in-one Sportable are 
the basic, open “Hauler” for general utility 
work and the “Sleeper,’’ a combination of 
carry-all and sleeping compartment. 





DUAL EXHAUST SYSTEM—Grand Auto- 
motive Products, 2055 N. Ruby St., Melrose 
Park, Ill., has announced 1960 model dual 
exhaust systems that are said to give 10 
to 20 percent better gas mileage than 
stock-equipped single systems, and up to 
20 percent increase in horsepower. Duals 
are available in kits, including all brackets, 
clamps, bolts, dual side head pipe, and 
dual side tailpipes, with or without muf- 
flers, at dealer or customer option. 





BRAKE BLEEDER ADAPTOR—Ammco 
Tools, Inc., 2100 Commonwealth Ave., 
North Chicago, Iil., has announced avail- 
ability of a brake bleeder adaptor to 
handle 1960 Ford Motor Co. cars. The 
Ammco No, 4930 bleeder adaptor can be 
used with all Ammco model 4200 brake 


bleeders. 
ees 




















verted into a “three-sided building.” Deep-rib siding panels and the necessary panel 
framing are now offered by Childers Mfg. Co., P. O. Box 7467, Houston 8, Tex. One, 
two or three sides of any Childers carport can be closed in, either at the time the 
carports are first installed or later, it is said. The prefabricated all-steel units are 
available as multiples for any number of car spaces, or as one double carport (shown 
here), or as a single space carport. 


Multispeed Wiper Kits 


Offered for Volkswagen 


Windshield-wiper kits which con- 
vert Volkswagen single-speed wip- 
ers to multispeed units have been 
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NEW PRODUCTS 


introduced by Nassau Mfg. Co,, 5 
Jefry Lane, Hicksville, N. Y. 

Kits are available for sedan, Kar- 
mann-Ghia and Transporter mod- 
els. 





VOLT-AMMETER—A compact, depend- 
able, pocket-sized volt-ammeter for the 
automotive mechanic has been announced 
by Burton-Rogers Co., Sales Division of 
Hoyt Electrical Instrument Works, 42 Carle- 
ton St., Cambridge 42, Mass. Known as 
the Hoyt model GT18, this instrument has 
a bakelite case and a convenient hanger. 
A two-inch long, 0 to 18-volt scale, pre- 
cise to 0.1 volt, is said to be capable of 
accurately indicating the results ‘of gen- 
erator, regulator, battery cable, lamp, and 
horn testing on either six or 12-volt sys- 
tems. Pressing a button converts the GT18 


to an ammeter with a 5-0-60 amp scale. 
e ° -S- 


Plastic Body Solder 


Life-Kote Plastic Corp., 456 
Woodland Ave., Cleveland 15, O., 
has introduced a plastic body solder 
which it says will not rust or shrink 
and will bond permanently to metal, 
wood, glass and plastics. 


* * * 





TRUNK LID ‘RELEASE—The remote trunk 
lid release which Gov. Buford Ellington of 
Tennessee demonstrates was made by Del- 
man Co., Cookeville, Tenn. The unit is 
sold through Ford and Lincoln-Mercury 
dealers, but this one was installed on Gov. 
Ellington's Imperial in Detroit by Delman, 
which manufactures it, along with a line 
of windshield washing equipment, at its 
Cookeville plant. 


* 








MAT PROTECTORS — The “Olympian” 
line of mat protectors has been introduced 
by Ace Rubber Products, Inc., 100 Beach 
St., Akron 8, O. They were designed to 
include a model series for floor coverage 
of the compact cars, as well as all standard 
cars. The Olympians are removable door- 
to-door mats for front and rear, shaped 
to fit the contours of the entire floors, it 
is said, They are made of heavy, “live,” 
molded rubber, extra thick in areas getting 
the most wear, it is claimed. 




















CUTTING TOOL—Pratt Muffler Division, 
168 N. Michigan Ave., Chicago 1, Ill., is 
offering a pneumatic-powered CP ‘‘Zip- 
Gun" cutting tool suitable for all types 
of muffier and tail pipe service work. The 
“Zip-Gun" is said to cut bolts and pipes 
effortlessly in addition to splitting tubes 
easily. The tool also drives cylinder 
sleeves, pins, rivets and valve guides; re- 
moves bushings, shackles and king pins, 
oil drums and spot welds, it is said. Oper- 
ated by a variable power trigger, using 
standard gun fittings, the gun kit includes 
three chisel heads (illustrated top to bot- 
tom), a power pipe cutter, a bolt buster 
and a pipe or collar peeler. Two chisel 
retainer springs are iso included. 





OIL TEST KiT—Gerin Corp., Avon, N. J., 
has announced a Model PK4 crankcase oil 
test kit. The manufacturer claims an ex- 
clusive feature of the kit, which does not 
use blotters, is the ability to show the 
definite amounts of contaminants and de- 
terioration of the oil. The tests show 
whether to change oil or filter or not to 
change, and whether an engine needs at- 
tention because of fuel or water or metal 
particles found in the oil. 
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COMPACT AIR CONDITIONER — Elec- 
tronics, Inc., Vermillion, S. D., has an- 
nounced a compact air conditioner that 
is said to fit under the dashboard out 
of the driver's or passenger's way. Called 
Electro-Magic, the unit is said to fit all 
late model cars. Outstanding features are 
said to include a patented magnetic clutch, 
which provides a positive means of dis- 
engaging the compressor when unit is not 
operating. Air flow from twin blowers can 
be directed by rotating louvres. The unit's 
compressor has 10-cubic-inch displace- 
ment to provide more cooling at low speed 
operation, it is sald. 





C 
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COMPRESSION GAUGE—An instrument 
for testing individual cylinder compression 
on all car, truck, tractor, marine and avia- 
tion engines is the claim advanced for the 
King model 427 compression gauge set. 
It is claimed that the gauge is calibrated 
to 250 pounds per square inch, and that 
it holds its reading until the pressure re- 
lease valve is depressed. The accessory 
kit is said to include four adapters with 
tapered rubber fittings for reaching ail 
hard-to-get-at spark plug ports, along with 
10, 14, 18 MM, and %-inch threaded 
adapters. King Electric Equipment Co., 9123 
Inman Ave., Cleveland 5, O. 
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in a word, that's whats happening at 
» Pontiac dealers because people come in 
as Try The Extra Measure Of A Wide ) 
Track Drive.’ Another reason why Pontiac | 
dealers are glad to be Pontiac dealers 
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AVAILABLE TO ALL CAR DEALERS 


Financial Front 


First-quarter sales of $128,669,218, 
and earnings of $16,217,911 were re- 
ported by Minnesota Mining & Mfg. 
Co. 


Herbert P. Buetow, president, said 


ter of 1959. 

Buetow declared, “The company’s 
domestic operations during the first 
quarter reflected to some extent un- 
certain trends in industrial activity; 
however, on a comparable basis 
with reported figures for the March 
quarter of 1959, consolidated sales 
in this year’s first quarter were ap- 
proximately 11 percent ahead of the 
like 1959 period.” Buetow said for- 
eign sales are also continuing to 
grow. 

* 2 * 


Mohawk Rubber Reports 


Increased Sales, Profit 


Mohawk Rubber Co. announced 
that sales for the first quarter 
reached $6,976,000, a gain of 18 per- 





cent over last year’s sales of 
$5,900,000. 

Net profit for the period reached 
$281,000, an increase of 22 percent 
over the $230,000 earned in the 


‘ the first-quarter results compare| same period last year. 
with a BLUE CORAL Treatment with sales of $115,172,320 and earn- tis: % 
the “Chromaphylactic” treat- ings of $13,956,520 for the first quar- Téiatiin 


Textron, Inc., Providence, report 
for quarter ended April 2, 1960 vs. 
1959: Profit, $3,361,000 and $4,580,- 
000; sales, $82,513,000 and $64,949,- 
000. 

* * * 
Minnesota Mining Splits 
Shares, Boosts Dividend 

Stockholders of Minnesota Mining 
& Mfg. Co. have approved a three- 
for-one split of the company’s com- 
mon stock. The firm’s directors also 
voted an increase in the quarterly 
| dividend. 

Directors voted to increase the 
quarterly dividend to 45 cents per 
share, which is 15 cents on the 
| split shares. This is an annual rate 
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VOTED 
NUMBER ONE 





OVER 130,000,000 TIMES 


The selection of Bendix* Starter Drives for over 130,000,000 automotive vehicle 

installations speaks for itself on the kind of performance these Drives deliver. They’re 

first choice, too, for aircraft, locomotives, inboard and outboard motors, and earth 

movers. In short, whatever the type of internal-combustion engine, you can start 
ix Starter 


it better—more dependably and at lower cost—with a Bendix 


Drive. 


REG. U.S. PAT. OFF. 


Bendix-Elmira a 





of $1.80 per share on present shares, 
compared to the previous annual 
rate of $1.60 per share. The new 
dividend is equal to an annual rate 
of 60 cents per share on the split 
shares. 
Ss8.@ 
Detroit Automotive 


Detroit Automotive Products 
Corp., annual report, 1959 vs. 1958: 
Profit, $127,649 and $25,865; sales, 
$1,160,815 and $766,540. 

* of ag 


American Enka 


American Enka Corp., New York, 
report for the 12 weeks ended 
March 27, 1960, vs. 1959: Profit, 
$515,000 and $1,399,000; sales, $23,- 
579,000 and $23,742,000. 

+ * * 


National Vulcanized Fibre 


National Vulcanized Fibre Co., 
Wilmington, Del., first-quarter re- 
port, 1960 vs, 1959: Profit, $550,000 
and $415,400; sales, $6,720,920 and 
$4,539,902. 


* * * 
Hastings Mfg. 
Hastings Mfg. Co., Hastings, 
Mich., first-quarter report, 1960 vs. 


1959: Profit, $109,829 and $263,745; 


no report on sales. 
+ ad oe 


McQuay-Norris 
McQuay-Norris Mfg. Co., St. 
Louis, first-quarter report, 1960 vs. 
1959: Profit, $240,812 and $252,644; 
sales, $6,088,079 and $6,132,104. 
* * of 


Motor Wheel 


Motor Wheel! Corp., Lansing, 
first-quarter report, 1960 vs, 1959: 
Profit, $299,301 and $173,958; sales, 
$16,983,954 and $14,685,847. 

oe a ae 


E. W. Bliss 


E. W. Bliss Co., Canton, O., first- 
quarter report, 1960 vs, 1959: Profit, 
$664,578 and $56,704; sales, $21,528,- 
496 and $16,265,423. 

* + Oo 


Arvin Industries 


Arvin Industries, Inc., Columbus, 
Ind., report for quarter ended April 
3, 1960, vs. 1959: Profit, $545,892 and 
$512,233; sales, $17,294,789 and 
$15,938,426. 


American Metal Products 


American Metal Products Co., 
Detroit, first-quarter report, 1960 
vs. 1959: Profit, $699,372 and $701,- 
501; sales, $16,358,139 and $14,742,- 
009. 


* * * 


Purolator Products 


Purolator Products, Inc., Rah- 
way, N. J., first-quarter report, 1960 
vs. 1959: Profit, $2,055,483 and 
$1,620,253; sales, $16,038,484 and 
$13,296,673. 

* * 


American Airlines 


American Airlines, Inc., first- 
quarter report, 1960 vs. 1959: Loss, 
$453,000 and $848,000; revenues, 
$85,839,000 and 961,482,000. 


Armstrong Rubber 


Armstrong Rubber Co., West 
Haven, Conn., fiscal first half ended 
March 31, 1960, vs. 1959: Profit, 
$1,661,141 and $1,584,089; sales, 
$40,504,714 and $41,271,922. 

* + 


Van Norman Industries 


Van Norman Industries, Inc., 
New Bedford, Mass., first-quarter 
report, 1960 vs. 1959: Profit, $303,- 
600 and $200,296; sales, $13,804,098 
and $10,665,687. 


Ethyl Introduces 
New Gas Additive 


NEW YORK.—Ethyl Corp. has 
announced the introduction of a 
preignition control additive for 
gasoline—Ignition-C ontro] Com- 
pound 4. 

Known chemically as trimethyl 
phosphate, the new gasoline addi- 
tive is said to be highly effective 
in controlling such automotive 
combustion problems ag spark-plug 
fouling, surface ignition and rum- 
ble. 

The compound, Ethyl said, pro- 
vides more phosphorus per pound 
of compound than any similar pre- 
ignition contro] additive, and is 
available at a lower cost per pound 
of phosphorus than any compar- 
able additive. 

Compound 4, which is covered by 
United States patents, brings to 
four the number of ignition-control 
additives being marketed by Ethyl, 
the firm said. 
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MORE 
DEALERS 


SIGN 
WILH 
FARK ~ 
IN 
LAST 


90 
DAYS 


WHYP BECAUSE IN ANY SELLING MARKET, LARK DEALERS MAKE MORE! 


=> Lark dealer profits are weli above industry average [P Lark penetration of Compact Market increased during 1st quarter 
=> Lark penetration of ‘Total Market increased during 1st quarter [® Lark bonus and incentive plans are far more generous than 
any other Compact offers [# Lark new-car preparation costs to the dealer are 26.1% less than industry average <P Lark dealers’ 


warranty costs are 16.7% lower than industry average “P Lark dealers gross far more than competition, per unit. 


INTERESTED? Why not drive over and visit the three or four Lark dealers nearest you—ask them, man to man, how 


they’re doing. Or mail this coupon. We'll send you the straight facts, in confidence. 


| GET THE FACTS ON LARK DEALER PROSPERITY | 
IN ANY SELLING MA RKET Dealer Development Division, Studebaker-Packard Corp., South Bend 27, Ind. 


Gentlemen: Please send me the facts—in strictest confidence—no obligation. 


LARK DEALERS PROSPER! | Sea eee ee 


FIRM 


WANT TO JOIN THEM? an 


CITY/STATE. 
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Dealers Assn. during the 1957-1958 
term, 






* 
Rossville for NSU 
CHATTANOOGA. — Rossville 
Motor Sales, 3014 Rossville Blvd., 
Chattanooga, has been named dis- 
tributor for NSU Prinz. 


= 
Narvid Adds Renault 
HONESDALE, Pa.—Eddie Nar- 
vid, an Oldsmobile dealer, has been 


awarded a Renault franchise. 
* * + 


Kessler Buick Expands 

DETROIT. — Kessler Buick, 
Inc., 9669 Grand River, has built 
a 10,300-square-foot addition to 
its service garage. The company 
now has more than 34,000 square 
feet of service space, Herbert J. 
Kessler heads the firm. 


* * o* 
Rosenberg Buys Into Deal 
BALTIMORE. — Ross Rosenberg 
now is general Manager and part 
owner of Northwest Rambler, Inc., 
4706 Reisterstown Rd. 
* oe +. 
Snider to Build 


KNOXVILLE, Tenn.—Snider Mo- 
tors (imported cars), 535 N. Gay 


Across the Nation .. . 


Auto Dealer Changes 


Twenty-ninth St, and Capitol Ave. 

The firm is headed by Mrs. Mildred 

L. Wareing, who has been in the 

auto business 40 years. Beamer will 

continue its used-car operations at 

another location, it was announced. 
* ” ok 


Smith Joins Rambler Outlet 
NEWBERG, Ore.—J. L, Smith, 
formerly head of the Corvallis 
(Ore.) Rambler dealership, has be- 
come associated with Newberg 
Rambler. 
+ 


* 
Triumph Signs Woodfin 
CATHEDRAL CITY, Calif. — 
Woodfin Motors has been awarded 
a Triumph franchise by Cal Sales, 
Western distributor of the British 
car. 

































































Deimel Directs BMC Deal 
COLUMBUS, O.—Dudley C. Dei- 
mel is general manager of Eastway 
Sports Cars, Inc., 3323 E. Broad St., 
which handles autos produced by 
British Motor Corp. 


* * a 
Cline Adds Comet 
WOODSFIELD, O.—Cline Truck 
& Equipment Co., 117 E. Church 
St., has signed a Comet franchise. 
Oscar J. Cline is owner. 
~*~ 



















Druckman at Helm 
SUFFIELD, Conn.—Mike Druck- 
man has been appointed general 
manager of the new Allen Imports, 
Inc. (Renault-Peugeot), which is 


Lander Points with Pride— taking over the location formerly 


John Lander, president, ParMo Parts Co. and Lander Motors, Inc. (Dodge-Simea), | “"°W™ 98 Hinckleys. | 


points with fatherly pride to the mural created by his son, John M. Lander, which ° 

‘adorns the wall of the new ParMo building in Atlanta. Looking on, from left, are:| Beamer Gives Up Franchise 
H. Haild Zeder, general manager, service parts and accessory division, Chrysler Corp.,| SACRAMENTO, Calif.—Capitol 
Detroit; Carr M. Suter, ParMo executive vice-president; T. E. Waterfall, president,| Studebaker Co., Inc., has acquired 





Sims-Pitts in Okla. 
NOWATA, Okla.—Sims Motor Co. 
(Olds-Rambler), established by Bob 
T. Sims in 1915, has changed its 


Parts division, Chrysler Corp., Detroit. the franchise of Beamer Motor Co., title to Sims-Pitts Motor Co., with St., will construct a showroom and 
Dr ee ne Nan | ie Ablition of Raving Fitts an oo} curvies Sulding at 215 2, Fitth Ave. 
owner. * * * 
* : * 
Martins Add Ford Deal 
2 New BMW Firms TRUTH OR CONSEQUENCES, 


N. M.—Mr. and Mrs, Guy Martin 
have purchased Ben Hillger’s Ford 
dealership. Martin operates a Mer- 
cury dealership at 1004 Broadway 
and will handle both lines at that 
location. 


NEW YORK.—WNew dealers for 
BMW cars are John Varesio, Cycle 
& Sports Center, Vineland, N. J., 
and Bader Motors, Riverside, Calif. 

+” ” 


NSU Foursome 


NEW YORK.—Four new dealers 
for NSU Prinz are Johnny Lail, 
Glendale, Calif.; Rittenhouse Mo- 
tors, Inc., Somerville, N. J.; Bader 
Motors, Riverside, Calif., and Row- 
land Motors, Inc., Cos Cob, Conn. 


* * * 


Sacramento Buick 
SACRAMENTO, Calif.—Braley & 
Graham ig the new Buick dealer. 
No change is planned in the Port- 
land (Ore.) operation. Clark Gra- 
ham is moving to Sacramento to 
head up the new dealership. 
” - * 


VW Miami Deal Sold 

MIAMI.—W. S, Simpson, head of 
Monarch Motors, Inc., has sold his 
Volkswagen-Porsche dealership to 
John and J. R. Rinehart, former 
auto dealers from Tiffin, O, The 
new owners plan a new building. 

ok * * 


Ellis with Studebaker 


TOLEDO.—Jess J. Ellis, a vet- 
eran of 25 years in the Toledo 
new-car market, has signed a 
Studebaker franchise, and will op- 
erate as Dorr-Secor Motors at 3149 
Dorr St. Tom Ellis is general man- 
ager. 


Beaumont Chevy Builds 
BEAUMONT, Tex.—J. R. Rix, 
president of Beaumont Motor Co. 
(Chevrolet), announced the start of 
construction of a new sales and 
service building for his firm. The 
new plant, on Highway 90 Freeway, 
is expected to be ready July 1. 
* * * 
Chevrolet for Steffan 
HAMBURG, N. Y.—Walt Stef- 
fan hag formally opened on Camp 
Rd. 


Stillman Dodge Opens 
NORFOLK, Va.—Stillman Dodge, 
Inc. has opened at corner of 21st 
and Manteo Sts. es 
oe 


Florida Dodge Deal 
FORT LAUDERDALE, Fla— 
Currin-Massey Dodge, Inc., has 
opened at 1600 N. Federal High- 
way. 
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* * * 


Triumph for Underhill 
BEND, Ore.— Underhill Cycle 
Shop has been awarded a Triumph 
franchise. 






@ Sales Department 


a * * 
Stillpass Mercury Opens 
READING, O. — Stillpass Mer- 
cury, operated by Joe and Stan 
Stillpass, has opened at 8200 Read- 
ing Rd. The dealership also will 


handle Comet and English Ford. 
~ * + 


Gengras Ford Sold 


HARTFORD.—Gengras Motors, 
Inc. (Ford), owned by Clayton W. 
Gengras, has been sold to Sher- 
wood A. Jones, who has been 
general manager since 1956. Jones 
will continue the dealership at 
the Allyn St. location as Jones 
Downtown Ford Co. 


* * * 
King Chevrolet Moves 
READING, O.—King Chevrolet 
has moved to 325 Reading Rd. The 
firm has been a Chevrolet dealer- 
ship in the Greater Cincinnati area 
for 33 years. 


ADVERTISEMENT 


Towne & Country 
SALT LAKE CITY, Utah.—For- 
mal opening of Towne & Country 
Rambler was held at 4681 S. State, 
Murray, Utah, according to S. Dean 
Weaver, president. 
* * 


Two California Dealers 


Receive BMW Franchises 


NEW YORK, — Appointment of 
two more California dealers has 
been announced by Fadex Com- 
mercial Corp., BMW importer. They 
are: Auto Imports, Pomona, and 
Southwestern Motors, San Diego. 

~ ” o* 
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Jeep for Snider 
BUFFALO.—J. W. Snider Motors 
Corp. has been franchised by Willys 
Sales Corp. to handle Jeep four- 
wheel-drive vehicles, Joseph W. 
Snider is president. 
+ * 


3 Coast Dealerships 


Sign to Handle Triumph 


LOS ANGELES. — Three more 
dealers have been appointed by Cal 
Sales, Western distributor for Tri- 
umph, They are: 

Sports Car Center, Eugene, Ore.; 
Turner Imports, Sacramento, and 
Imported Auto Sales, Paradise, both 
in California. | oo 5 


Wirthlin Sells in Wyo. 
AFTON, Wyo. — Rex Wirthlin, 
Wirthlin Ford Sales, Afton, Wyo., 
has sold his dealership to David 
Horsley, who will operate as Cour- 
tesy Ford Sales, Wirthlin was pres- 
ident of the Wyoming Automobile 
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Lawsuits Affecting Dealers ... 


Court Decisions 





By Leo T. Parker 
Attorney at Law 


— many previous warnings in 
these pages that present-day 
courts are wont to award unusu- 
ally high damages to injured 
persons are fully 
justified by a de- 
cision rendered 
only a few weeks 
ago awarding 
$105,833.45 dam- 
ages to an em- 
ploye who was 
able to work reg- 
ularly and earn 
around $3,000 per 
year after the 
injury. 

In Houston v. 
Brooks, 319 S. W. (2d) 427, the tes- 
timony showed that an employe, 
named Brooks, was holding a metal 
mop handle when it contacted a 
high-voltage wire, thereby causing 
Brooks severe injuries. His burns 
necessitated a number of operations 
and skin and fat-tissue grafts. He 
suffered considerable pain for some 
five or six months while in the hos- 
pital. 

In subsequent litigation, the lower 
court awarded Brooks $155,833.45 
damages for his injuries. The 
higher court approved the verdict 
except that it reduced the damage 
allowance to $105,833.45. 

Hence, all auto dealers should 
carry adequate insurance to pro- 
tect themselves against damage 
suits filed by injured customers, 
guests, visitors and ordinary pedes- 
trians. 





L. T. Parker 


* * + 


Oral Guarantee Invalid 


L= month a higher court ren- 
dered an outstanding decision 
to the effect that if the seller of 
an auto gives a written guarantee 
to the purchaser, the seller is not 
liable on an oral or verbal guar- 
antee. 

In Grayson Motor Sales Co. v. 
Shannon, 322 S. W. (2d) 465, the 
testimony showed these facts: 
Grayson Motor Sales Co. sold to 
one Shannon a 1949 model auto. 
Shannon was allowed a credit of 
$400 on the purchase price by 
trading in his old car. The bal- 
ance was to be paid in monthly 
installments over a period of 18 
months. The indebtedness was 
evidenced by a note signed by 
Shannon. 

The contract of sale contained 
the following provision: 

“It is agreed that this car is pur- 
chased by me (Shannon) subject 
to the manufacturer’s warranty, 


Dow Plans Lab 
To Help Users 
Of Magnesium 


MIDLAND, Mich.—Dow Chemi- 
cal Co, announces plans for a cus- 
tomer-service laboratory designed 
to assist the automotive industry 
and other magnesium die casters. 

William S, Loose, manager of 
Dow’s magnesium sales depart- 
ment, said the $400,000 laboratory 
will be equipped to demonstrate 
modern techniques for melting and 
casting of magnesium, It is ex- 
pected the laboratory can go into 
full operation by Nov. 1 here. 

“We will use the laboratory to 
provide prototypes or even an ex- 
tensive number of parts for cus- 
tomer evaluation in road tests or 
on proving grounds,” Loose said, 

Opening a die-casting laboratory 
to solve customers’ production 
problems is believed by Dow to 
be an unprecedented step, 

The laboratory will be equipped 
to carry on research as well as 
demonstrate the economic and 
casting advantages of magnesium, 
Loose said. The research also will 
work toward further lowering the 
costs of die casting, a field in 
which Dow recently introduced a 
semi-automatic process. 

Equipment in the laboratory will 
include 1,500-ton and 500-ton die- 
casting machines and a low-pres- 
sure permanent-mold operation 
now under development. Melting 
and trimming facilities also will be 
available. 





and that it is the only warranty 
either expressed or implied, made 
under this order...” 

After Shannon had defaulted in 
making his payments, Grayson 
Motor Sales Co. repossessed the 
car, sold it at public auction for 
$222.50 and credited Shannon’s note 
with this amount. Subsequently, 


Saginaw Gear 
Marks Milestone 


SAGINAW, Mich.—The eight 
millionth power-steering unit pro- 
duced since 1952 by the Saginaw 
Steering Gear Division, General 
Motors, was presented to the Sag- 
inaw Chamber of Commerce by 
W. H. Doerfner, general’ manager. 

The unit, a rotary-valve power 
gear of the type used on the Cadil- 
lac, Buick, Oldsmobile and Pontiac, 
was assembled several days prior 
to the presentation. 


Grayson Motor Sales Co. brought 
suit against Shannon to recover the 
balance due on his note. This bal- 
ance due was $743.75, the difference 
between the amount $966.25 due on 
Shannon’s note and $222.50, the 
amount for which the car wag sold 
at auction. 

Shannon filed a countersuit al- 
leging that within a short time 
after the auto had been purchased, 
it proved to be defective, the tires 
blew out and the transmission 
caused considerable trouble. Also, 
other parts of the car had to be 
repaired. 


Guaranteed by Salesman 


qa proved that before he 
purchased the auto, a salesman 
for Grayson Motor Sales Co. orally 
represented that the auto was in 
perfect condition and would furnish 
satisfactory transportation service. 

Shannon contended that Gray- 
son Motor Sales Co, had violated 
and breached this oral guaran- 
tee, and therefore he had a legal 
right to rescind the contract, and 
compel the seller to take back 
the car and refund all payments 
which he had paid. 





“Toh, tch, tch!” 





antee had been held valid by the 
court, Shannon would have had this 
privilege, and he could have avoided 
paying Grayson Motor Sales Co. the 
sum of $743.75. However, the higher 
court held the oral guarantee in- 


valid, saying: 


“Shannon cannot recover dam- 
ages because the oral representa- 
tions of the agent of the Grayson 
Motor Sales Co. were merged in 


It is true that if the oral guar-!the written contract subsequently 


45 


executed, and each party is bound 
by its terms.” 
& a” ? 


Court Orders Refund 


To Buyer of Faulty Car 


VANCOUVER, B. C.—Dock- 
steader Motors, Ltd., has been or- 
dered by a County Court judge to 
refund $428 to Earl A. Gasall in the 
purchase of a car later found not to 
have been in good mechanical con- 
dition. 

Gasall purchased the car for 
$1,939 and paid $428 down, the court 
was told. The Docksteader repre- 
sentative, according to the judge, 
claimed the car was in good me- 
chanical condition and fit for the 
road, 

The buyer testified he took the 
car the same day to the Vancouver 
city testing station, where it was 
rejected for faulty brakes and head- 
lights. He said he returned the car, 
but that the firm refused to refund 
the money. 

The court pointed out there is 
a statutory prohibition against the 
sale of a car in the condition of the 
one purchased by Gasall, and de- 
clared the buyer was tricked into 
buying a car on a warranty which 
was false. 





mestic and foreign cars. 


Elimination of cross mem- 
ber provides wide-open 
accessibility to every re- 


pair point, more efficient 


working conditions. 
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“FRAME - KONTACT" 


Quick, easy pre-set ad- 
; justments handle all do- 
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For complete information on the full Globe Hoist line, write to Globe Hoist 
Company, East Mermaid Lane at Queen Street, Philadelphia 18, Penna. 
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TWO-POST, 
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FOUR-POST 
ELECTRIC, 
AUTO 


VERSATILE CAR -TRUCK 
HOIST 


Builds business volume and profits by 
servicing all vehicles. 

Three models having lifting capacities 
from 10,000 to 18,000 Ibs., accommo- 
date wheel bases from 70 to 231”. 


POST HOISTS 
SPEED 
UNDERCAR SERVICING 
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MIAMI.—A 19-day sales “CAR- 
nival,” in which more than $250,000 
will be spent, was launched May 
18 by the Miami Automobile Deal- 
ers Assn. in observance of its 35th 
anniversary. 


The promotion was to “be big- 


Joining 45 dealer members in the 
campaign, also called a “MADA- 
gras,” are factories, finance com- 
panies, tire outlets and gasoline 
firms, said Kahn. 

The area’s three daily newspapers 
carried special auto sections and 
spot announcements will be broad- 
cast over TV and radio stations 


New Officers in Miami— throughout the promotion, he con- 
tinued. 


These are the new officers of the Miami Automobile Dealers Assn. They are, left About 600 salesmen and dealers 
to right, O. C. Farnsworth, general manager; T. B. McGahey, secretary-treasurer; Charles attended a kickoff breakfast rally. 
Gretner jr., vice-president, and John Sheehan, president. Kahn said prizes to be offered 





ee 
. 





; 


19-Day Selling Spree sea 


CARnival in Miami 





buyers during the promotion in- 
clude $1,000 in cash, three second 
prizes of weekends for two at 
Miami Beach, and a third prize 
of a portable stereo record player. 

“The festivities are designed not 
only to show Greater Miami motor- 
ists that ‘You'll Never Buy for Less,’ 
but also to point up the great im- 


pact of the industry on the area’s 
economy,” Kahn added. 

John Sheehan (Buick) was elect- 
ed president of the association for 
the coming year. Other officers are: 

Charles Gretner jr. (English 
Ford), vice-president; T. B. Mc- 
Gahey (Chrysler), secretary-treas- 
urer; R. F. Fogarty (Chevrolet), 
P. J. Schaefer (Lincoln-Mercury), 
Frankie Watts (BMC), Ben Tutan 
(Dodge), W. P. Austin (Ford), Sam 
Luby jr. (Chevrolet) and Kahn 
(Pontiac), directors. 

Frank Edelin (Buick) was named 
a permanent honorary member and 
O. C. Farnsworth was elected gen- 
eral manager. 


In the Letterbox 


(Continued from Page 14) 


papers is picayune when compared 
with regular advertising in this 
New York paper. I am enclosing 
many red hot samples and can give 
you loads more. Newspapers are out 
for money, money, money, and will 
print anything for those who will 
pay just like the bartender will sell 





Thousands and ask for 


look for 
this sign 
of quality 


motor oil 
by name! 


the years-ahead 


Display it... sell it... make satisfied customers! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA., Member Pennsylvania Grade Crude Oil Association 





. drinker all the booze he can pay 
‘or. 

Regarding photo on Page Three 
of Codesters: “Study another code 
of ethics.” Most auto men don’t 
know what the word ethics means. 
If they would only try “Selling the 
Truth” and nothing but the truth, 
advertise the true cash prices of 
all models, tell buyers the cost for 
interest on time deals and go out 
and canvass from door to door and 
show their new cars, they might be 
respected and profit by it—Gorpon 
S. Harris, Ocean Grove, N. J. 

* * + 


‘Buy Foreign, Sell America’ 


I wonder if red-blooded American 
(April 11 issue) realizes that the 
returns from these imports only go 
toward paying for such American 
commodities as machine tools, steel, 
aluminum, tobacco, etc. 

By buying foreign, he is selling 
American.—Davw Husszy, South 
Benfleet, Essex, England. 

(Eprror’s Nore: Mr, Hussey is 
referring to a Letterbox item in 
which Reid B. Bishop, Lexington, 
Ky., berated the quality of im- 
ported cars and urged Americans 
to buy domestic compact ve- 
hicles.) 


* * * 


Mutual Interest 


Having been at The Greenbrier at 
the time your May 2 issue was re- 
ceived accounts for my not having 
written you sooner to express to 
you my appreciation for the excel- 
lent article you wrote on the activ- 


ities of the Dodge Dealer Advisory 


Conference. 

I am certain when many of our 
dealers read this article they are 
going to be even more convinced 
of the effectiveness of their dealer 
conference and the great amount 
of good that it has been doing for 
our mutual interest.—L, J. Ovg.- 
Lette, Director-Dealer Relations, 
Dodge Division. 


Outside Mirrors 
Up at Chrysler 


DETROIT.—Nearly one-half of 
’60 Chryslers, and nearly 90 percent 
of ’60 Imperials are equipped with 
remote control mirror equipment, 
according to E. M. Braden, gen- 
eral sales manager of Chrysler and 
Imperial Division. 

Since the introduction of remote 
control mirror equipment in 1958, 
Braden said, Chrysler installations 
have increased 717 percent, while 
Imperial installations are up 335 
percent, Chrysler installations were 
5.2 percent in 1958, rising to 42.5 
percent in March, 1960. At the 
same time, Imperial recorded a 20.6 
percent installation rate in 1958, 
rising to 89.6 percent in March, 
1960. 


ADVERTISEMENT 
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“Put it in terms of car owners then. TV Guide families own more than Life, Look or Post families.” 




















If you've got what it takes 
to run your own deal... 


we'll provide you with 75% of the capital! 


Money, or the lack’ of money, is one of the biggest 
obstacles in getting started in the automobile business. 
Yet if you have the right kind of background, Dodge has 
a plan that provides 75% of the capital you need to open 


an automobile dealership of your own. 


Here’s the story: 


Back in October, Dodge introduced the new low-priced 
Dodge Dart. It was a move designed to expand the market 
for Dodge Dealers by capitalizing on the tremendous 


growth of the low-price field. 


The results were immediate and spectacular. Spear- 
headed by the Dart, Dodge sales hit their highest peak 
since 1952, and Dodge moved into 3rd place in many 


important markets. 


The highly successful introduction of the Dodge Dart 
had one other effect: It created the need for additional 
dealerships in various parts of the.country to take 


advantage of this market expansion. 


This is where you come in. If you are now a general 
manager or a sales manager in a dealership operation, 
Dodge offers you the opportunity to own your own deal, 


with a minimum investment, through a special Dealer 


Enterprise Program. 


This program actually provides 75% of the capital you 
need to start a business of your own. In addition, you 
will receive all the assistance necessary in finding a 
suitable facility, recruiting and training personnel, 


establishing sound business procedures. 


As a Dodge Dealer you will have the benefit of one of the 
most versatile sales agreements in the industry: The 
Dodge Market-Programmed Sales Agreement. It is com- 
pletely flexible, designed to change as the market changes, 
to make sure your selling efforts are always directed at 
the largest, most profitable segment of the market. 


Dozens of men just like yourself are now on the road to 
bigger earnings and a brighter future through the Dodge 
Dealer Enterprise Program. You can be one of them—if 
you have the background and the determination that it 


takes. For complete details of this program, write to: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 


In 1960, the big deal is 1) (OD) (5 





DODGE DART « LUXURIOUS '6O DODGE + DODGE TRUCKS 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 


Figures alongside bars represent dollars. 


marked with an asterisk conv., $1,545* (ps), 


740°. 


350°; Brookwood (6) “4-dr., | $1,335*, 
$1,265*, $1, ; Brookwood (8) 4-dr., 
Skyline Auto Auction. Sale every Thurs- $1,075*; Biscayne (8) 4-dr., $1,210°, 


day. Prices are for sale of May 12. Market 
2-dr., 
and 


hot here this week with dealers buying 
selling very actively. Market continues 
be firm on clean and sharp cars. Sold 
208 cars from 268 consignments, 
BUICK—’59 LeSabre 4-dr., $1,895*. 

‘58 RM 4-dr. Riviera, $1,580* (ps); Super 
4-dr. Riviera, $1,510* (ps); Special 
4-dr., $1,320* (ps), $1,010° (ps). 

‘S7 Super 4-dr. Riviera, $1,180* (ps); 


4-dr., $1,065, $1,035, $1,030, $1,015. 


4-dr., $1,015°; 2-dr., $800*, $595*. 


2-dr. Riviera, $1,050* (ps); 4-dr., tion wagon, $620. 

$955° (ps); Century conv., $1,140* 55 Bel Air (6) station wagon, $480*; 

(ps); RM conv., $925° ( Bel Air (8) 4-dr., $450, $410* (ps); 
56 Century 4-dr. Riviera, Two-ten (6) 4-dr., $350; One-fifty (8) 

$590* (ps); 2-dr. Riviera, » $285* (ps). 


"54 Super 2-dr, Riviera, $225°. 


CADILLAC—’58 (62) 4-dr. hardtop, $2,590* 2-dr., $200*. 


'51 Deluxe 4-dr., $160*, $105*. 


(ps). 
57 (60) Special 4-dr. hardtop, $2,120*| CHRYSLER—'58 NY 4-dr., $1,590* (ps); 


(ps). Windsor 4-dr, hardtop, $1,395*. 
’56 (62) Sedan de Ville, $1,590* (ps); 


2-dr. hardtop, $1,410* (ps); Eldorado 
CHEVROLET—'60 Corva -dr., $1,- | DeSoTO— 

= ir (6) 4-dr., $1,-| "57 Firefiite 4-dr. hardtop, §$1,000° (ps); 

59 Bel Air (6) 4-dr., $1,555*, $1,440; 

ee Bel Air (6) sport coupe, 


$1, ° , 
’58 Bel Air (8) 4-dr., $1,480 (ps), $1,- DODGE—’58 Coronet (8) 4-dr., $1,205*. 


$1,115*, $1,080*; 2-dr., $1,140*, $950*; 
$1,140, $1,095*, 
$1,080, $1,060, $1,045, $1,005, $1,000; 


EDSEL—’58 Ranager 2-dr., $685*. 
FORD—’60 Falcon (6) 2-dr., $1,635. 


57 Bel Air (8) sport coupe, $1,265° 
(ps); conv., $1,180* (ps); Two-ten (8) 


'66 Two-ten (6) station wagon, $725*, 


$520*; Two-ten (8) 4-dr., $640; One- 
fifty (6) 2-dr., $660; Bel Air (6) sta- 


station 
’54 Bel Air sport coupe, $415*; Two-ten 
4-dr., $340; 2-dr., $220; One-fifty 2-dr., 


$160. 
.'53 Bel Air 4-dr., $300* (ps); Two-ten 


‘ST Saratoga 4-dr., $1,110* (ps); Wind- 
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sor 4-dr., $820* (ps). $615*; Custom (8) 2-dr., $570, $515*; 
’55 Windsor 2-dr. hardtop, $345* (ps). 2-dr, Victoria, $205*; Main (6) 2-dr., 
"58 Firedome 4-dr., $1,280* (ps). $460. 

’55 Country Sedan (8) 4-dr., $500*, $450*, 
$380; Custom (8) 4-dr., $445*; 2-dr., 
$410*; Fairlane (8) 4-dr., $340*. 

'54 Ranch Wagon (6) 2-dr., $225; Ranch 
Wagon (8) 2-dr., $150; Crest (6) 2-dr. 
Victoria, $200*; Custom (6) 2-dr., 
$200* (ps), $200*. 

52 Custom (8) 2-dr.. $150*; Crest (8) 
2-dr. Victoria, $135"; Country Sedan 
(8) 4-dr., $125*. 

IMPERIAL—’87 Crown 4-dr., $1,535* (ps). 


LINCOLN — ’58 Premiere 4-dr., $1,900* 
(ps); Capri 4-dr., $1,750* (ps). 
URY—’58 Commuter 4-dr., $1,360* 
(ps), $1,095*; Montclair 4-dr., $1,190* 
(ps); Monterey 4-dr., $1,060*. 
’57 Montclair 2-dr. hardtop, $865* (ps). 


2-dr. hardtop, $1,000* (ps); Firesweep 
4-dr., $840* (ps). 
’55 Firedome 4-dr., $510* (ps). 


*57 Sierra (8) 4-dr., $1,120* (ps); Royal 
(8) 4-dr., $900*; Coronet (8) 4-dr., 
$755*. 


’56 Coronet (8) 4-dr., $310. 

'54 Coronet (8) 2-dr. hardtop, $185*. 

’53 Coronet (8) 2-dr. hardtop, $205*; 
Coronet (6) 4-dr., $115*, 


‘59 Fairlane 500 (8) 4-dr., $1,630* (ps); 
Fairlane (8) 4-dr., $1,325. 
‘58 Thunderbird (8) 2-dr. hardtop, $2,- 


280* (ps); Fairlane (8) 2-dr. Victoria, ’55 Montclair 2-dr., $450*; Monterey 
$1,200* (ps), $1,110* (ps); 4-dr. Vic- 4-dr., $155*. 

toria, $1,190*; 4-dr., $1,125; Fairlane| OLDSMOBILE — ’59 (88) 4-dr., $1,915* 
(6) 2-dr., $795*; Country Sedan (8) (ps). 

4-dr., $1,000*; Custom 300 (6) 4-dr., ’58 (88) 2-dr. Holiday, $1,430* (ps); 


4-dr., $1,175*. 

’56 (98) 4-dr. Holiday, $760* (ps); (88) 
2-dr. Holiday, $730*, $665* (ps). 
’55 (88) 2-dr. Holiday, $500*, 4-dr. Holi- 

. 


day, $500*. 
"54 (88) 2-dr., $275*; 4-dr., $240* (ps), 
$200°. 
PACKARD—’54 Clipper 4-dr., $170*. 


’53 Clipper 4-dr., $110*. 
PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 


$945, $930; 2-dr., $650; Custom 300 (8) 
2-dr., $800*. 

'57 Country Sedan (8) 4-dr., $1,100*, 
$1,030; Country Sedan (6) 4-dr., $840*; 
Fairlane 500 (8) 2-dr, Victoria, $1,070* 
(ps); Custom 300 (8) 4-dr., $815, $590, 
$525; 2-dr., $510*, $465*; Custom (8) 
2-dr., $630°, $550*. 

‘56 Fairlane (8) 2-dr. Victoria, $705*; 
Country Squire (8) 4-dr., $670* (ps), 


500* (ps), $1,390*; Suburban (8) Cus- 
tom 4-dr., $1,330*, 
"58 Suburban (8) 4-dr., $1,120", $1,025 


{ye). $550 (ps); Savoy (8) 4-dr., $810, 


’57 Savuy (8) 2-dr. hardtop, $860*, $705*; 
Suburban (6) 4-dr., $750*; Belvedere 
(8) 4-dr. hardtop, $675* (ps); Plaza 
(8) utility sedan, $195. 

’56 Belvedere (8) 4-dr., $515*. 

5S Plaza (6) 2-dr., $290, $205; Savoy 
(6) 2-dr., $175. 

"53 Cranbrook 2-dr., $150, $110. 


PONTIAC — '59 Star Chief 4-dr., $2,020* 


(ps). 
’58 Chieftain 2-dr. 
’55 Chieftain 2-dr., $205*. 
’54 Chieftain 2-dr., $130*. 
’53 Chieftain 2-dr. Catalina, $210*; 2-dr., 
$125°. 
STUDEBAKER—’59 Lark (6) 4-dr., $1,190. 
‘57 Golden Hawk (8) 2-dr. hardtop, $915* 


(ps). 
MISCELLANEOUS—'59 Chevrolet (8) 5103, 
'5T GMC (6) %-ton pickup, $830. 
"50 Ford (8) %-ton panel, $150. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of May 10. 


BUICK—’59 Invicta 4-dr., $2,370* (ps). 
"58 Super 2-dr. Riviera, $1,790* (ps). 
’57 Century 2-dr. Riviera, $1,255*; Spe- 

cial Estate Wagon, $1,200*; 4-dr, Ri- 
viera, $980* (ps); Super 2-dr. Riviera, 
$1,150* (ps); 4-dr. Riviera, $890* 
(ps); RM 4-dr. Riviera, $1,100* (ps). 
’56 Special 2-dr. Riviera, $685* (ps). 
‘55 Century 2-dr. Riviera, $650* (ps); 
Super 2-dr. Riviera, $560* (ps); Spe- 
cial conv., $410*; 2-dr. Riviera, $400*, 
’53 Super 2-dr. Riviera, $225*, $190*. 


CADILLAC—’59 de Ville 4-dr. hardtop, 
$4,325* (ps), $3,790* (ps); (62) 2-dr. 
hardtop, $4,240* (ps); conv., $4,200* 
(ps), $4,125° (ps). 

’57 (60) Special 4-dr., $2,400* (ps), $2,- 
250* (ps); (62) Coupe de Ville, $2,- 
235* (ps); 2-dr. hardtop, $1,995* 
(ps); Eldorado Seville, $2,195* 
$1,970* (ps). 

’56 (60) Special 4-dr., $1,765* (ps), $1,- 
535* (ps); (62) 2-dr. hardtop, $1,580* 
(ps), $1,275* (ps); Coupe de Ville, 
$1,485* (ps), $1,460* (ps); 4-dr., $1,- 
090* (ps). 

’5S5 (62) 4-dr., $1,200* (ps). 

’54 (60) Special 4-dr., $985* (ps); (62) 
conv., $900* (ps), $780* (ps). 

’53 (62) 4-dr., $450* (ps). 

’52 (62) 2-dr., $225°, 

’51 (62) 2-dr., $275*. 

"50 (62) 2-dr., $250*. 

"49 (62) Coupe de Ville, $220*. 

"41 (60) Special 4-dr., $250*. 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,495; Brookwood (8) 4-dr., $2,385* 
(ps); Parkwood (6) 4-dr., $2,300. 

’59 Corvette (8) conv., $2,640*; Impala 
(8) sport coupe, $2,185* (ps), $2,160* 
(ps), $2,110* (ps); Kingswood (6) 4- 
$2,110*; Parkwood (8) 4-dr., $2,075*; 
Brookwood (8) 4-dr., $1,735*; Bel Air 
(8) 4-dr., $1,525*. 

58 Impala (8) 2-dr. hardtop, $1,675* 
(ps), $1,610"; conv., $1,625* (ps), 
$1,450*, $1,300* (ps); Brookwood (8) 
4-dr., $1,315*; Biscayne (8) 2-dr., $1,- 


(Continued on Page 51, Col, 1) 


Catalina, $1,215*. 
. 








ALABAMA FLORIDA 


—_—————— | DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 


JOHNSON AU TO A.M, Dealer-owned. Dealers only. 


AUCTIONS MARYLAND 
Rechte, eo Mier’ BEL AIR—Bel Air Auto Auction. Ti- 


100% Insured—Ne Registration Fee 
_———— 
COLORADO 
—_ 
Colorado Auto Auction 


ed. Thur., 12 noon. Estab 








For Fast, Accurate Directions 


Look in LUCAD. 
8S. Set tan Coe 
SALE EVERY MONDAY SRS EEN 
George A. Lamb Norman Early 
Owners & Operators - 
MILL NACE, General Manager Aptco 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Dealers Only 

Write for FREE Market Reports. 
———— 
————— 
Denver Auto Auction mene 
= Wena: 3U Mun, Ed, 6. Smith : 

Auction Every Friday 
at 11:00 A.M. 

Auctioneers: Geo, Workman—Bill Hauschildt 





Aptco 


19241 Dix—Toledo Highway—Route 25 
Just /. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


cee) 


and Checks Guaranteed 
TWIN RING SELLING 





CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Exchange in our i4th year 
wen ae conden. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn, 


Detroit 3, TOwnsend 
tion—new facilities. 


EVERY TUES. & FRI. 12:00 NOON 
automobile center. 











tles, checks guaranteed. Cars group- 
i lished 1947. 
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Leading U. S. Auto Auctions, Dealers 




















STATE FAIR AUTO AUCTION 


19745 Ralston in rear of 19600 Woodward, 
9-4660-61-62, Same loca- 


Conveniently located in the heart of the 





NEBRASKA NEW JERSEY 


NOW OPEN 
Midwest Dealers 





Minutes from New York City 


Auto Auction 


AIR-CONDITIONED ARENA 
NEW MODERN BUILDING 


AUTO AUCTION 


919 S$. 72nd ST., OMAHA, NEBR. 
TErrace 8585 


SALE 


EVERY WEDNESDAY 
11:30 A.M. 


Auctioneers: Col. Johnny Wood 
Col. George Workman 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES - 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


NEW JERSEY 


OTT BTR: AR a3 8 8133 | 


i Birmingham, Alabama 


LL e.o D> 


Every WEDNESDAY, 11 A.M. 


EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 
ELIE LET YEN ATS PLETE ETP PEE AE REA I 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


North-East-South-West 
Automotive News’ 
“Leading Used-Car Auction Direc- 
tery” — directions to . $. 

Auto ctions EVERY WEEK. 


Dealer Aute Auction 
Albany 5, N. Y. 
Menday — || O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 


OHIO 


AKRON — A-1 Auto Auction, U. S. 
224, PL 3-6643, Titles, Checks guar- 
anteed. Twice weekly, Tues, Thurs., 
12:30 sharp. 


PENNSYLVANIA 





THE WOODS ARE FULL 
OF PROSPECTS 


Get ready now for your hottest sell- 
ing season, Round out your selection 
of clean, used cars. Or, if your in- 
ventory is top-heavy—bring your cars 
where prices are tops. Don't put it off 
—attend next Friday's sale. 


Manheim Auto Auction, Inc. 


ROUTE 72, MANHEIM, PA. 
MOhawk 5-2401 





ES Gee 


| 
| 
| 





Wrens cone 





Used-Car Auction Prices 
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160, $1,130*%; 4-dr., 
$1,125*, $1,000. 

‘57 Bel Air (8) sport coupe, 
(ps); sport sedan, $1,230*, 
(ps), $1,175*, $1,045*; 4-dr., $1,185* 
(ps), $1,095*, $950* (ps); Two-ten 
(8) Delray, $1,220*, $1,095* (ps); sta- 
tion wagon, $1,150*; 4-dr., $1,000*, 
$1,000, $935*, $925. 

56 Two-ten (8) station wagon, $825; 
4-dr., $560*, $530°; Bel Air (8) sport 
coupe, $800* (ps), $800*, $700*; 2-dr., 
$760*; One-fifty (6) ‘utility sedan, 
$470. 

'55 Bel Air (6) 4-dr., $650; Bel Air (8) 


$1,140*, $1,135*, 




































$1,340* 
$1,195* 


sport coupe, $625; 4-dr., $430*; Two- 
ten (6) 4-dr., $520; Delray, $410, 
$375. 

54 Bel Air conv., $520* (ps); 4-dr., 
$300*; Two-ten 2-dr., $390; Delray, 
$210. 

53 Two-ten 2-dr., $335; 4-dr., $275*, 


$250*, $180; One-fifty 2-dr., $215. 
'52 Deluxe 4-dr., 


$160*; Special business 
coupe, $110. 


‘51 Deluxe Bel Air, $265*; 4-dr., $160*; 
Special 4-dr., $120. 
CHRYSLER—’57 NY 2-dr. $1,- 

480* (ps). 
*56 Windsor 4-dr., $720* (ps). 

COMET—’60 Comet station wagon, §$2,- 
550°. 

DeSOTO—’57 Firedome 2-dr. hardtop, $1,- 
110* (ps); Firesweep 4-dr. hardtop, 
$885*. 

55 Firedome 2-dr. hardtop, $460*. 
'54 Firedome 4-dr., $180* (ps), $175*. 

DODGE—’59 Royal (8) 2-dr. hardtop, $1,- 

975* (ps); Coronet (8) 4-dr., $1,375* 


hardtop, $1,055* 
Coronet (8) 4-dr. 


hardtop, 


(8) 4-dr. 
(ps); 4-dr., $785*; 
hardtop, $870* (ps). 

’56 Custom Royal (8) conv., $510*. 

"55 Royal (8) 2-dr. hardtop, $450* (ps). 

*54 Coronet (8) 4-dr., $250*. 

FORD—’60 Thunderbird (8) 2-dr. hard- 
top, $4,200* (ps); Country Sedan (8) 
4-dr., $2,040. 

59 Thunderbird (8) 2-dr. hardtop, $3,- 
404* (ps); Galaxie (8) 2-dr, Victoria, 
$1,900* (ps); conv., $1,850* (ps); 
Fairlane 500 (8) conv., $1,850* (ps); 
Country Sedan (8) 4-dr., $1,850*, $1,- 
835* (ps), $1,800*; Custom 300 (8) 
2-dr., $1,500*; Ranch Wagon (8) 4- 
dr., $1,500. 

’58 Thunderbird (8) conv., $2,610* (ps); 
2-dr. hardtop, $2,565* (ps); Fairlane 
500 (8) 4-dr. Victoria, $1,770* (ps), 
$1,250* (ps); 4-dr., $1,060*; Country 
Sedan (8) 4-dr., $1,400* (ps), $1,300* 
(ps); Ranch Wagon (8) 2-dr., $1,185*. 

’57 Fairlane 500 (8) 2-dr. Victoria, 
$1,160* (ps), 2 at $1,150* (ps); 2-dr., 


$1,005*; Country Sedan (8) 4-dr., 
$1,075*; Ranch Wagon (8) 2-dr., 
$930*. 

’56 Thunderbird (8) conv., $1,700* (ps); 
Custom (8) 2-dr., $675*; 2-dr. Vic- 
toria, $550*, $425; Fairlane (8) 2-dr. 
Victoria, $650* (ps); 4-dr, Victoria, 
$590°. 

°55 Thunderbird (8) conv., $1,345* (ps); 
Fairlane (8) 4-dr., $590* (ps); conv., 
$540*; 2-dr., $475*; Country Sedan (8) 
4-dr., $560, $435*; Custom (8) 4-dr., 
$435*, $390*, $315; Main (8) 4-dr., 
$340. 

54 Custom (8) 2-dr., $300; Crest (8) 
Skyliner, $250; 2-dr. Victoria, $195. 


53 Crest (8) 2-dr, Victoria, $385*, $145* 
(ps); Main (8) 2-dr., $135. 
"49 Custom (8) 2-dr., $155. 
HENRY J—’51 2-dr., $150. 
HODSON—’55 Hornet 2-dr. hardtop, $405* 


(ps). 
LINCOLN —'58 Premiere 2-dr. hardtop, 
$2,300* (ps). 
'57 Premiere 2-dr. hardtop, $1,690* 
(ps). 


’56 Premiere 2-dr. hardtop, $1,285* (ps), 
$1,275* (ps), $750* (ps); 4-dr., $900* 
(ps). 

MERCURY — '57 Monterey 4-dr. hardtop, 


$960*; 2-dr., $835°*. 

’56 Montclair 2-dr. hardtop, $780*; conv., 
$635* (ps); Monterey 2-dr., $700* 
(ps); 4-dr. hardtop, $545*; Custom 
2-dr. hardtop, $585*; Medalist 4-dr., 
$460". 

’55 Monterey 2-dr., $475* (ps), $355*; 
Montclair 2-dr. hardtop, $465*; Cus- 
tom 2-dr., $395*. 

’54 Monterey 2-dr., $395* (ps), $380, 
$350* (ps); conv., $320 (ps). 

’51 Monterey 2-dr., $100*. 

OLDSMOBILE — '58 (98) conv., $1,745* 
(ps); 4-dr., $1,560* (ps). 

’57 (88) Super 2-dr. Holiday, $1,400* 
(ps), $1,145* (ps); 4-dr. Holiday, $1,- 
125* (ps); (88) 2-dr. Holiday, $975* 
(ps). 

*55 (98) 2-dr. Holiday, $685* (ps), $595* 
(ps); (88) 2-dr, Holiday, $675*; (88) 


Super 2-dr. Holiday, $485* (ps). 
53 (88) Super conv., $190*. 
PACKARD—'55 Clipper 4-dr., $350*. 
PLYMOUTH—’'59 Suburban (8) 4-dr., $1,- 
830*; Belvedere (8) 4-dr., $1,500*° 
(ps). 
58 Suburban (8) sport 4-dr., $1,565* 
(ps); Belvedere (8) conv., $1,200*; 2- 
dr. hardtop, $1,190* (ps); Savoy (8) 
4-dr., $925* (ps). 
'S7 Suburban (8) Custom 4-dr., $985*; 
Plaza (6) 2-dr., $595. 
'56 Suburban (8) Custom 4-dr., $725* 
(ps); Belvedere (8) 4-dr. hardtop, 
$500". 


ADVERTISEMENT 
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For their beauty alone, Childers 
Carports are one of the best invest- 
ments you can make to increase sales 
and profits. 

But Childers Carports do far more 
than turn an ordinary-looking lot into 
an inviting, exciting outdoor showroom. 


Childers Carports actually pay for 
themselves in savings on clean up costs 
and light bills. 


Clean Your Cars Only Once 

Childers Carports shield your cars 
from rain, sleet, snow and dust. As a 
result, you often clean your cars only 
once before they’re sold. 

The money you now spend to wash, 
clean and wax your cars over and over 
again can quickly amount to more than 
the small cost of your Childers Carports. 


Cut Light Bills Up To 50% 


At night, when most car buyers are 
looking, Childers Carports concentrate 





Childers Ca: 
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, 040*; Two-ten (6) 4-dr., $925*, 700; 4-dr. Victoria, $1,930* (ps), $1,- 
VALIANT—’60 Valiant (6) 4-dr., $1,740. ’56 Two-ten (8) sport sedan, $675*; 2- 920* (ps); 4-dr., $1,910*, $1,905* | PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
MISCELLANEOUS—'59 Chevrolet (6) El dr., $650%, $600, $560; station wagon, (ps); Custom 300 (8) 2-dr., $1,380, 360° (pe), $1,355%, 2 at $1,325°, $1,- 
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'S7 Chevrolet (6) %-ton pickup, $900; dr., $450. 'ST Fairlane 500 (8) conv., $1,165* (ps); Suburban (8) 4-dr., $975°, $840° (ps), 
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’56 Ford (8) F-100 pickup, $805; Chev- $390*; Two-ten 4-dr., $155°, $900* (ps); Ranch Wagon (8) 2-dr., (Continued on Page 52, Col. 1) 





with colorful Panorama Trim give your | lot 
look of stability and permanence. 


i attached. A oe day or night 


showcase. Childers Carports also 


available in other 


trim styles. (See photos below.) 


Now! Make Your Lot A Profitable 365-Day ‘Showroom’ 
With Childers Carports That Pay For Themselves 


By slashing expensive clean up costs and light bills, eye-catching 
Childers Carports easily save you their small cost of as little as 5c per car per day! 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 


Take advantage of Childers special 
payment e for car dealers. Pay 


for your Childers Carports in four 
equal monthly payments! 





ur lights directly onto your cars. 
ore nit bills are cut up to 50%. Profits 
go up. 

Attract More Prospects 

Just look at the photo above and 
you can see why more pe are 
attracted to this outdoor wroom. 
More prospects mean more sales. More 
sales mean more profits. 


Why Dealers Praise Them 


Here are some additional reasons 
why hundreds of dealers in 40 states 
consider Childers Carports one of the 





Choose The Trim That You Prefer: 





Continental Trim on Childers Suueees's adds 


a distinctive a to your lot. Trim 
finished in white enamel or factory 
Bonderized—ready to paint! 





Carports gives a 
modern look to your lot. Easy 
America’s lowest cost perma- 

Sood aubdeal neuneaiunt 


Thinline Trim on Childers 
— 


best investments any dealer could 
make: 


1. Make every day a selling day. 

2. Let prospects trade in comfort. 

3. Bring higher prices for cars. 

4. Increase turnover. 

5. Lowest cost “showroom expansion.” 
6. Easy to move and re-assemble. 

7. Quick, low-cost installation. 


Call Two Dealers, Free! 

Childers will send you a list of 400 
happy dealers who have turned their 
lots into year-round, all-weather show- 
rooms, increased sales and decreased 
costs with Childers Carports. 

After you receive this list, call any 
two dealers. Let them tell you about 
Childers Carports in their own words. 
Send the bill for these calls to Childers. 
You'll be reimbursed promptly. No 
obligation. Mail coupon below, today! 


WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 


——- MAIL THIS COUPON nes 
Childers Manufacturing Co., 
Dept. AN-10 
3620 West 11th Street 
Houston 8, Texas 


Send me complete information and list 
of 400 dealers who have installed 
Childers Carports. 


Pa race iecbinttitinpaaiinnsiniseransepipsigemmciniancisigiin 
Name & 
Title. 


PR accents: cetsmciininiiite itd 


City. State. 


ee 


ms 
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$690* ; 4dr, hardtop, $805*; 2-dr., 


$750*, $305*. 
’55 Belvedere (8) 2-dr. hardtop, $475*. 
PONTIAC—’'58 Star Chief 2-dr. Catalina, 


$1,570* (ps); Chieftain 2-dr., $1,265* 
(ps). 

"657 Super Chief Safari 4-dr., $1,060* 
(ps); Chieftain 2-dr, Catalina, $800*. 


"56 Chieftain 2-dr. Catalina, $375°*, 

mae Chieftain 4-dr., $245*, 
AMBLER—’59 Super (6) Gross Country, 
$1,675; American (6) 2-dr., $1,250, 

NEOUS—'57 Ford F-100 pick- 

up, $675. 

’54 Ford F-100 \%-ton pickup, $250, 

’53 Chevrolet 3100 %-ton panel, $115. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday, Prices are for sale 
of May 9, Receipts were lower again this 
week due to the scarcity of nice grade A 
cars. The market was steady with last 
week’s prices. Buyers were cautious and 
feeling their way when bidding on mediocre 
units and year models under 1958s, Sold 
145 cars from 185 consignments. 


BUICK—’'57 Special 2-dr., $870*; 4-dr., 
$800* (ps). 
7 a 4-dr. Riviera, $790*; 2-dr., 


+58 special 4-dr., $500*. 
'53 Super 2-dr. , $140°. 
CADILLAC—’56" (62) conv., $1,500* (ps). 
"54 (62) 4-dr., $510* (ps). 
"53 (60) Special 4-dr., $150* (ps). 
CHEVROLET—’60 Impala (8) 4-dr., $2,- 
200* (ps); Corvair (6) 4-dr., $1,775*. 


‘59 Bel Air (6) 4-dr., $1,525*; 2-dr., 
$1,425. 

’568 Brookwood (8) 4-dr., $1,350*; Bis- 
cayne (6) 4-dr., $1,275*; 2-dr., $1,- 


000; Biscayne (8) 4-dr., $1,250*, $1,- 
200*; Bel Air (6) sport sedan, $1,- 


190°. 
57 Bel Air (8) 2-dr., $1,070*; Bel Air 
; (6) 2-dr., $1,050*; One-fifty’ (6) sta- 
tion wagon, $875. 

'56 Two-ten (6) station wagon, $885*; 
2-dr., $635; Two-ten (8) 4-dr., $725*; 
Bel Air (8) sport sedan, $800*, $660* 
(ps); 4-dr., $770*; Bel ‘air (6) 4-dr., 


$730*; One-fifty (6) 2-dr., $645*. 

55 Bel Air (8) 4-dr., $675°, $640°, 
$535*; Two-ten (8) 4-dr., $570*, 
$425*; Two-ten (6) 2-dr., $535; sta- 
tion wagon, $525; 4-dr., $190*%; One- 
fifty (6) 4-dr., $275. 

'54 Bel Air 4-dr., $440*, $425*, $350* 
(ps); 2-dr., $360. 


’53 Two-ten 2-dr., $140; One-fifty 2-dr., 
$100; Bel Air 4-dr., $100 
YSLER—'55 NY 2-dr. hardtop, $690*; 
Windsor 4-dr., $610* (ps), ee. (ps). 
’56 Firedome 4-dr., 
'64 Firedome 4-dr., $115* (ps). 
‘53 Power Master 4-dr., $110*. 
DODGE—’57 Coronet (8) 2-dr., $900*. 
°56 Sierra (8) 2-dr., $360. 
FORD—’60 Falcon (6) 2-dr., $1,660. 

'58 Thunderbird (8) 2-dr, hardtop, §2,- 
400* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $1,600*; 4-dr, Victoria, $1,325* 
(ps); Country Sedan (8) 4-dr., $1,400* 
(ps); Ranch Wagon (8) 2-dr., $1,200*, 
$1,035; Custom 300 (6) 2-dr., $925. 

‘57 Country Sedan (8) 4-dr., $1, 125°; 
Fairlane 500 (8) 4-dr., $1,050* 
2-dr. Victoria, $1,025*, $870* 
Fairlane (8) 2-dr, Victoria, 
Custom (8) 4-dr., '$875°; Custom (6) 
4-dr., $660. 

’56 Fairlane (8) 4-dr, Victoria, $740*; 
Custom (8) 2-dr., $675; Ranch Wagon 
(8) 2-dr., $570; Main (6) 4-dr., $435. 


+» $750*; 
Fairlane (8) 2-dr, Victoria, $625*, 
$590; 4-dr., $550*, $500* (ps), $470*, 
$435"; 2-dr., $500*; Fairlane (6) 2- 
dr., $460*; Ranch Wagon (8) 2-dr., 
$470; Custom (8) 2-dr., $370, $370*. 
"54 Crest (8) conv., $475; Crest (6) 2- 
dr, Victoria, $190; Custom (8) 2-dr., 
$410; Custom (6) 4-dr., $135*; 2-dr., 
$130; Main (8) 4-dr., $290. 


EDSEL—’59 Ranger 2-ar.. 
FORD—’60 Thunderbird (8) conv., $3,350* 


LINCOLN—'53 Capri 4-dr., $135* (ps). 
MERCURY—’58 Montclair 4-dr., $840. 


’57 Montclair 2-dr, hardtop, $765*, 
’56 Montclair 2-dr, hardtop, $680* (ps); 
Custom station wagon, $660* (ps). 
'55 Custom station wagon, $535*, 
’53 Monterey 4-dr., $135. 
NASH—'55 Statesman (6) 4-dr., 


(ps). 
54 Ambassador 4-dr., $150*. 
OLDSMOBILE — '58 (88) conv., $1,825* 
(ps); 4-dr., $1,650* (ps). 
"ST (88) Fiesta 4-dr., $1,250* (ps). 
’56 (88) 2-dr, Holiday, $900*. 
‘65 (88) 4-dr., Holiday, $460* 
2-dr, Holiday, $410*; 4-dr., $4 
"54 (88) 2-dr., $320°. 
’53 (88) 4-dr., $230°, 
PLYMOUTH—’'59 Belvedere (8) 4-dr., $1,- 
oe Suburban (8) Custom 4-dr., $1,- 


‘$3 F Plane (8) 2-dr., $535. 

'S7 Belvedere (8) 4-dr., $850*; 2-dr. 
hardtop, $830*; Suburban (6) Custom 
4-dr., $725; Savoy (8) 2-dr., $690*, 

"56 Belvedere (8) 4-dr., $700*; 2-dr., 
$550*; Suburban (8) Custom 4-dr., 
$575*; 2-dr., $400*; Savoy (6) 4-dr., 

. 


$430*. 
’55 Plaza (8) Suburban, a Beive- 
dere (8) 4-dr., $500*, $440 
54 Plaza 4-dr., $300. 
’53 Cambridge 4-dr., $160. 
PONTIAC—'57 Chieftain 4-dr., $1,000*. 
’56 Chieftain 4-dr, Catalina, $630*. 
‘65 Star Chief 2-dr. Catalina, $600*; 
Chieftain 2-dr, Catalina, $385* (ps). 
'653 Chieftain 4-dr., $110*. 
RAMBLER—’57 Super (8) Cross Country, 
$920*; Custom (6) Cross Country, 
. 


$830°. 
STUDEBAKER—’'56 Commander (8) 2-dr., 


'55 Champion (6) 4-dr., $290*. 
54 Champion (6) 2-dr., $185. 
MISOELLANEOUS—’'57 Ford %-ton pick- 
up, $760. 
’55 Dodge %-ton panel, $350. 


FLINT 


Flint Auto Auction, Sale every Wed- 
nesday, Prices are for sale of May 11, A 
continual drizzle all day dropped our per- 
centage here today to the lowest point of 
the year, Sold 226 cars from 413 consign- 
ments. 

BUICK—'59 Blectra (225) 4-dr., $2,490* 
(ps), $2,400* (ps); Electra 4-dr., $2,- 
250° (ps); LeSabre 4-dr., $2,210* 
(ps), $1,965*; 2-dr, hardtop, $2,025°; 


$175* 


(ps); 
10°. 


igarete Wagon 4-dr., $2,000* (ps). 


Super 4-dr, Riviera, $1,665* (ps); 
4-dr., $1,500*; Special 2-dr, Riviera, 
$1,365"; 4-dr., $1,225*. 


‘57 RM 4-dr. Riviera, $1,090* (ps), $1,- 
O75* (ps), $985* £8); Special 4-dr., 
$940*; 2-dr., $725 

"56 Century conv., "$830° (ps); 4-dr. 
Riviera, $800*; Super 2-dr, Riviera, 
$705* (ps); Special 2-dr, Riviera, 
$695°; 4-dr., $650*, §625*; RM 4-dr., 
$525° (ps). 

’54 Special 4-dr., $335*, $170*. 

’53 Special 2-dr., $180*. 

CADILLAC—’59 (62) 4-dr., —" (ps). 

"57 (62) 2-dr, hardtop, 

’566 (62) 2-dr. hardtop, $1, tear (ps). 


OHEVROLET—’60 Impala (8) sport sedan, 


$2,560*; 4-dr. hardtop, $2,250; Bis- 
cayne (6) 2-dr., $1,825; Corvair (6) 
4-dr., $1,645*, 


’59 Impala (8) conv., $2,205* (ps), $2,- 
200* (ps), $2,200*, $2;165; 2-dr, hard- 
top, $1,975, $1, 970* (ps); 4-dr, hard- 
top, $1,775: Parkwood (8) 4-dr., $1,- 
875* (ps), $1,875*, $1,845*; Bel Air 
(8) 4-dr., $1,840° (ps); 2-dr., $1,485; 
Bel Air (6) 2-dr., $1,545*, $1,425°; 
4-dr., $1,490*; Biscayne (6) 4-dr., 
$1,470*; 2-dr., $1,305; Biscayne (8) 
2-dr., $1,000. 

’58 Impala (8) conv., $1,750* (ps), $1,- 
420* (ps); Brookwood (8) 4-dr., $1,- 
350°, $1,310*, $1,275, $1,225; Bis- 
cayne (8) 4-dr., $1,270*; Biscayne 
(6) 4-dr., $1,225, $1,220*; 2-dr., $1,- 
155*, $1,010*; Bel Air (8) 4-dr., $1,- 
265*, $1,160*°; Two-ten (8) 2-dr., 
$1,000*. 

’57 Bel Air (8) station wagon 4-dr., 
$1,275*; sport coupe, $1,140* (ps), 
$1,100* (ps); 4-dr., $1,110* (ps); 
Two-ten (8) 2-dr., $735; One-fifty (6) 
2-dr., $725, $685. 

56 Bel Air (8) 4-dr., $985*, $915* (ps), 
$860*; 2-dr. hardtop, $835; station 
wagon 4-dr., $700*; conv., $385*; Bel 
Air (6) 2-dr., $665*; One-fifty (6) 
soaet $675, $425; Two-ten (8) 2-dr., 


’55 Two-ten (6) station wagon, $615*, 


$450*, $405*; station wagon 2-dr., 
$470°, $290; 4-dr., $435, $390°; Bel 
Air (8) 2-dr., $550*; conv., $390°; 


4-dr., $335*; Bel Air (6) 2-dr., $500. 
oA Bei Air 4-dr,, $475*; Two-ten 2-dr., 
$200; 4-dr., $175. 

SLER— 


ay” "59 Windsor 4-dr., $1,815* 

ps). 

‘58 NY 4-dr, hardtop, $1,585* (ps); 
Saratoga 4-dr., $1,170* (ps). 


’57 Saratoga 4-dr, hardtop, $1,025* (ps). 
"56 (300D) sports coupe, $1,060* (ps). 


DODGE—’59 Coronet (8) conv., $1,730* 
(ps); 4-dr., $1,230. 
’58 Sierra (8) 4-dr., od: 320* (ps); Coro- 


net (8) 4-dr., $1,200 
$1,310. 


(ps); Fairlane (6) 2-dr., $1,700; Fal- 
con (6) 4-dr., $1,670; 2-dr., $1,595, 
69 Thunderbird (8) conv., $2,975* (ps); 
Country Sedan (8) 4-dr., $1,930*; Gal- 
axie (8) 4-dr., $1,800; Fairlane (8) 
4-dr., $1,720*; Fairlane (6) 2-dr., $1,- 
385*; Custom 300 (8) 4-dr., $1,580*, 
$1,480; Custom 300 (6) 4-dr., $1,290. 
‘58 Fairlane 500 (8) 4-dr., $1,250* (ps); 
2-dr. Victoria, $1,235* (ps); 2-dr., 
$1,155*; Fairlane (8) 2-dr, Victoria, 
$1,180*; Custom 300 (6) 2-dr., $1,010, 
$920, $895; 4-dr., $945; Ranch Wagon 

(8) 2-dr., $690* (ps). 


'657 Country Sedan (8) 4-dr., $1,100* 
(ps), $1,025" (ps); Custom 300 (8) 
2-dr., $765*; Custom (8) 4-dr., $660*. 


56 Fairlane (8) 2-dr, Victoria, $815*, 
$795*; 2-dr., $795; conv., $720*, $630°, 
$60$*; Country Sedan (8) 4-dr., $785*; 
Custom (8) 2-dr., $540; Main (6) 2- 
dr., $390. 

’55 Ranch Wagon (8) 2-dr., $540*; Fair- 





Midwest Auto Auction 


Is Opened to Omaha 


OMAHA.—The Midwest Dealers 
Aute Auction has been opened by 
Hubert Monsky and Walter Louis, 
former Lincoln-Mercury dealers, 
at 919 S. 72nd St. Col. Johnny 
Woods and Col. George Work- 
man are auctioneers. 

Clyde McCreary, manager, said 
auctions will be held every Wed- 
nesday at 11:30 a.m. in new facil- 
ities which include an air-condi- 
tioned area with two rings. There 
is a hard-surface parking space 


for 600 cars in addition to 150 | pesoTO—'58 Firedome 4-dr. hardtop, $1,- 


spaces for dealers’ parking, he 
added. 








New Building for Dothan (Ala.) Auction— 


Wiregrass Auto Auction has moved into this new building at Dothan, Ala. Owned 
and operated by Clarence Manley jr., the auction features air conditioning, an exhaust 
system to remove car exhaust from the building, parking space, or fenced area for 
cars registered for sale, a restaurant, a supply shop and a ladies lounge. Manley 
also operates Four States Auto Auction at Atmore, Ala. 


lane (8) 2-dr. Victoria, $335, $305*. 
"63 Crest 2-dr. Victoria, $195, $175. 
LINCOLN—’58 Premiere 4-dr., $1,825*. 
*56 Premiere 4-dr., $600*. 
MERCURY—’58 Monterey 2-dr., $1,050*. 
’56 Monterey 4-dr., $530*; Custom 2-dr. 
hardtop, $360*. 


‘55 Monterey 2-dr. hardtop, $380; Mont- 


clair 2-dr., $290°*. 
'54 Monterey 4-dr., $130*. 


OLDSMOBILE—’59 (88) Fiesta 4-dr., $2,- 


350* (ps); 2-dr. Scenic, $2,175* (ps). 

"58 (88) Super 2-dr. Holiday, $1,815* 
(ps); Fiesta 4-dr, hardtop, 
(ps); (88) 2-dr, Holiday, $1,630 (ps), 
$1,375*. 

"ST (88) Super 4-dr, $1,225* 
(ps), $1,150* (ps). 

"56 (98) conv., $900* (ps); 
2-dr.. $835* (ps); (88) 4-dr, Holiday, 


$580*. 
"55 (88) 


Holiday, 


$1,785* 


(88) Super 





Manheim Adds Sale 


Tuesdays on June 7 

MANHEIM, Pa. — Beginning 
Tuesday, June 7, Manheim Auto 
Auction, Inc., will operate on a 
two-day-a-week schedule, Auc- 
tions will be held every Tuesday 
and Friday, 

Jacob H, Ruhl, general man- 
ager of the Manheim Auction, 
said all three auction lanes will 
operate on both days, As an extra 
incentive to kick off the first 

Ruhl said that 





(ps), 
MERCURY — 


OLDSMOBILE—’58 


PLYMOUTH—’59 Fury (8) 


2-dr. Holiday, 3; 2-dr., sday auction, 
pase. ee $1,750 in cash prizes will be 
= =) te.. oy _— am awarded to dealers who attend 

, ) 2-dr., ; 4-dr., , nin: 

PACKARD—’57 Clipper 4-dr., $600*. the opening on June 7. 
PLYMOUTH—’60 Belvedere (6) 4-dr., $2,- 
045°. 

58 Belvedere (8) 2-dr., $1,100 (ps), | DODGE—'60 Phoenix (8) 4-dr. hardtop, 

$2,470* (ps). 

"57 pearcnens (8) 4-dr., $775; Plaza (6) | ‘57 Coronet (8) 4-dr., $890* (ps). 
4-dr., $570, $450; Savoy (8) 4-dr., * Ba (8) 4-dr., $590°, $450*; 2- 
$475*. $440*; Coronet (6) 2-dr., $290. 

'55 Savoy (6) 2-dr., $295* (ps). EDSEL "58 Pacer 4-dr. hardtop, $890*. 

PONTIAC —'’60 Catalina 2-dr., $2,555* | FORD—’'60 Galaxie (8) conv., $2,285*; 
(ps). Falcon (6) 2-dr., $1,600. 

’59 Star Chief 4-dr., $2,225* (ps); 4-dr. ’59 Thunderbird (8) conv., $3,000* (ps); 
Vista, $2,180* (ps), $2,025* (ps). 2-dr. hardtop, $2,885* (ps), $2,800* 

’57 Chieftain 2-dr., $870*; 4-dr., $825*; (ps); Country Sedan (6) 4-dr., $2,- 
Star Chief 4-dr., $805*. 225* (ps); Country Sedan (8) 4-dr., 

"56 Star Chief 4-dr, Catalina, $650* $1,725*, $1,710*, $1,575*; Country 
(ps); 4-dr., $590*; 2-dr. Catalina, Squire (8) 4-dr., $2,025* (ps); Galaxie 
$475*; Chieftain 2-dr., $360*. (8) 2-dr. Victoria, $2,015* (ps), $1,- 

’55 Chieftain 4-dr., $220*. 925* (ps); Fairlane (8) 2-dr. Victoria, 

’53 Chieftain 4-dr., $110. $1,775*; 4-dr., $1,420*; Custom 300 

RAMBLER—’59 Super (8) 4-dr., $1,725* (6) 2-dr., $1,330, $1,230. 
’58 Thunderbird (8) 2-dr, hardtop, $2,- 


(ps). 
STUDEBAKER — '59 a (6) station 665* (ps), $2,600* (ps); Fairlane (8) 


wagon 2-dr., $1,4 4-dr. Victoria, $1,500*; 4-dr., $950*; 
MISCELLANEOUS— oS Ford %-ton panel, Fairlane (6) 2-dr. Victoria, $1,100; 
$550. Country Sedan (8) 4-dr., $1,075*; Cus- 

’57 Chevrolet %-ton pickup, $800. tom & 2-dr., $1,075", $1,005*, $960", 


"50 Chevrolet %-ton pickup, $100. '900*. 
’57 Fairlane (8) conv., $1,125* (ps); 2- 


dr. Victoria, $975* (ps); 4-dr. Vic- 
BORDENTOWN, N. J. toria, $915* (ps); 4-dr., $850*; Coun- 
try Squire (8) 4-dr., $ *; Custom 
National Auto Dealers Exchange. Sale 2 ’ 
every Thursday. Prices are for sale of ae $810*, $690; 4-dr., $800*, 


May 12. Once again the selection of clean, 
sharp cars on this type merchandise, while 
average cars took a slight dip. Increasing 


*56 Fairlane (8) 4-dr., $700* (ps), $610* 
(ps), $575* (ps); 2-dr., $550; Custom 


* 
demand for both convertibles and station tn ne $695°, $635°, $445°, 
wagons. Sold 78 percent of 633 consign- HUDSON—’54 Hornet 2-dr., $225° 
ments. LINCOLN — '58 Premiere 2-dr. hardtop, 
a ecans 2-dr. hardtop, $2,- $2,275* (ps); 4-dr. hardtop, $1,850* 

“ (ps). (ps). 

’59 LeSabre 4-dr. hardtop, $2,125* (ps); ’56 Premiere 4-dr., $1,000* (ps), $825* 
4-dr., $2,107* (ps). (ps). 

"58 Super 2-dr., $1,765* (ps); 2-dr. Riv- | wmERCURY—’58 Commuter 4-dr., $1,260* 
fera, $1,400*, $1,230*; 4-dr., $1,400* (ps); Montclair 4-dr., $1,200*; 4-dr. 
(ps), $1,300*. hardtop, $1,150*; 2-dr., $1,070*. 

’57 RM 4-dr. Riviera, $1,150* (ps); ’57 Montclair 4-dr. hardtop, $985* (ps); 
Special 2-dr. Riviera, $1,065* (ps), conv., $660* (ps); Monterey 4-dr. 
$1,000* (ps); Century 4-dr. Riviera, hardtop, $975*; 2-dr. hardtop, $975*; 
eee (ps); Super 4-dr, Riviera, 2-dr., $750, $625. 

975* (ps). OLDSMOBILE—’58 (88 2-dr. Holiday, 

’56 Special 2-dr. Riviera, $690*; Cen- $1,635* (ps), $1,015% (ps); 4-dr. Hon. 
tury 4-dr. Riviera, $645*; Super 4-dr. day, $1,600* (ps), $1,575* (ps); 4-dr., 
corer t oe (ps); 2-dr. Riviera, $1,580* (ps), $1,550* (ps). 

ps). 5 -dr., $1,375* ; (98) 4- 

’55 Super 2-dr., $590* (ps); Century Oe goeoe dat? feds. 5eb6= tia); 
4-dr. Riviera, $525* (ps); RM 2-dr. (88) 4-dr., $1,050* (ps), $960* (ps); 
Riviera, $400° (ps conv., $1,045* (ps), 


). 
CADILLAC—’ 59 (62) 4-dr. hardtop, $3,- 56 (98) conv., $900* (ps), 


CHRYSLER—'56 Windsor 4-dr, 


D O D G E—’54 Meadowbrook (6) 
FORD—'60 Fairlane 500 (8) 


$3,300* (ps); Galaxie (8) conv., $2,- 
400* (ps), $2,265* (ps); 4-dr. Victoria, 
$2,300* (ps); Fairlane 500 (8) 2-dr., 
$1,950* (ps); Falcon (6) 4-dr., $1,750; 
2-dr., $1,600, 

"59 Thunderbird (8) conv., $3,065* (ps); 
2-dr, hardtop, $2,450* (ps); Galaxie 
(8) conv., $2,000* (ps); 4-dr., $1,850* 


(ps); Custom 300 (8) 2-dr., $1,235; 
Custom 300 (6) 4-dr., $1,150*; 2-dr., 
$1,125, $1,105. 


’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
205* (ps), $1,065; Fairlane (8) 2- 
dr. Victoria, $1,155* (ps); Custom 300 
(8) 2-dr., $925*, 

’57 Fairlane 500 (8) 4-dr., $925* (ps); 
Ranch Wagon (8) 2-dr., $775* (ps); 
Custom (6) 2-dr., 

56 Parklane (8) 2-dr., $715* (ps); Fair- 
lane (8) 4-dr., $705* (ps); Custom (8) 


4-dr., $525° 
$410; Main (6) 


’55 Custom (8) 4-dr., 
2-dr., $265. 
’54 Country Sedan (8) 4-dr., $410. 


IMPERIAL—’60 Crown 2-dr. hardtop, $4,- 


° 

’58 Standard 4-dr., $900* 
(ps). 

’57 Monterey 2-dr., $725, $650, 

’55 Monterey station wagon, $505* (ps). 

’54 Monterey 4-dr., $325. 

’51 Monterey 2-dr., $155, 

(88) 
$1,080*; 4-dr., $1,075*. 

’57 (88) Fiesta, $1,060* (ps), 

’56 (98) 4-dr, Holiday, $850* (ps); (88) 
Super 4-dr, Holiday, $760* (ps); (88) 
2-dr, Holiday, $500*. 

4-dr., $1,- 


500* (ps); Savoy (6) 2-dr., $915, 


2-dr. Holiday, 


’68 Belvedere (8) 2-dr, hardtop, $1,- 
090* (ps). 
’57 Belvedere (8) 4-dr., $825*, 
’56 Belvedere (6) 4-dr., $515*; Savoy 
(6) 2-dr, hardtop, $510*, 
PONTIAC—’56 Star Chief 2-dr. Catalina, 
$750* (ps); 4-dr, Catalina, $710*, 
$700*; Chieftain Safari 4-dr., $590* 
(ps). 
RAMBLER—’60 American (6) 4-dr., $1,- 


560. 
’58 Ambassador (8) Cross Country, $1,- 


250° (ps). 
SYRACUSE, N. Y. 


Syracuse Auto Auction. Sale every Wed- 


nesday. Prices are for sale of May 11. 
BUICK—’57 Special conv., $745*. 


’55 Super 4-dr., $480* (ps), $425* (ps). 


CADILLAC—’56 (62) 4-dr., $1,430* (ps). 


’53 (62) 4-dr., $120* (ps). 
CHEVROLET—’60 Impala (8) 4-dr., $2,- 
400* (ps). 
"58 Bel Air (8) 4-dr., $1,255*. 
57 Bel Air (8) 4-dr., $1,210*, $1,040*; 
Two-ten (6) station wagon, $790*. 


’56 Two-ten (8) station wagon, $720*. 

’55 Two-ten (8) station wagon, $720*; 
4-dr., $460*; Two-ten (6) 2-dr., $500; 
station wagon, $485*; 4-dr., $375; Bel 
Air (8) 4-dr., $550, $520*; Bel Air (6) 
2-dr., $350. 

'54 Bel Air 2-dr., $325*; 4-dr., $180. 

’53 Bel Air 2-dr., $200. 

hardtop, 

$765* (ps). 

‘54 Firedome 4-dr., (ps). 
2-dr., 


$2,- 


$105* 

$130; 4-dr., $125*. 

2-dr., 
380* (ps). 

58 Fairlane 500 (6) 4-dr., $1,100* (ps). 

’57 Custom (8) 4-dr., $1,000*; 2-dr., 
$605*, $495; Custom (6) 2-dr., $540. 

56 Country Sedan (8) 4-dr., $715*. 


’55 Fairlane (8) 4-dr., $480*, $310*; 
Custom (6) 4-dr., $225*, 

’54 Crest (8) conv., $465; Custom (8) 
4-dr., $295". 

"53 Custom (6) 2-dr., $140. 


MEROURY—’57 Monterey 4-dr., $950*. 


’55 Monterey 4-dr., $455*, $430*; Cus- 
tom station wagon, $255*, 
’54 Monterey 4-dr., $450*; 2-dr., $170 
(ps). 
OLDSMOBILE—’57 (88) 2-dr., $800*. 
"54 (88) 2-dr., $250*, 
PACKARD—’55 Panama 2-dr., $165*. 
PLYMOUTH—’59 Savoy (8) 4-dr., $1,700*. 


58 Plaza (6) 4-dr., $750*, 
’57 Savoy (8) 2-dr., $705*, 
’56 Plaza (6) 2-dr., $325. 

55 Plaza (8) 4-dr., $350*. 


PONTIAC—'57 Chieftain 4-dr. +» $750*. 


’56 Star Chief 2-dr. Catalina, $650*, 


RAMBLER—’59 American (6) 2-dr., ‘$1,- 


690° (ps). PACKARD—’54 Clipper 4-dr., $110* (ps). 
’57 (62) Coupe de Ville, $2,300* (ps); ae 8) «x 2,585* 
(0) pedal 4dr. haste, 91,0009 | ce FO) conv., SEE 
(ps). 59 Belvedere (8) 4-dr., $1,380* (ps), 
’56 (60) Special 4-dr., $1,275* (ps); (62) $1, 300*; 2-dr., ea’ 050°; ir (8) 2- 
4-dr., $1,050* (ps). $880". 
‘55 (62) 4-dr., $890° (ps). 58 Plaza (6) 2-dr., $700; Plaza (8) 2- 
54 (62) 4-dr., $720* (ps). dr., $620*; Savoy (6) 2-dr., $575, 
CHEVROLET—’60 Impala (8) 2-dr. hard- 57 Fury (8) 2-dr., $1,150" (ps); Savoy 
be $2,325"; Parkwood (6) 4-dr., §2,- (8) 2-dr. hardtop, $810*; 4-dr., $650*; 
od Belvedere (6) 2-dr, hardtop, $755*; 
eo ° a: ae (pe), 9. 4-dr., $725"; Suburban (8) 4-dr., 
PS), 94, ps); 2-dr. hardtop, *; 2-dr., *; Plaza (6) 2-dr., 
$2,025, $1,970" (pe); “4-dr._ hardtop, — es) 
1,900° (ps), ,800*; Impala (6) 4-| poNTIAC—’59 Bonneville sport coupe, 
dr. hardtop, $1,975* (ps); Parkwood $2,435* (ps); Star Chief 4-dr, Vista, 
(6) 4-dr., $1,700*; Bel Air (6) 4-dr. $2,310* (ps); Catalina 4-dr, Vista, 
hardtop, $1,610*; 4-dr., $1,680* (ps), $2,050* (ps); 2-dr., $1,935* (ps). 
$1,610° (ps); 2-dr., $1,400°; Bel Air) +58 Chieftain 4-dr., $1,575* (ps); 4-dr. 
(8) 2-dr., $1,600; 4-dr., $1,575*; Catalina, $1,370* (ps); 2-dr., $1,200* 
Brookwood (6) 4-dr., $1,650; 2-dr., (ps), $1,115*, $1,100*; Super Chief 
$1,510*; Biscayne (6) 4-dr., $2,580*; 4-dr, Catalina, $1,550* (ps). 
2-aF., $1,470", $1,45$*, $1,330°, $1,-| +57 Chieftain 4-dr, Catalina, $920*. 
RAMBLER—’59 Super 4-dr., $1,560*; 4- 
58 Impala (8) 2-dr. hardtop, $1,735* dr. hardtop. $1.580°. 


(ps), $1,670* (ps), $1,665* (ps), $1,- 
625*; 2-dr. hardtop, $1,610* (ps), $1,- 
425°; conv., $1,635* (ps); Impala (6) 


’58 Custom (6) 4-dr., $1,210*. 
STUDEBAKER—’59 Deluxe (6) 2-dr., $1,- 
170*, $1,100. 


conv., $1,675; Brookwood (8) 4-dr., 56 Champion (6) 2-dr., $475*. 
$1,530%, $1,160*; Brookwood (6) 4-dr., aes 
$1,325°; Bel Air (8) 2-dr. hardtop, MISCELLANEOUS — 55 Dodge %-ton 
$1,465* (ps), $1, (370; 4-dr., $1, -A0° panel, $380°*, 
(ps), $1,135* (ps), $1,100* (ps); 4-dr 
hardtop, $1,390° (ps); Bel Air (6) - DAYTONA BEACH, FLA. 
. - 

sis, ea yar wat. 2.’ ee Hy dé Florida Auto Auction. Sale every Tues- 
275*, $1,270, $1,265, $1,200*; Sitatas day. Prices are for sale of May 10. 
(6) '2-dr., $800, $550; Delray (6) 4- BUICK—'87 Special 4-dr, Riviera, $680° 
dr., $985. (ps). 

OHRYSLER—’60 Windsor 4-dr., $2,550* "54 RM conv., $425* (ps); Super 2-dr. 
(ps). Riviera, $280* (ps). 


’57 Windsor 2-dr. hardtop, $1,510* (ps). 
’56 Windsor 4-dr., $440*° (ps). 
’53 NY 2-dr., $100°*. 


CADILLAC—’60 (62) conv., $4,800* (ps); 
2-dr. hardtop, $4,350* (ps). 

’59 de Ville 2-dr. hardtop, $3,690* (ps); 

(62) 2-dr. hardtop, $3,620* (ps); 4-dr., 


420* (ps). $3,300* (ps), 
’S7 Fireflite 4-dr. hardtop, $1,037* (ps). 58 (62) conv., $2,685* (ps); 4-dr., $2,- 
56 Fireflite conv., $710* (ps); Firedome 525* (ps). 
4-dr. hardtop, $670* (ps); 4-dr., $550*. °ST (62) 4-dr., $1,850* (ps), 
"55 (62) 4-dr., $810° (ps). 
OCHEVROLET—’60 Kingswood (8) 4-dr., 


$2,450* (ps); Parkwood (8) 4-dr., $2,- 
200 (ps); Corvair 700 (6) 4-dr., $1,- 
690*; Corvair 500 (6) 4-dr., $1,500. 

*59 Impala (8) conv., $2,165* (ps); 
sport sedan, $1,800* (ps), $1,690* 
(ps); 4-dr., $1,765* (ps); Nomad (8) 
4-dr., $1,965* (ps); Bel Air (8) 4-dr., 
$1,565* (ps), $1,540* (ps); Biscayne 
(8) 4-dr., $1,375*, $1,300*, $1,290". 

’58 Bel Air (6) 4-dr., $1,225* (ps); Bel 
Air (8) conv., $1,200; Biscayne (8) 4- 
dr., $1,110; Delray (6) 4-dr., $700. 

57 Bel Air (8) conv., $1,220*; sport 
coupe, $1,190*; sport sedan, $1,110*; 
Two-ten (8) 4- “dr., $790*. 

'56 Bel Air (8) 4-dr., $880* (ps). 

55 Bel Air (8) sport coupe, $550° (ps); 
Two-ten (6) sport coupe, $335* 

54 Bel Air 2-dr., $410; 4-dr., $280*. 

’53 Bel Air conv., $105*, 

*48 2-dr., $200. 

OCHRYSLER—'57 

$950* (ps); $900* 


(ps). 
°55 Windsor Town & Country, $525* 
(ps); (300) 2-dr, hardtop, $500* (ps). 
’52 4-dr., $145* (ps). 
DeSOTO—’'54 Firedome 4-dr., $250* (ps). 
DODGE—’60 Matador (8) 2-dr, hardtop, 
$2,220* (ps). 
’50 4-dr., $260°. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 


Saratoga 4-dr. hardtop, 


NY 2-dr, hardtop, 


CADILLAC—'57 (60) 


010. 
’57 Deluxe (6) 4-dr., $600*. 
’55 Super Cross Country, $355*. 


MISCELLANEOUS — '57 Chevrolet panel, 


$435. 
’56 Chevrolet carryall, $445, 


MASON CITY, IA. 


Central States Auto Auction, Sale every 


Wednesday. Prices are for sale of May 11. 
Steady on most models, sharp ’54s, 
’56s getting scarcer, Big demand for hard- 
tops and convertibles, Sold 77.5 percent of 
195 consignments, 


BUICK—’58 Special 4-dr. Riviera, $1,375; 


"55s, 


4-dr., $1,350* (ps); 2-dr, Riviera, $1,- 


190. 
"57 Century 4-dr, Riviera, $1,010*. 
‘56 Special 2-dr. Riviera, $660* 


RM 4-dr., $660* 
Special 4-dr, hard- 


(ps); 


top, $2,200* (ps). 

OHEVROLET—’59 Impala (8) 2-dr. hard- 
top, $2,050* (ps), §1,950*; Bel Air 
48) 4-dr., $1,675*, $1,400; '2-ar., $1,- 
295*; Bel Air (6) 4-dr., $1,595*; Bis- 
cayne (6) 4-dr., $1,550; Brookwood 
(6) 4-dr., $1,480. 

’58 Bel Air (8) 4-dr., $1,400* (ps), $1,- 
200*; Biscayne (6) 4-dr., $1,100, $975, 
$950. 

’57 Bel Air (8) 4-dr., $1,240*; Two-ten 
(8) station wagon 4-dr., $870, 

’55 Bel Air (6) 4-dr., $565*, $560. 

CHRYSLER—’58 Saratoga 4-dr., $1,250* 
(ps). 

DODGE—’'57 Royal (8) 2-dr. ne 
$990*; Coronet (8) 4-dr., $925 

FORD—’59 Galaxie (8) conv., $2, 290: 4- 
dr, Victoria, $2,000* (ps): 4-dr., ‘$1,- 


905* (ps); Fairlane 500 (8) 2-dr, Vic- 
toria, $1,750° (ps); Fairlane (8) ‘4-ar., 
$1,460*; Country Sedan (8) 4-dr., $1,- 
655* (ps). 
'58 Fairlane 500 (8) skyliner, $1,540*° 
(Continued on Page 54, Col, 3) 





Danville Auction Stages 


Two Sales Each Week 


DANVILLE, Va.—Danville Auto 
Auction now is conducting two 
sales each week. They are held 
Monday night and Wednesday. 
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A Look at Leasing... 


60 Unit-Value Survey 
Launched by AALA 


had recommended to Congress that 
capital gains on depreciable assets 
be eliminated entirely. 
“Spokesmen for various groups 
had attacked the proposal on the 
ground that the government should 
be taking more steps to ease the 
present tax treatment of deprecia- 
tion instead of trying to tighten 
up the laws,” Brockman said. 
* * * 


White Called Top U. C. Color 
HITE is the body color that 
currently gets the best price in 


HE “1960 Unit and Value Sur- 

vey” of members has been 
launched by the American Auto- 
motive Leasing Assn., which at the 
present has about 60 affiliates. 

The questionnaire mailed to mem- 
bers asks: 

1, What is the total number of 
vehicles your firm leases; how 
many are cars, trucks? 

2. How many of the cars are in 
the low-priced three, the medium 
and luxury classes? How many are 
in the compact or imported-car 
field? 

3. How many of these are main- 
tenance-type leases, nonmainte- 
nance or finance or truck-lease 
types? 

4. What is the percentage break- 
down of cars leased to individuals? 
Corporations? 

5. Do you lease cars in Mexico, 
Canada? 

6. What is the total estimated 
value of your leased fleet in dol- 
lars at the time the vehicle is put 
into service? 

7. Do you have an affiliated new- 
car dealership? 

Members also are asked their 
views on what the small car will 
do to the used-car market for late- 


model used cars. 
* cd ca 


AALA Seeks 100 Members 


AVID S. BROCKMAN, AALA 
president, said the association 

has set a goal of 100 members for 
1960 and announced that Arno Neu- 
ber, Merchantville, N. J., has been 
named chairman of the national 
membership committee. 

Other committee members are 
Harold Draper, Saginaw, Mich.; 
Allan Garfield, San Francisco; 
W. F. Paetzhold, Portland, Ore,; 
M. C. Gale, Hempstead, N. Y.; 
Stanley Krisher, Philadelphia; 
George F. Sheffler, Cleveland; 
Louis J. Maher, Dallas, and Harry 
S. Murray jr., Midland, Tex, 

Brockman also reported that the 
AALA and other business groups 
had succeeded in convincing the 
House Ways & Means Committee 
to delay until 1961 a bill which 
would have tightened the tax treat- 
ment on the sale of depreciable 
items. 

He said the Treasury Department 
































































S-P to Continue 
‘Tailoring’ Lark, 
Hardig Says 


SOUTH BEN D.— “Personalized 
performance” igs a feature of the 
Studebaker Lark that will be con- 
tinued by Studebaker-Packard 
Corp. engineering 
research, accord- 
ing to E. J. Har- 
dig, chief engi- 
neer. 

Hardig said 
personalized per- 
formance means 
the car ig me- 
chanically cus- 
tomized to the 
purchaser’s type 
of driving and 
geographical loca- 



















tion. 

“Lark purchasers are offered a 
choice of 21 combinations of en- 
gines, transmissions and rear-axle 
ratios,” he said. “Axle ratios, the 
largest number offered among all 
compact cars, provide for top per- 
formance in any type of terrain.” 

In level country, Hardig pointed 
out, engine-power demands are re- 
duced and a lower numerical] axle 
ratio will provide satisfactory per- 
formance and maximum economy. 
In mountainous terrain and in 
urban areas, he added, engine- 
power demands are increased and 
the advantages of a higher numeri- 
cal axle ratio will afford maximum 
performance, 

In general, if a customer desires 
maximum economy and is not too 
interested in maximum engine per- 
formance, a lower axle ratio is 
recommended, he said, and when 
maximum engine performance is 
desired rather than economy, a 
higher axle ratio igs best. 





RINSHED-MASON COMPANY 


Detroit 10, Michigan « 
Windsor, Ontario, Canada 


the used-car market, George Wil- 
son, fleet-operations manager of 
Service Leasing Corp., told the New 
York Chapter, National Assn. of 
Fleet Administrators. 

“I found during a recent study 
of late-model cars offered at 
used-car auctions that white was 
the most preferred color from the 
standpoint of resale value,” he 
said. “Next was blue, then red, 
and then green.” 

Wilson said the “strongest dis- 
like” was gray and metallic colors. 
The four-door sedan is the most 
popular with used-car dealers, he 
added. 


* * * 


NCRS Adds 100 Officers 
ATIONAL CAR RENTAL SYS- 
TEM, INC., Minneapolis, added 

100 offices throughout the country 

in the first three months of 1960, 

compared with 105 for all of last 


Now... AUTOMOTIVE/MARINE GRADE PER-MAX ENAMELS 
TO BRUSH, ROLL OR SPRAY ON ANY SURFACE 


Use AN R-M TiINTOMETER and the doors to new business swing wide open to you. 
Add profitable marine, household, and commercial paint volume. 

BrusHING PeR-Max colors are available from thousands of top-quality auto- 
motive formulas. Brush it on! Roll it on! Spray it on! Sell beautiful automotive 
colors for wood or metal, interior or exterior, on boats, industrial equipment, 
for outdoor furniture, mobile homes, automobile trailers, farm equipment, lawn 
mowers, bicycles, appliances, or any home surface —even kitchen or bathroom walls! 


SEE youR R-M JOBBER Now! 





Anaheim, California 


WOLVERINE FINISHES CORP. 


Morganton, N. C. 


year, according to K. C. Glaser, 
president. 

The firm coordinates advertis- 
ing, promotion and reservations 
for independently owned and op- 
erated car-rental outlets. 

Glaser said the firm now has 800 
offices in the United States, Canada 
and 30 other countries, and expects 
to have 1,000 by the end of this 


year. 
* *« * 


Ryder Building in Atlanta 
YDER TRUCK RENTAL, a 
division of Ryder System, Inc., 

is building a $150,000 district and 

branch office at 2035 Hills Ave., 

N.W., Atlanta. 

L. F. Hunter jr., district manager, 
said the new facility will have 9,000 
square feet of space and will in- 
clude an air-conditioned motor re- 
pair, paint and body shop. 

The firm leases 650 cars and 
trucks in the Atlanta area, he said. 


© Grand Rapids, Michigan 


53 


Georgia Dealer 
Owes State $5,991 


ATLANTA. — The Georgia Court 
of Appeals has ruled that Ben Jes- 
sup, a Cochran automobile dealer 
and'a former member of the State 
Legislature, owes the state $5,991 
in back sales taxes. 

Superior Judge J. K. Whaley had 
set the figure at $1,118 after State 
Revenue Commissioner Dixon Ox- 
ford filed suit, seeking $9,725 in 
taxes, penalties and interest. 

Judge Whaley rejected most of 
the Revenue Department’s assess- 
ment on ground the statute of limi- 
tations had expired. He also ab- 
solved Jessup of conspiracy to 
defraud the state, thereby voiding 
a 50 percent fraud penalty sought 
by the state. The appellate court 
ruled the statute of limitations had 
not expired on any of the bill. 





See how your paint business can GROW 
with an R-M TINTOMETER 
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$285*, $275*, $270*, $250°; 2-dr, hard- 
top, $470*, 
’54 Monterey 4-dr., $300*; 2-dr., $160*. 
*53 Monterey 2-dr., $130*, 
"51 Monterey 4-dr., $155*, 
OLDSMOBILE—’56 (98) 2-dr. Holiday, 
Scape (ps); (88) 2-dr., $620*; 4-dr., 
"55 (88) 4-dr., $515* (ps), $495* (ps); 
(Continued from Page 52) 2-dr. Holiday, $435*; conv., $405¢ 
(ps); 4-dr, Victoria, $1,250; 4-dr., $1,- 300 (8) 4-dr., $1,280*; 2-dr., $1,250*. 
285, $1,190*; Fairlane (8) 2-dr., ‘58 Fairlane 500 (8) conv., $1, 590°, $1,- (98) 4-dr., $325* (ps); (88) 4-dr. 
$975*; Country Sedan (8) 4-dr., $1,- 355*; 4-dr, Victoria, $1, '390* (ps); 4- $135*. : 
405*; Custom 300 (8) 4-dr., $970*, dr., $1, 025°; Custom 300 (6) 4-dr., "53 (88) 4-dr., $165*. 





S &S CLIP-ON THE WORLD’S 
ONLY ALL RUBBER CLIPS. 
No matring or scratching the 
bumpers & no springs to pinch 

the fingers. 


“WORKS AS SMOOTH AND SLICK AS THE FUR 
ON A MOUSES BELLY” 

THE ONE CLIP IS MADE DOUBLE- ONE 
FOR THE FINGER & THE OTHER CLIPS 
ON BUMPER. ASK YOUR SPECIALTY 
SALESMAN TO SHOW YOU THE S&S 
CLIP-ON. IF HE DOESN’T 

CARRY THEM- PLEASE 


WRITE DIRECT TO 
FACTORY 


128 HARDING AVE. N.E. 
MASSILLON, OHIO 


“CHILDERS CARPORTS HAVE INCREASED BUYING TRAFFIC on our 
lot,” write Harry and Robery Vallery of Clarence Vallery Sons, Inc., Wav- 
erly, Obio. “We sincerely eve that Childers Carports will help any 
dalle keep bis cars clean and ran ” Read how easily you can 
put Childers Carports to work for ‘you om Page 51. 





MAKE EXTRA PROFITS—SELL FAST MOVING 
Sidles Custom Made 
AUTO SUN SHADES 


For Station Wagons and Passenger Cars 


"They take the Sizzle out of the Sun" 


3% Keeps Cars and Wagons as much as 15 degrees cooler by blocking out the 


Sun's rays. 
3 Keeps outsiders from seeing in, yet gives excellent visibility and ventilation. 


¥%& Greatly improves air conditioning efficiency. 
% Complete stock of custom made shades for all popular 1955 through 1960 


model cars and wagons. 
tk FAST SERVICE—we ship the same day your order is received. 


* 


iS HADESGCREEN) 
5 Gone" 


Trademarks Kaiser Aluminum & 
Chemical Corp. 


SIDLES MANUFACTURING CO. 


“The Originator of Auto Sun Shades" 
2005 West Ave. D TEMPLE, TEXAS 





ORDER TODAY... 


from your jobber or write direct for 
free catalog and price lists. 


P. O. Box 3537 





$880. 

"57 Country Sedan (8) 4-dr., $1,130*; 
Fairlane 500 (8) 4-dr., $1,020, $980; 
Custom 300 (8) 2-dr., $900; Custom 
(6) 2-dr., $660, 

’56 Ranch Wagon (8) 2-dr., $630; Coun- 
try Sedan (8) 4-dr, (9 pass.), $625. 

°55 Fairlane (8) 4-dr., $630* (ps); 4-dr. 


Victoria, $565*; Custom (8) 4-dr., 
$315. 

LINCOLN — ’'57 Premiere 4-dr., $1,465* 
(ps). 

MERCURY—’58 Monterey 4-dr., $1,215* 
(ps). 


57 Commuter 4-dr., $1,085; Monterey 
4-dr., $895* (ps). 

"56 Monterey 2-dr., $550, 
OLDSMOBILE—’59 (88) 4-dr., $1,980*. 
(88) 4-dr, Holiday, $1, 155* (ps); 

(88) Super 4-dr., $1,085* (ps), 

’56 (88) 2-dr., $725*, 

’55 (88) Super conv., $850*; (88) 4-dr., 

$730* (ps). 

PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 


top, $1,100* (ps); Savoy (8) 2-dr., 
$985. 
'57 Fury (8) 2-dr. hardtop, $1,100; 


Savoy 4-dr, hardtop, $810*, 
PONTIAC—’58 Chieftain 4-dr., 
’57 Chieftain 2-dr., $895*, 
STUDEBAKER—’60 Deluxe (6) 4-dr., 
675. 
*59 Deluxe (6) station wagon 2-dr., 
255; 2-dr., $1,250. 
’57 Silver Hawk (8) 2-dr., $500. 
MISCELLANEOUS—’57 Chevrolet (6) %- 
ton pickup, $900, 
’56 Chevrolet %-ton pickup, $710, 


DETROIT 


State Fair Auto Auction. Sale every Tues- 


$1,285*. 
$1,- 
$1,- 


day. Prices are for sale of May 10. Slow 


due to bad weather. Sold 65 cars from 155 


consignments. 


ICK — ’56 Special 2-dr. Riviera, $600* 


(ps). 
"5S Special 2-dr. Riviera, $485*; 
$300* (ps). 


4-dr., $350* (ps), 


Century 


CHEVROLET—’58 Impala (8) conv., $1,- 


200; Delray (8) 2-dr., $990*. 

56 Bel Air (8) sport coupe, $785*; conv., 
$745; One-fifty (8) station wagon, 
a 2-dr., $560; Two-ten (6) 2-dr., 


$57: 

’55 Bel Air (8) conv., $730*; 2-dr., $600, 
$490*, $440*; Two- ten (8) Delray, 
me: 2-dr., $430°; Two-ten (6) 2-dr., 

5. 


°54 Bel Air 2-dr., $275*. 
'53 Two-ten 4-dr., $265, $255. 
—a 1 — '55 Windsor 2-dr. hardtop, 
$555° (ps). 
DesoTO—’ 7 Firesweep 4-dr., $885*. 
‘56 Firedome 4-dr., $410*. 
55 Firedome 2-dr. hardtop, $280°*. 


DODGE — '55 Royal (8) 2-dr. hardtop, 


$440° ( 


ps). 
FORD—’60 Falcon (6) 2-dr., $1,660. 


59 Fairlane 500 (8) 4-dr. Victoria, $2,- 
100* (ps); Galaxie (8) conv., $1, ‘960°; 
Country Sedan (8) 4-dr., $1,600°; Cus- 
tom 300 (8) 2-dr., $1,355. 

‘58 Fairlane 500 (8) 4-dr., $1,115* (ps); 
Custom 300 (8) 4-dr., $895*; 2-dr., 


57 Fairlane 500 (8) conv., $1,215*, 
$850*; Country Sedan (8) 4-dr., $1,- 
075*; Custom (6) 2-dr., $520. 


"56 Fairlane (6) 4-dr., $565*; Custom 
Se $450", $400*, $390; 4-dr., 
$450*; Ranch 


‘55 Fairlane (8) 4-dr., 
Wagon (6) 2-dr., $310. 
63 Custom (8) 4-dr., $210. 


HUDSON—’55 Wasp 4-dr.. $270. 
MERCURY — '58 Monterey 2-dr., $1,125* 


(ps); 4-dr., $1,110*. 
’57 Monterey 4-dr. hardtop, $915* (ps). 
"55 Montclair 2-dr. hardtop, $410* (ps), 


$380; conv., $355°. 
OLDSMOBILE—’57 (88) 2-dr. Holiday, $1,- 


125° (ps). 
PLYMOUTH — ’'56 Belvedere (8) conv., 
$550*; Belvedere (6) 4-dr., $425; Plaza 


(6) 2-dr., $375*, $240. 
°55 Plaza (8) 4-dr., $255. 
PONTIAC—’59 Catalina 2-dr., $1,635*. 
’56 Chieftain 4-dr. Catalina, $265*. 
‘55 Star Chief conv., $580°*. 
*54 Star Chief conv., $355*. 
RAMBLER — ‘56 Super Cross Country, 
$580° 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 


Prices are for sale of May 13, Sold 248 
cars from 364 consignments. 


BUICK—'58 RM 4-dr., $1,535* (ps), 
"S57 Special 2-dr., $1,095* (ps); 


$795* (ps). 

"56 RM 4-dr., $750* (ps); Special 4-dr., 
$590° (ps), $500*; Super 4-dr., $570* 
(ps); 2-dr, Riviera, $505* (ps). 

‘55 Super 4-dr., $630* (ps), $440* (ps), 
$310* (ps), $230° (ps); 2-dr. Riviera, 
$365* (ps); Special 4-dr., $225*. 

’64 Super 4-dr., $195* (ps), 

"53 Super 4- -dr., $180*. 
CADILLAC—'55 (62) 4-dr., $650* (ps). 
CHEVROLET—’'60 Impala (8) sport sedan, 

$2,460* (ps). 

‘59 Impala (8) sport coupe, $2,120* (ps); 
sport sedan, $2,040* (ps); Bel Air (8) 
2-dr., $1,585*; 4-dr., $1,565*; Biscayne 
(8) 4-dr., $1,570* (ps). 


4-dr., 


"58 Impala (8) conv., $1,700* (ps); 
sport coupe, $1,560* (ps); Biscayne 
(8) 2-dr., $1,100°, 

’'S7 Bel Air (8) sport sedan, §$1,220* 
(ps), $1,050*; conv., $1,215*; 4-dr., 
$915*, $785*. 

’56 Bel Air (8) sport coupe, $940* (ps); 
4-dr., 2 at $910*, $840* (ps); 2-dr., 
$390*; Bel Air (6) 4-dr., $720*; Two- 
ten (8) 4-dr., $650°; 2-dr., $625*; 
Two-ten (6) 4-dr., $550*. 


'55 Bel Air (8) sport coupe, $780* (ps); 
2-dr., $325*, $320°*; 4-dr., $290*; Two- 
ten (6) station wagon, $700°, 

'54 Bel Air 2-dr., $290*%; 4-dr., $180*, 
$125". 

53 Two-ten station wagon, $135*, 
DeSOTO—'55 Firedome 4-dr., $405*, 
DODGE—’55 Royal (8) 4-dr., $265*, 

'54 Meadowbrook (6) 4-dr., $165, 

’6563 Coronet (8) 4-dr., $240. 
FORD—'60 Galaxie (8) 2-dr. Victoria, 

$2,340° (ps). 

’59 Fairlane (8) 4-dr., $1,750* (ps), $1,- 
540°; 2-dr, Victoria, $1,580*; Custom 


$790°*. PLYMOUTH—’58 Plaza (6) 4-dr., $465. 

"57 Plaza (6) 2-dr., $630. 

’56 Belvedere (8) 2-dr, hardtop, $380*. 

’55 Belvedere (6) conv., $575*; Savoy 
(8) 4-dr., $325; Savoy (6) 4-dr., $300, 

Suburban (8) 4-dr., 


"57 Fairlane 500 (8) 2-dr. Victoria, $930* 
(ps), $800*; Fairlane (8) 4-dr., $620*; 
Custom 300 (6) 2-dr., $620°: 4-dr., 
$405; Ranch Wagon (8) 2-dr., $615*. 

"56 Ranch Wagon (8) 2-dr., $825*, 
$580*; Fairlane (8) 2-dr. Victoria, 


$265; 2-dr., $145*; 


(ps). 
’54 (88) Super 2-dr. Holiday, $510* (ps); 
t 
$330. 
PONTIAC—’57 Star Chief 4-dr., 


$715* (ps), $485*, $375*; 4-dr., $655*, “ 

$620* (ps); conv., $495°; Country Se- (ps). ee 

dan (8) 4-dr., $490*; Custom (8) 2- ’56 Chieftain 4-dr., $310*, 

i dr., $410; 4-dr., $255, ’55 Chieftain Safari 4-dr., $450*; 4-dr., 
55 Fairlane (8) 2-dr, Victoria, $680* $420*, $310*, $300*. 
(ps), $370*; 4-dr., $345*; Custom (8) *54 Chieftain 4-dr., $155*, $125*, 
os dr. “gf? $350°, $280*, $250*; 2- | Chieftain 4-dr., $185*. 
9 BLER—’ u 
’54 Custom (8) 4-dr., $310; Ranch Wag- $650*. eee ee ee 
on (8) 2-dr., $295°, $2: 65° ’55 Deluxe Suburban 2-dr., $310; 4-dr., 
. a ashe $140". $300*; Custom (8) $190. 

-ar., » ° TUD R— - 
"Si Custom (8) 2-dr., $130, 8' 55 Commander (8) 4-dr., 
’47 Custom (8) 4-dr., $185, ’53 Champion (6) 2-dr., $190, 

MERCURY—’58 Monterey 4-dr., $1,175* MISCELLANEOUS—’ 55 Chevrolet 2-ton, 

(ps), $1,100*, $560. 

’57 Monterey 4-dr., $900*, $840*; 2-dr., ’54 Chevrolet panel, $200, 

Ba - ad oa 2-dr., '$770*, 

» onterey 2-dr., $605*; 4-dr., 90°. ANVILL 

’55 Monterey conv., $575*; 4-dr., $520", D E, VA. 


Danville Auto Auction, Sale every 
Wednesday. Prices are for sale of May 11, 
BUICK—’59 Special 2-dr., $2,070* (ps). 

"57 Special 4-dr., $975*; 2-dr., $560*. 

"55 Special 2-dr., $505* (ps). 

’54 RM 4-dr, Riviera, $405* (ps). 

"563 RM conv., $405*, 
eT oe 59 (62) 2-dr, hardtop, $3,- 
CHEVROLET—’60 Bel Air (8) 4-dr., $2,- | 


030°. | 
’58 Impala (8) 2-dr, $1,460* | 


Used Imported 
Cars 


hardtop, 


(ps); Bel Air (8) sport coupe, $1,300*; 
ALBANY wlan (8) 4-dr., $1,085 (ps). 
’ " Air (8) 2-dr., $1,260, $820; sport 
Triumph—’58 roadster, $1,440. genre, $1,100, $930; 4-dr., $925*, 
*; Two-ten (8) 4-dr., $1,080, $840; 
ARMONK, N. Y. 2-dr., $940*, $940; Two-ten (6) 2-dr., 
Jaguar—’56 4-dr., $1,000. $575. j 
Lioyd—’56 2-dr., $230. - ee (8) sport coupe, $785*; 2- 
r 0*, $600*, $590*; Bel Air (8), 
BORDENTOWN, N. J. $750°; 4-dr., $470°. 
Austin—’53 conv., $215. "55 Bel Air (8) 2-dr., $775*; 4-dr., 
Ford (English)—'59 Anglia, $700. $635*, $605*, $555*; Bel Air (6) 2- 
Hiliman—'59 2-dr., $880. dr., $605; Two-ten (8) sport coupe, 
’57 Minx conv., $550. $445. 
letropolitan—’60 conv., $1,390, CHRYSLER—’53 Windsor 4-dr., $160*. 
Renault—’58 4-dr., $560. DODGE—’59 Coronet (8) 4-dr., $1,510*. 


’57 Coronet (8) 4-dr., $680*. 
’55 Royal (8) 4-dr., $495°*. 

60 2-dr., $1,485 FORD—’60 Thunderbird (8) ‘2-dr. hardtop, | 
, $1,250, — (ps); Falcon (6) 4-dr., $1,- 


Vauxhall—’58 4-dr., $600. ! 
Volvo—’60 2-dr., $1,650. ‘so ¢ Galaxie (8) 2-dr, Victoria, $1,535* | 


Saab—'59, $790. 
Simea—'59 4-dr., $740, $670, $590. 


mF Fairlane (8) 4-dr., $1,335°, 
" airlane 500 (8) 2-dr., $1,220*, $1,- 
Met an — gpg = = J. pa $760*; Fairlane 500 (6) 2-dr. 
Renault—’59 Dauphine 4-dr., $900, Victoria, 9100; Fairlane =. ‘cess. 
$740. 

. CHICAGO ’57 Custom 300 (8) 4-dr., $1,050*, $775*; 
Fiat—’59, $600, Fairlane 500 (8) 2-dr., $1,000* (ps), 
Jaguar — 57 hardtop, $1,450. $950, $835°; 2-dr. Victoria, $910, 
Renault—'58 Dauphine 4-dr., $735. $895; Fairlane (8) 4-dr., $920*, $750*. 
Triumph—’58 TR-3, $1,600. ‘56 Fairlane (8) 2-dr., $620*; Custom 


Volkswagen—'59 2-dr., $1,300. (8) 2-dr., $560*, $440, 


’55 Fairlane (8) 2-dr_ Victoria, $785, 


DAYTONA BEACH, FLA. $715*; conv., $265; Custom (8) 2-dr., 
Fiat—’60 2-dr., $800. $580*, $565, $335, $360°; 4-dr., $520*; ‘ 
Renault—'58 4-dr., $650. Country Sedan (8) 4-dr., $535*, 

Simea—’56 Vedette 4-dr., $265. *54 Custom (8) 2-dr., $310°, $255*, $180. 


’53 Main (8) 2-dr., $155 


Triumph—’58 4-dr., $425. 
HUDSON—’55 Hornet (6) 4- dr., 


Volkswagen—’59 2-dr., $1,305. 


| 
' 
$205* 
LINCOLN—'53 Capri 4-dr., $605*. 
DANVILLE, VA. MERCURY — '57 Monterey 2-dr., $890* 
, (ps). 
Volkswagen—'56 station wagon, $730. wi Monterey 4-dr., $525*. 
ASH—’55 Ambassador (8) 2-dr., $265*. 
DETROIT OLDSMOBILE 56 (88) 2-dr., f 
—_ d 0*, 
Ford (English)—’59 2-dr., $800. $710°*. — — é 
Simca—’60 4-dr., $1,260. ’55 (88) 2-dr., $460°. 5 
Vauxhall—'58 Super Victor, $650. 54 (88) 2-dr., $330, t 
PLYMOUTH — '57 Suburban (8) 4-dr. 

DYER, IND. $705°. , s 
Austin-Healey—’'56, $1,230. "5S Plaza (8) 2-dr., $295; Savoy (6) ] 
Simea—’58, $400. 4-dr., $285°. I 

PONFIAC—'64 Chieftain 2-dr, Catalina, 
FLINT 3 I 
Metropolitan —'58 conv. $200. + — 2-dr, Catalina, $205; 2-dr., 
auxhall—'58 4-dr., $940. : 
Volkswagen—’ 60 sunroof 4-dr., $1,625. a Ford (6) panel, 
56 4-dr., $680, ’56 Ford (8) pickup, $530; Willys Jeep, . 
LOS ANGELES — a : 
Austin—’50 conv., $125. + ° e 
Fiat—'b®, Millecento 4-dr., $725; (000) 2- — Auctions in Brief — a 
dr., 50 
Ford (inglish)—'57 Anglia 2-dr., $280, ARMONK, N. Y. b 
Metropolitan—’ 59 2-dr., $1,000. Banksville Auto Auction, Inc, Sale every 
'58 2-dr., $600. Tuesday (May 10). This week's auction a 
55 2-dr., $510. was slow. Most buyers were very cautious; ls 
Prinz—’59 2-dr., $350. just replacing stock, All dealers were very d 
Renault—'59 Dauphine sunroof, $900, optimistic and believe retail will pick up 
’58 Dauphine 4-dr., $700. this week 
=—" Versailles 4-dr., $400. rl ero, is | 
’57 TR-3 roadster, $1,260. 
'55 TR-2 roadster, $775, MANHEIM, PA. 1 | 
Volkswagen—'60 2-dr., 2 at $1,450, $i,- Manheim Auto Auction, Sale every Fri- | 
eo day (May 13), Weather: Clear, Sold 71 
59 2-dr., 2 at $1,3 percent of 949 consignments, 
"56 2-dr., $805; adie. $750, ° * 7 o 
MANHEIM, PA. NASHVILLE, TENN. i 
Borgward—’56 2-dr., $420. Nashville Auto Auction, Sale every ' a 
Datsun—'59 4-dr., $600. Wednesday (May 11), Little weak most all l 
DKW—’57 2-dr. hardtop, $365. makes and models, especially the later & 
Ford (English)—’60 Anglia 2-dr., $1,225; | models, Sold 149 cars from 270 consign- Ss! 


2-dr., $1,200. ments. 3 
ADVERTISEMENT 


Goliath——’59 2-dr., $850. 
Jaguar—'59 conv., $2,700. 
ve MGA 2-dr., $1,455; Magnette 4- 
$700, 
stenneieaiede- '60 220 4-dr., $3,885 
'59 1908L 2-dr., $3,335; 190 4-dr., $2,- 


275. 
Me tan—'58 2-dr. hardtop, $840, 
$830, $775, $700. 
Opel—'59 Olympia 2-dr., $890. 
Renault—'57 2-dr., $335. 
Simea—'59 4-dr., $985. 
Triumph—'59 2-dr., $870. 
Volkswagen—’'60 2-dr., $2,240, $1,625, 
540, $1,500; conv., $1,825. 
'S7 2-dr., $875, 
'54 2-dr., $385. 
Volvo—’58 2-dr., $950, $900. 


MASON OITY, IA, 
Simea—’59 4-dr., $710. 


SYRACUSE, N. Y. 
Borgward—’'57 station wagon 2-dr., $450. 
Volkswagen—'56 Karmann-Ghia 2-dr., 

$640. 


$1,- 
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Prosperity F airly Widespread owe 


Business Running Ahead of ’59 


By Kenneth C, Kelley Jr. 
Staff Writer 


7 nation has been rocking 
along through spring with busi- 
ness running ahead of the 1959 
pace. There has been no real boom 
but there are few soft spots as the 
prosperity is pretty well spread 
around, 


That is the gist of recent re- 
ports from the Federal Reserve 
banks in the various sections of the 
nation, The Federal Reserve 
Board’s report on bank debits in 
the first quarter painted much the 
same picture, 

Debits, a measure of the 
amount of money changing 
hands by check and therefore a 
measure of overall business ac- 
tivity, for the nation ran about 
9 percent ahead of the 1959 pace 
in the first quarter. 

Eleven of the 12 Federal Re- 
serve districts showed gains that 
ran fairly close to the national 
gain, running between 6 and 12 
percent, The Kansas City District 
trailed the pack with a gain of 
about 4 percent. 

Here is a roundup of other com- 
ments on business conditions at the 
regional level from the Federal Re- 


serve banks. 
a ob * 


New England 


OST indicators of business con- 
ditions in New England are 
running higher than they were a 
year ago, the Boston FRB reported. 

The index of industrial produc- 

tion is up 5 percentage points, 
employment shows a three-point 
gain and those drawing unem- 
ployment compensation have de- 
creased by 10 percent, 

About the only sour note was the 
report that contracts awarded for 
construction projects are off from 
the 1959 showing. A big drop in 
contracts for public construction 
projects more than offset a gain 
in contracts for home building. 

ca oa ” 


New York 


HE New York FRB took note 

of the changed condition of the 
money market since the beginning 
of this year, calling the changes 
“a significant turnaround.” 

While the money market could 
not be termed easy, there is no 
doubt that the market is a lot 
less tight than it was toward 
the end of 1959. 

The New York FRB noted that 
some easing might be expected as 
a normal, seasonal development. 
This year’s easing was more than 
the seasonal change and the bank 
said “the abatement of earlier ap- 
prehensions of an _ inflationary 
boom” helped take some of the 
pressure off the money market. 

~ 7 * 


Philadelphia 

HE debt of American consum- 

ers which now totals about $200 

billion was examined by the Phil- 
adelphia FRB, The bank reached 
a conclusion not always reached 
by banks and bankers: Speaking 
about consumers as a group, there 
is no reason for alarm about the 
debt. 

One of the big worries about 
consumer debt is: What happens 
if a severe recession slashes the 
income of those with heavy debts 
and a wave of defaults results? 

The bank feels that the only 
consumers who would be forced to 
the wall in such a turn of events 
are those with low incomes and 
large debts. However, this group is 
small and many in it have little 















debt in dollar terms, indicating 
that there is no great cloud over 
consumer debt, 

* * * 


Richmond 


A is fairly well in the area 
from Baltimore through the 
Carolinas after a winter which was 
unusually severe for the area, the 
Richmond FRB reported. 


Man-hours worked in manu- 
facturing show little change, The 
lumber industry came through 
the winter with business slow, 
as is usual for the season, and 
with prices holding firm, 

The textile industry igs not re- 
ceiving the flood of new orders 
that it was a few months ago but 
there is a sizable backlog of orders. 

* * * 


Deep South 


HE Atlanta FRB took a look at 

the employment picture in Ala- 
bama and found that the number 
employed has picked up quite a 
bit since the bottom of the reces- 
sion in the spring of 1958 but em- 
ployment is still short of previous 
peaks. 

Among the key manufacturing 
industries, the apparel industry 
has shown the best post-reces- 
sion recovery with textiles and 
steel lagging a bit, The lumber 
and furniture industry has 
shown little recovery in the last 
two years. 

Nonmanufacturing em plo y- 
ment is 2.3 percent higher than it 
was at the recession low on the 
strength of pickups in government 
employment, the wholesale and re- 
tail trades and in the service in- 


dustries, 
* * + 


Cleveland 


E Cleveland District which 

once had almost half of the 
nation’s steel-making capacity con- 
tinued to lose ground as a factor 
in national steel production during 
1959, the Cleveland FRB said, 

Only 75,000 tons of rated ca- 

pacity were added in the district 

during 1959, while the total steel 

industry upped capacity by 937,- 

300 tons, 

As recently as 1948 the district 
which includes Pittsburgh plus 
Cleveland, Lorain, Youngstown and 
Canton in Ohio had 45 percent of 
the nation’s steel capacity. Now it 
has just under 40 percent of the 
total. 

a * * 

Chicago 
vas Chicago FRB noted that 
the farm population of its dis- 
trict is not declining quite so swift- 
ly as the national farm population. 

While adverse farm conditions 


Mich. Olds Firm 
Is Sued by Buyer 


SPARTA, Mich. — Newhouse 
Oldsmobile, Inc., is being sued for 
$3,000 by Edward J. Brummelhoff, 
Kent City, who charged that the 
firm failed to honor an agreement 
made in an auto transaction, 

He said he bought a new car for 
$3,298, made a downpayment of 
$541.04 and then found the car had 
many defects, Newhouse rescinded 
the contract after the third pay- 
ment and sold him a ’55 model car 
for $750, Brummelhoff added. 

He alleged that Newhouse agreed 
to pay the $2,007.94 balance on the 
chattel mortgage but had not done 
so. 
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have been cutting down the farm 
population in recent years, a 
number of factors have held 
down the loss in the Midwest. 
One reason for a low net loss in 
the Midwest is that many per- 
sons are moving back to the 
farm, offsetting some of those 
who leave, 

The loss varies in the various 
states. During 1949-50, the net loss 
in farm population varied in the 
Midwest from Iowa’s 0.9 percent 
to Michigan’s 6.1 percent. 


* * * 


Upper Midwest 


oa Upper Midwest continues to 
lag behind the nation economic- 
ally, the Minneapolis FRB re- 
ported. 

While the nation shows a year- 
to-year gain of 3.4 percent in the 
number employed and a 23.9 per- 
cent drop in the number drawing 
unemployment compensation, the 
Upper Midwest has cut the num- 
ber drawing compensation by 
19.0 percent while the number 
employed has gone up by 2.0 
percent. 

Of great importance in this area 
which concentrates on agriculture 
is the fact that farm cash income 
has been cut 11.6 percent in the 
last year while the national drop 
in farm income has been 6.7 per- 
cent, 

+* * * 


St. Louis 


HE St. Louis FRB said that 

farmers in its district have 
done relatively better than the na- 
tional averages as farm income has 
been slipping in recent months, 


Sales of cotton have been 
greater in Arkansas and Missis- 
sippi, offsetting reduced tobacco 
sales in Kentucky and Tennessee. 
In the southern parts of Indiana 
and Illinois, crop sales have been 
up while livestock receipts have 
declined. 

In Missouri, where livestock 
sales are relatively more important, 
livestock income was clipped and 
farm income was 5 percent lower. 

* a a 


Kansas City 


T WOULDN'T take any great in- 
crease in auto credit extended 
to finance a 7-million-car year in 
1960, the St. Louis FRB observed. 
The volume of credit in 1959 

ran $3.7 billion ahead of the 

amount extended in 1958 and 

sales picked up by 1.4 million 

units. 

The bank feels that auto credit 
extended could increase by $2.5 bil- 
lion this year over the 1959 figure, 
enough to make a 7-million-car 
year possible, if there is demand 
for the credit and the cars in the 
market place. 

* *” 


Southwest 


Tes oil industry looked to 1960 
for some improvement in its 
problems but so far has seen little 
help come for the new year, the 
Dallas FRB reported. 

Plagued by excessive stocks 
and declining prices for two 
years, the industry felt that “at 
least some improvement” was 
coming in 1960, Then the weather 
stepped in to throw things out 
of kilter. 

The early part of the last winter 
was a bit on the mild side and the 
demand for heating oils did not go 
up when it usually does. Later, the 
weather turned unusually cold and 
inventories were thrown further 
out of balance as the industry 
moved to meet the demand, 

* * * 


Far West 


E Far West, which means 
chiefly California from an eco- 
nomic point of view, has moved in 
opposition to the nation as a whole 
in the early part of 1960, the San 
Francisco FRB reported. 

While the nation’s department 
stores reported sales in the early 
part of the year were running 
about even with the 1959 total, 
the Far West showed a gain of 
8 percentage points. 

On the other hand, California 
auto sales ran behind the 1959 
pace, while the nation was showing 
a pickup in auto sales. 
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Sales Testing the Oldsmobile 


fluid often, especially in the first | no complaint in these departments, 


Eprror’s Note: This is one in a 
series of articles designed to ex- 
plore the selling features of 
American cars. 

By L. H. Houck 
Travelling Correspondent 

EVEN-H U N D R E D-AND- 

FIFTY miles in an Oldsmobile 
Dynamic 88 standard sedan demon- 
strated the efficiency of new body- 
mounting cushions and the ability 
of the Rocket engine to deliver be- 
tween 16 and 18 miles per gallon 
on regular gas. 

You can save about five cents 
a gallon by using the regular 
grade and still get all the scat 
you need. And gas mileage is 
higher this year than last, re- 
sulting in additional substantial 
savings. 

The Dynamic 88 is the lowest- 
priced unit in the line, but it has 
virtually all of the major improve- 
ments made in the ’60 models. The 
new body cushions, using outrigger 
mountings, provide a more com- 
fortable ride this year and the car 
is rattle free. 

Unfortunately, you may have to 
dig pretty deep to get this infor- 
mation first hand since it igs not 
mentioned in the shop service man- 
ual and ignored completely in the 
owner’s manual, 

Speaking of the owner’s manual, 
I have plenty of criticism for this 
almost useless book which barely 
charts what all the knobs do. The 
only mention of the widely adver- 
tised Rocket engine is in a para- 
graph stating that the Dynamic’s 
engine uses regular fuel and that 
no benefit will be obtained by using 


premium, 
od * + 


Index Ignores Engine 


Py, YOU look for engine in the 
index, you'll find that it doesn’t 
have any, However, there is a fine 
Rocket engine that hag had a lot 
of use and sales promotion in the 
past; and it deserves much better 
treatment this year. It seems to me 
that the ratios are all wrong when 
the owner’s manual devotes two 
full pages to the radio and not a 
line about the engine. 

There's .- about the air 
cleaner, oil filter, oil to use, = 


bE 


Despite these serious shortcom- 
ings, the Oldsmobile is a fine auto 
that improves even on last year’s 
fine performance. 

An oil filter is standard on all 
models this year. The crankcase 
holds four quarts when drained, 
unlesg filter is replaced, then five, 
which makes oil level critical. 
Never let the level go below the 
add mark or above the full, Use 
a heavy-duty oil which contains 
additives—not heavy oil. No. 20 is 
recommended for average tempera- 
tures and the shop manual advises 
drains every 4,000 miles or every 
three months, whichever occurs 


But the owner will be ahead if he. 
drains breakin oil at not more than 
1,000 miles, and drains the next 
crankcase full at 2,060 miles and 
installs a new filter. There igs one 
good thing: The capacity of the 
crankcase is marked on the stick. 
When down to add, it take two 
—" to bring the level up to 
ull, 


Cleaner Unit Disposable 


= air cleaner is a dry type 
with a disposable element, 
which should be replaced every 
10,000 miles. 

The test car was equipped with 
a Jetaway Hydra-Matic auto- 
matic on, PNDSLR. 
The “S” is for hill-climbing and 
super acceleration in traffic, 
otherwise the “D” is used for 
almost all forward speeds, The 
owner’s manual does explain 
what each letter stands for, but 
gives no information on check- 
ing automatic-transmission fluid. 
Heavy-duty; all-season automatic- 
transmission fluid should be used. 
Containers of all brands should be 
marked “Type A” and the level 
should be cheeked every 2,000 
miles. As with any automatic 
transmission, failure to check the 


2,000 miles when most leaks will 
develop, can result in a “burn-out.” 

The transmission filler stick is 
well marked to show when one pint 
should be added. The transmission 
must be hot for accurate checking, 
and the engine, too, when draining 
engine oil. Never permit a drain 
unless the engine has reached nor- 
mal operating temperature, You 
lose if you do. 

It is recommended by this cor- 
respondent that the owner take his 
Oldsmobile to the dealer for service 
because he is much better able to 
do this properly, having both prop- 
er equipment and instructions, 

* * * 


Performance Is Superb 


tt Dynamic 88 turned in a 
superb performance at all 
speeds and under all conditions 
and no service of any kind was 
required, When returned to the 
Kansas City zone, the car still did 
net need lubrication or addition of 
oil. 

The test car was equipped with 
power steering and power brakes. 
The 1960 power steering has a 
number of minor improvements 
in linkage. The oil level in the 
power-steering reservoir should 
be checked every 2,000 miles. 
Power brakes get four lines in 
the owner’s manual, but power 
steering is ignored. 

The power brakes are tops, and 
I recommend both these accesso- 
ries to prospects. Power steering 
can save lives if the driver has 
to head for a rough shoulder to 
avoid collision or has a flat tire at 
high speed. The extra dividend is 
in parking, and it’s worth the 
money for that alone. 

One. of Oldsmobile’s top features, 
which contributes to outstanding 
owner satisfaction and long car 
life, is its suspension system, Olds- 
mobile calls its front suspension 
“Pivot Poise.” It utilizes ball joints 
with double-action, direct-acting 
shock absorbers, The shocks are 
filled with a gas,. which is better 
than air or oil, and have nylon 
sleeves. They are sealed at the 
factory. 

* * * 

Leaf Springs in Rear 
R= suspension consists of long 

leaf springs, and the shocks 
are mounted outside the frame. 
This puts springing and shock- 
absorber action exactly where it is 
needed to give good stability and 
a good ride. Customers will have 


Car Tested: 
OLDSMOBILE 


Model: Dynamic 88, four-door 


sedan. 

Engine: V-8 Rocket, OHV, 
hydraulic lifters; 371 cubic 
inches displacement; stroke, 


3-11/16th; bore, four inches; 
compression ratio, 875 to 1, 
uses 


gas. horse- 
power listed at 51, “talking HP” 
probably 260 at 4,000 revolutions 
Per minute. 
Transmission: Jetaway Hy- 
dra-Matic,. Shift pattern, 
PNDSLR, Transmission has 
shift down passing gear. 
Dimensions: Overall 
217.6 inches; overall width, 80.6 
inches, Gas tank, 20 gallons, 
Accessories: Power steering, 
power brakes, radio and heater. 





which are excellent. 

Incidentally, the wheels now 
are balanced at the factory, so 
don’t be surprised when the car 
comes out with an assortment of 
balancing weights on the wheels. 
It does not indicate that the car 
has been used. This should con- 
tribute much mileage to the first 
set of tires. 

There are three U-joints in the 
propeller-shaft assembly, one at 
the Hydra-Matic, one in the middle 
with center bearing support at- 
tached to a bracket inside the 
frame and one at the differential. 
This involves two short shafts, of 
course. 

The engine has a four-inch bore, 
displacement of 371 cubic inches, 
compression ratio of 8.75 to 1, thus 
making it possible to use regular 
fuel, There are three other engines 
in, the line which use premium fuel, 
the differences being in bore and 
heads. 

The engine in the test car used 
a dished-type piston. All engines 
have a stroke of 3-11/16 inches. 
The intake manifold for both 
banks of cylinders is cast in one 
piece, exhaust is separate for each 
bank. All engines use hydraulic 
lifters. 

This engine is husky and effici- 
ent. For instance, the diameter of 
main bearing journals is three 
inches, connecting rods, 2% inches. 
This takes the short husky crank- 
shaft so essential for today’s stop- 
and-go and high road speeds. 

* + x 


Electrical System Tops 


— 12-volt electrical’ system is 
one of the best, with an easily 
accessible and properly labeled 
fuse block mounted under the dash 
and color-coded. There is a special 
fuse attached to the battery termi- 
nal of the voltage regulator which 
protects the 35-ampere generator 
in case the cutout relay sticks, The 
generator now has ball bearings on 
both ends instead of brass bush- 
ings, with hinged cap oilers. 

The distributer has a window 
for adjusting points (dwell an- 
gle) while the engine is running. . 
It has a hinged cap oiler tube 
which is to be filled with SAE 20 
at 2,000-mile intervals, 

I found the design of the instru- 
ment panel and instrument cluster 
good. This year a green light indi- 
cates when the engine is cold. An- 
other light flashes red if engine 
gets too hot. This light is not to be 
confused with the red lights which 
indicate no oil pressure, or that the 
generator isn’t charging. 

The parking-brake light is 
mounted on the parking-brake foot 
pedal, which on Hydra-Matic cars 
is released with the foot. 

The heating system is entirely 
button-operated and this method 
cannot be recommended too highly 
because it is fast. Vents for sum- 
mer ventilation also are operated 
by buttons, The windshield wiper 
is electric. 

Interior appointments and room 
were excellent in the test car with 
the dimensions and capacities well 
designed about the middle of the 
road—neither too small nor too big. 

Because of the excellent handling 
characteristics of the Oldsmobile 
and its own special brarmd of road- 
ability, quiet body and general op- 
eration, it would be impossible for 
a prospective owner to realize the 
qualities of these features without 
getting behind the wheel and put- 
ting it through its paces, 

+ * * 





At the End of a 750-Milé Trail— 


This Oldsmobile Dynamic 88 is shown after a 750-mile sales test in which L. H. 
Houck, Automotive News travelling correspondent, reported comfort, ride and stability 


were tops. 


i ee ees 





Full House— 


The engine compartment of the 1960 
Oldsmobile Dynamic 88 is pretty well 
filled with the V-8 Rocket engine and ac- 
cessories. At the lower right is the power- 
steering pump with easily reached filler 
cap. 


= |Monopoly Charges 
_| Denied 


by Rayco 

WASHINGTON.—Rayco Mfg. Co. 
has denied Federal Trade Commis- 
sion charges of violating the anti- 
trust acts and has requested they 
be dismissed. 

Rayco was charged with entering 
into “monopolistic exclusive dealing 
contracts with its independent re- 
tailers, illegally fixing their resale 
prices, carrying out price fixing and 
maintenance conspiracies with the 
dealers, requiring them to enter 
into such conspiracies among them- 
selves, and enforcing these activi- 
ties by oppressive contractural 
terms and by policing.” 

The company said it stopped 
using the challenged dealer agree- 
ments about a year before the com- 
plaint was issued and had filed an 
affidavit of discontinuance with the 
FTC, 


Automotive Washington 
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nesota Democrat, promise that an 
overhaul of highway legislation 
would be a “must” project next 
year “if we are to prevent what 
started .out to be a promising pro- 
gram from degenerating into an 
awful mess.” 

W. J. Sweeney, vice-president 
of Esso Research & Engineering 
Co., forecasts “all but indestruct- 
ible” asphalt pavements by 1970, 
as well as multicolored roads to 
help motorists find their way. 
New chemicals from oil, he said, 


9 Dealer Groups 
In North Carolina 
Elect ’60 Officers 


RALEIGH, N. C—Nine dealer 
associations in North Carolina have 
named their 1960 officers, Elected 
were: 

Asheville—Robert Perkins, presi- 
dent; Fred Tron, vice-president, 
and Ernest Ogle, secretary-treas- 
urer. Columbus County—Sam Seott, 
president; J. T. Wooten jr., vice- 
president, and Harold Wells, secre- 
tary-treasurer. 

Durham—Dan Uzzle, president; 
Coolidge Elkins, vice-president, and 
John Allen, secretary-treasurer. 
Goldsboro—J, D. Cooke, president, 
and Howard Carroll, secretary- 
treasurer, Greensboro — Dexter 
Howard, president; Gordon Zane, 
vice-president, and Tom Williams 
jr., secretary-treasurer. 

High Point—Ray McMahon, pres- 
ident; Tom English jr., vice-presi- 
dent, and Grover Seamon, secre- 
tary-treasurer. Kinston—W. H. 
Jones, president; Haywood Weeks, 
vice-president, and J. Whittington, 
secretary-treasurer. 

Raleigh—Jack W. Campbell, 
president; Bill Laursen, vice-presi- 
dent, and Ken Reynolds, secretary- 
treasurer, Winston-Salem — Odell 
Matthews, president; Philip N. 
Froelich, vice-president, and Bill T. 
Stanley, secretary-treasurer. 


Rocketeers Cite 


Chrysler Engineer 


DETROIT.—Lovell Lawrence jr., 


chief engineer of weapon systems |! 
for Chrysler Corp.’s advanced proj-|2 
ects organization, has received the} |: 


American Rocket Society’s 1960 
ARS Fellow membership award. 
The award was presented last 
week at the 30th Anniversary Din- 
ner of the ARS in Los Angeles. 


One of the recognized authorities 
on rocket engines in the United 
States, Lawrence has made a num- 


In 1941, he founded Reaction 
Motors, Inc., the first commercial 
enterprise in the United States 
devoted strictly to rocket develop- 
ment. He joined Chrysler Corp.’s 
Missile Division in 1953 as assistant 
chief engineer and was a key figure 
in the Redstone missile develop- 


ment. He became technical director 
of the Redstone program in 1956 
and was named to his present posi- 


tion in February, 1959. 


ber of noteworthy contributions to|\ 
the science of rocket-powered flight. | -\ 


will enable engineers to use various 
colors to define correct routes. 

“For example,” said Sweeney, 
“motorists may be advised to fol- 
low the green road to Kansas City, 
the pale yellow one to Houston.” 

He also told of new road-guard 
posts. made of butyl rubber that 
can. bring a car going 60 miles an 
hour to a stop without serious dam- 
age to auto, driver or posts. 


* * oe 

A PANEL, which included I. E. 

Solberg, professor of economics 
at Bismarck (N, D.) Junior College, 
warned that the success of com- 
pact cars and small imports threat- 
ens road financing; since they are 
causing a drop in gasoline con- 
sumption. 

Solberg said the drop might 
spur demands for higher gaso- 
line taxes, but he called such a 
possibility “self-defeating,” since 
it would lead to less motoring. 
Ralph H. Isbrandt, research di- 

rector of American Motors, pre- 
dicted more than 100 million motor 
vehicles on U, S. roads by 1970, 
with passenger-car registrations 
reaching’ 84 million. 

* * + 


U. S. Patents Available 


HE Products List Circular for 

May describes a number of au- 
tomotive inventions available for 
use through purchase, licensing or 
other commonly used arrange- 
ments, The government-owned pat- 
ents are available for use on a non- 
exclusive, royalty-free basis. 

Listed this month are a control 
for headlight-beam switches, de- 
scribed as “relatively inexpensive;” 
an improved front seat for auto- 
mobiles; a lift hinge for auto 
hoods, and a low-pressure warning 
signal for tubeless tires, 

The list is free from any of the 
Small Business Administration’s 
network of field offices, 








Missile Launcher— 


This is the view that industrial and resi- 
dential neighbors of Fisher Body Division 
in Cleveland saw which made them think 
that a missile-launching site was being 
built behind the plant. Actually, when the 
structure was completed it was apparent 
to all that it was a new water tower for 
the plant, to provide fire protection. The 
tower is 190 feet tall, 36 feet in diameter 
and has a capacity of 200,000 gallons. 
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Hamilton Motor Co., Dallas; De- 





Dealers and Division Men to Confer... 





Chrysler Calls Council 


To Colorado Meeting 


DETROIT.—The 18th semiannual 
meeting of the National Chrysler 
Dealer Council will be held May 
30-June 1 at the Broadmoor Hotel 


J. T. Condon 


















Motor Co., Inc., Charleston, S. C.; 
Chicago, C. L, Duquaine, Duquaine 
& Blumer Motors, Inc., Madison, 
Wis.; Cincinnati, Joseph C. Albers, 
J. H. Albers Co., Cincinnati. 


Dallas, Clifton Dennard, C. S. 


Willys Reports 


Decline in Profit 


TOLEDO.—Willys Motors report- 
ed a profit of $1,074,000 for the first 
quarter, down from the $2,340,000 
earned in the like period of last 
year. 

The totals do not include provi- 


in Colorado 
Springs. 

J.T. Condon, 
dealer relations 
director, Chrys- 
ler-Imperial Divi- 
sion, said, “many 
of our dealers, 
including all 23 
members of the 
national cou n- 
cil, are now han- 
dling four lines 
of Chrysler Corp. 


troit, D. J. Barrett, Rollie Barrett, 
Inc., Detroit; Kansas City, Lee A. 
Marshall, Marshall Motor Co., Inc., 
Salina, Kans.; Log Angeles, Lloyd 
Gregg, Lloyd Gregg, Inc., North 
Hollywood, Calif.; Memphis, E. J. 
Craigo, Craigo Motors, Inc., Jack- 
son, Miss.; Minneapolis, William 
Hirsch sr., Central Motors Sales, 
Inc., Minneapolis, 

New York, Paul W. Lawall, La- 
wall Motors, Ridgewood, N. J.; 
Philadelphia, Paul H, Stern, Pau 
H. Stern, Manheim, Pa.; Pitts- 
burgh, T. E, Chambers, Chambers 
Motor Co., New Castle, Pa.; Port- 
land, E. W. Williamson, E, & W., 
Inc., Bend, Ore.; St. Louis, Allan 
P. Stuart, Stuart Motors, Inc., 
Wood River, Ill; San Francisco, 
A, L. Duckett, A. L. Duckett Sales 
& Service, Provo, Utah, and Syra- 
cuse, Hamilton Lamont, Lamont- 
Wray Motors, Inc., Buffalo, 

Council members-at-large are: 
George Harger, Harger-Haldeman, 
Los Angeles; C, J, Thompson, 
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cars—Imperial, Chrysler, Plymouth 
and Valiant. This means that our 
dealers are operating in an excep- 
tionally wide segment of the mar- 
ket, 

“The attitudes and recommenda- 
tions to be presented by the nation- 
al council represent accurately, we 
believe, the attitudes and recom- 
mendations of the entire dealer 
body. For that reason, and because 
of the caliber of men on the coun- 
cil, we at the factory place great 
importance in information we re- 
ceive from them.” 

E. J. Craigo, Craigo Motors, 
Jackson, Miss., serving his third 

consecutive term as national 
council chairman, will preside 
over the Colorado Springs meet- 
ing. Clifton Dennard, C. S. Ham- 
ilton Motor Co., Dallas, is vice- 
chairman, and C. J, Thompson, 
Thompson’s Chrysler Sales, Pitts- 
burgh, is secretary. 

Representing the division will be 
C, E, Briggs, general manager; 
Condon; D. C. Smith, dealer rela- 
tions staff; E. M. Braden, general 
sales manager; R, M, Rodger, chief 
engineer and product director; 

J. C. Cowhey, advertising and sales 
promotion director, and C. T. Mc- 
Clure, service director. 

Representing the corporation will 
be Chairman L, L. Colbert; B. J. 

Nichols, group vice-president — au- 
tomotive sales; E. C. Quinn, sales 
division vice-president; L. I, Wool- 
son, service, parts and accessories 
vice-president; H, E. Chesebrough, 
Plymouth - DeSoto - Valiant general 
manager. 

Council members by regions: 

- Atlanta, Erwin T. Brooks, Brooks 
Motors, Inc., Jacksonville, Fla.; 
Boston, James R. Johnson, J. R. 
Johnson, Inc., Hartford; Charlotte, 
Harold W. Simmons, Simmons 


Thompson’s Chrysler Saleg Co,, 
Pittsburgh: Harold A. Barnett, New Officers in Oregon— 

River Lake Motor, Inc., Minnea-| New officers of the Oregon Automobile Dealers Assn. elected during the 1960 
polis; Eziel Koeppel, E. Koeppel, | convention in Portland, are, from left, Dallas Dunmire, Gladstone, secretary-treasurer; 
Inc., Jamaica, N. Y., and Horace] Robert W. Thomas, Bend, second vice-president; Charles W. Wentworth ir, Portland, 
Holly, Horace Holly Motors, Inc.,| first vice-president, and Rube Leslie, Pendleton, president; Ross L. Fanning, right, 
Abilene, Tex. Gresham, is the retiring president. (Story on Page 3.) 





















sion for intercompany and other in- 
terest on long-term debt. 

The company’s parent firm, 
Kaiser Industries Corp., reported a 
first-quarter profit of $1,242,000, 
compared to $4,232,000 earned in the 
first three months of 1959. 


NEW venom AQ-ATF-1335A 


AUTOMATIC TRANSMISSION FLUID 





Factories Report 
Car-Sales Gains 


As May Opens 


(Continued from Page 4) 
talled 165,489, or 1,491 units for 
each of the 111 selling days in 
1960, he added. 

The “one a minute” sales pace 
also has established the Falcon as 
the industry’s third best-selling 
line, he said. 

In the first 10 selling days of 
May, Falcon sales of 11,771 were 
the highest for any compact in the 
industry, the spokesman added. 

Falcon sales have shown a sub- 
stantial increase every month since 
introduction last fall, he said, and 
the company has announced that 
Falcon production will be stepped 
up 10 percent next month to an an- 
nual rate of 600,000. 

= * 


Studebaker 


Retail deliveries of Studebaker 
cars for the 1960 model year are 
12.64 percent above those in the 
corresponding period a year ago, 
S. A, Skillman, Studebaker-Pack- 
ard general sales manager, said. 

Deliveries so far this year total 
78,219 units, compared with 69,439 
a@ year ago, he said. During the first 
10 days of May, deliveries totalled 
2,938 units, an increase of 15.13 per- 
cent over the first 10 days of April. 

Retail deliveries of trucks were 
up more than 50 percent during the 
first 10 days of May, over the like 
period in 1959, he said. 

“Fleet sales of cars and trucks 
are up 14.2 percent in comparison 
with last year,” Skillman added, 
“and are steadily increasing.” 





. soft and pliable... 
will not shrink seals. Assures positive seal pro- 
tection preventing leakage. 


Kendall's new A-T Fluid possesses a stable vis- Keeps seals like new . . 
cosity that assures a smooth shift pattern at all 
temperatures. No varnish deposits that cause 


rough shifting and transmission failure. 


KENDALL AQ-ATF-SUFFIX A exceeds industry specifications 
for automatic transmission service. 

Its shear and viscosity stability protects expensive parts and assures 
smoother shifting at all temperatures for the entire transmission 
drain interval. 

Its greater oxidation stability, even at the high temperatures en- 
countered in the smaller capacity transmissions, minimizes deposits 
that cause wear and rough operation. 


a The 
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Totally new and different to Its brilliant red color makes any transmission leak easy to detect. 


meet the special requirements of today’s 
cars — improves the performance 
of older models, too. 


If you value the good will (and business! ) that comes with genuine 
customer satisfaction, recommend new Kendall AQ-ATF-Sufhix A. 


KENDALL REFINING COMPANY ¢« BRADFORD, PENNA. 
LUBRICATION SPECIALISTS SINCE 1881 








58 
Rules 








AUTOMOTIVE NEWS, MAY 23, 1960 


‘Unrealistic,’ Group Says in Plea for Reconsideration .. . 





ATA Blasts New ICC Lighting Code 


WASHINGTON. — The American 
Trucking Assns. has attacked new 
truck-lighting rules issued by the 
Interstate Commerce Commission 
as “unrealistic, unnecessary in 
many phases... and in some re- 
spects plainly impossible of ac- 
complishment on the _ effective 
date.” 

“Were the commission’s order 
in its present form to be enforced 
to the letter on the effective dates 
shown, motor transportation fa- 
cilities of this nation would be in 
utter chaos for some months,” 
the ATA declared in a petition 
for reconsideration of the ICC 
order 


The ATA pointed out that it filed 
in October, 1958, lengthy comments 
on the proposed changes in truck 


safety regulations. 
These comments, ATA said, “.. . 


were the consensus. . . throughout 
the motor carrier industry after 
extensive study and evaluation of 
the commission’s proposals, Now 
we are dismayed (that the com- 


White Appoints 
Vice-Presidents 
In 3 Regions 


CLEVELAND.—White Motor Co. 
has elected three regional vice- 
presidents, all representing promo- 
tions from regional managerial 








E. 8. Hoke R. F. Sharpe 
positions, according to J. N. Bau- 
man, White president. 

Charles S. Hale was eer North 
Atlantic regional 
vice-president, 
Edward S. Hoke, 
Eastern regional 
vice-president, 
and Robert F. 
Sharpe, Southern 
regional vice- 
president. 

Hale, who join- 
ed White in 1947, 
has been associ- 
ated with the 
transportation in- ~ 6. ee 
dustry 27 years. He was wholesale 
operations manager at White's 
Canadian subsidiary, then sales and 
branch manager at the Philadelphia 
branch before becoming regional 
manager with headquarters in New 
York. 

Hoke has been with White since 
1935. He served as Buffalo branch 
wholesale manager, Albany and 
Cleveland branch manager, and as- 
sistant Central region manager be- 
fore moving to Philadelphia in 
1958 as Eastern region manager. 

Sharpe was branch manager at 
Dallas for eight years before be- 
coming a regional manager two 
years ago. Headquartered at At- 
lanta, he has been with White 
Motor 12 years. 


Associates Forms 


Development Unit 


SOUTH BEND. — Associates In- 
vestment Co. last week established 
a business development depart- 
ment. Its primary function will be 
to study potential flelds of financ- 
ing and to develop sales programs 
for these and other fields of con- 
sumer financing in which the com- 
pany is engaged. 

The new activity will be headed 
by Gordon E. Gilbert, an assistant 
vice-president who formerly was in 
charge of the wholesale credit de- 
partment. He has been with Associ- 
ates 20 years. 

Gordon E. Geier was elected an 
assistant vice-president and was 
named to replace Gilbert as head 
of the wholesale department. Bud 
H. Rea, formerly Memphis branch 
manager, succeeds Geier as man- 
ager of the collection department. 


mission) brushes aside almost all 
of the comments of this associa- 
tion.” 

Strong objections were voiced to 
a major portion of the lighting and 
wiring requirements scheduled to 
become effective beginning this 
summer. 

Many of the pending require- 
ments are com- 
plex and technical” and will ac- 
complish little if anything in im- 
proving safety of operations, the 
group contended. 

ATA also noted that in several 
instances it changed its position 
with regard to the order as it 
was originally proposed and com- 
mented upon in 1958. 

“In each instance,” the petition 
asserted, “we have tried to see the 
commission’s point of view, and 
thus endorse the adoption of cer- 
tain lights and equipment which 
we opposed in 1958, even though 
we have certain reservations about 
their value.” 

The petition said the order fails 
to consider the practical effect the 
pending requirements would have 
on truck operations and the ex- 
treme difficulty which would be en- 
countered in attempting com pli- 
ance. 

The order issued last January, 
the ATA petition asserted, “brushes 
aside” almost all comments truck 
operators made regarding the mat- 


ter when it was in the proposal 


stage. 
It also “disregards common 


ards assumed by the dealer, there 
was a place for a reserve,” Alcott 
said, “but under no theory of ac- 
counting can there be a reserve 
against a nonexistent contingency. 
“Where a dealer sells the paper 
and assumes no contingent liabil- 
ity, we must regard everything in 
the finance charge, over and 
ion the finance company’s 


charge, as a r 
“Actually,” he continued, “the 


packs are larger today than the 
reserves of the old days.” 
Alcott said many dealers, nor- 


-|}mally honest and against such 


practices, become “rate packers” 
because of competition. Dealer A 
offers $600 on a trade, Dealer B 
offers $700 but packs the financing 
$100 and the uninformed buyer 
thinks B is giving the best deal. 
When the word gets around, Dealer 
A is forced to do the same thing. 

Alcott said the position of State 
Farm on automobile dealers is sim- 
ple. 
“We like dealers for there’d be 
no cars to insure, if there were 
no dealers. Dealers like us be- 
cause we pay them millions of 
dollars in repair bills every 
month, However, at a point, we 
do become competitors for the 
finance business—there is no way 
to avoid it. 

“We have, in most areas, com- 
prehensive and collision rates lower 
than those of the finance com- 
panies. Combining these rates with 
the lower rates of the banks on 
financing, we can offer a substan- 
tial saving to most car buyers. 
Sometimes this saving falls under 
$100 and sometimes it is more than 
$300. 

“In areas where the new plan 
has not yet been installed, our 
agents take or send people to a 
bank, This plan hag been working 
well but it is not nearly as effective 
as the new plan under which the 
agent can deliver the goods on the 
spot. 

“Something not so good and 
something more expensive than it 
ought to be cannot sell indefinitely 
against something better and less 
costly,” Alcott continued, “and I’m 
sure that the financing and insur- 
ing of cars through insurance 
agents and banks on the direct 
basis is now making a turning 
point in business history with the 
loans under this method continu- 
ing to increase in the total con- 
sumer credit statistics.” 

State Farm is giving its agents 


New Insurance Plan... 


Agents Counterattack 


(Continued from Page 2) 





















good practice” in the motor-car- 
rier industry, and “indicates a 
lack of understanding of the 
practical realities of building and 
maintaining truck equipment,” 
ATA added. 

ATA asked for no deletion of the 
additional lights required by the 
order, with the exception of certain 
lights for driveaway-towaway op- 
erations, “where their installation 
becomes so extremely difficult as 
to warrant special consideration.” 

The petition in only one instance 
asked for deletion of any new 
equipment required by the order, 
and that is a switch required for 
activating stoplights. This switch, 
ATA contends, “is of little conse- 
quence as an aid to safety, but is a 
maintenance bother far out of pro- 
portion to its value.” 

ATA took strong exception, how- 
ever, to the proposed establish- 
ment of a truck-voltage standard, 
contending: 

“We still feel that visibility of 
the lamp is the true test of its 
performance .. .” 

The petition warned that any 
change in requirements affecting 
equipment means that thousands 
of vehicles must be taken out of 
daily service and brought to a 
shop and work done on them to 
bring their electrical systems up to 
the commission’s requirements. 

The ATA asked for a year’s com- 
pliance time “after the date of any 
changes in this order.” 





information on all the tricks on 
the sordid side of auto financing. 
Agents are trained men who can 
spot a financing flaw a mile off. 
These things can help only if 
they get the customer before he 
signs. 


Publicity by State Farm uses this 
slogan: “Don’t sign any ‘deal’ for 
‘low’ monthly payments until you 
read the eye-opening facts about 
the State Farm Bank Plan of Car 
Financing.” 

The instructions note that there 
is a difference in the trades that 
car dealers will offer and that there 
is a big difference in what a cus- 
tomer can pay for financing and 
insurance, 

The instructions add, “The sure 
way to find out is to pick out a car 
and know the amount you need in 
addition to your tradein or down- 
payment, Ask the dealer about fi- 
nancing this amount, and insur- 
ance costs, get the amount of the 
monthly payment, insurance in- 
cluded, and how many months you 
have to pay them. 

“We'll compare them with fig- 
ures for buying the same new or 
used car through the State Farm 
Bank Plan. You'll be pleasantly 
surprised, Bank Plan payments 
will be either lower or fewer . . .” 


The booklet then shows how the 
prospect becomes a cash buyer, 
how bank rates are almost always 
lower, that the buyer gives the 
dealer the tradein and a check for 
the balance and drives away. 

It also outlines how a prospective 
purchaser might like to shop 
around for different models or get 
prices from more than one dealer. 

Basically the buyer picks out a 
car and is cautioned to see his 
State Farm agent before he signs. 
The agent picks up from there and 
does the rest of the work. 

Alcott said that recent laws 
making liability insurance a pre- 
requisite to owning and driving 
a car in some states has put mil- 
lions of people in touch with in- 
surance men. He added, “These 
agents, ours and others, have 
shown car buyers how to save 
from $100 to $300 on insurance 
and financing, using bank financ- 
ing.” 

Another part of the plan placed 
at the disposal of State Farm 
agents is hundreds of testimonials 
from buyers, who state how much 
Was saved on individual contracts. 









































"500° Economy Run— 


This Simca Etoile Sedan recently com- 
pleted a gas economy “500” run at the 
famed Indianapolis Speedway, averaging 
38.911 miles per gallon for 200 nonstop 
laps. Two drivers who will compete in 
this year’s 500" race—Gene Hartley and 
Bobby Grim—checked the Simca run as 
observers for the United States Auto Club 
which sanctioned the event. Above, Grim 
records another lap as Danny Eames drives 
past. Less than 13 gallons of gas were 
consumed in the 503.941-mile run. Aver- 
age speed was 40.695 miles per hour and 
the run was completed in 12 hours and 
23 minutes. 
























KANSAS CITY. — The Missouri 
Automobile Dealers Assn. and the 
Kansas Motor Car Dealers Assn., 
meeting in a joint convention here, 
have agreed to an “aggressive cam- 
paign” to get their respective states 
to enforce the Sunday closing law. 

“Both states have similar laws 
and the same weak penalties cov- 
ering sales on Sunday,” James 

A. Gorman, MADA executive 

vice-president said, 

Gorman said the associations will 
campaign for legislation to 
strengthen the laws and the pen- 
alties. 

“We want the penalty set so that 
it will not be profitable for a dealer 
to do business on Sunday,” Gorman 
said. 

Officers elected by the MADA in- 


Rambler Dealer 
Cruze Heads Up 


Tennessee Assn. 


BILOXI, Miss.—Roy A. Cruze, a 
Rambler dealer in Knoxville, was 
elected president of the Tennessee 
Automotive Assn. at the group’s 
annual convention here, He suc- 
ceeds S. I. Bryant (Buick), Cleve- 
land, Tenn. 

Jack Yeiser (Chevrolet), 
Waynesboro, was elected secretary- 
treasurer, succeeding R. E. Mc- 
Adams (Ford), Nashville. Seven re- 
gional vice-presidents were named. 
They are: 

Charles Reed (Buick), represent- 
ing the Memphis area; Nea] Stroud 
(Chevrolet), Jackson area; Grady 
Spann (Chevrolet), Nashville area; 
Jim Brady (Chevrolet), Columbia 
area; Stokeley Doster (Lincoln- 
Mercury), Chattanooga area; Dar- 
rel] Eagleton (Ford), Knoxville 
area, and Robert F. Looney (Ford), 
Tricity area (Bristol-Johnson City- 
Kingsport). 

Convention speakers included 
Otto P. Henneberger, manager of 
the New Jersey Automotive Trade 
Assn.; Paul V. Millians, vice-pres- 
ident, Commercial Credit Co., and 
Dr. Rowland F. Kirks, legislative 
counsel, National Automobile Deal- 
ers Assn. 

Also on the program were Char- 
les B. Wilson, a Chevrolet-Cadillac 
dealer in Paducah, Ky.; T. J. 
O’Neil, Ford Motor Co. consultant 
for dealer public affairs informa- 
tion, and Warren A. King, Life 
magazine automotive merchandis- 
ing manager. 




























Happe Handling Rambler 

McK EES ROCKS, Pa. — Ed 
Happe Motor Co., 315 Broadway, 
has been awarded a Rambler fran- 
chise, according to Ed Happe sr. 
His son, Ed Happe jr., is general 
manager. 


















e 
2 Firms Develop 
e 
Greasing System 
* 7. . * 
With Single Fitting 

NEW YORK.—A single-fitting 
lubrication system has been proto- 
typed by Climax Molybdenum Co,, 
a division of American Metal Cli- 
max, Inc., with the cooperation of 
Farval Co., Cleveland. 

The development offers import- 
ant advantages for the oil and auto 
industries as well as the motorist, 
Climax Molybdenum said. 

A working prototype of the one- 
unit system, which comprises a 
single grease fitting mounted under 
the hood near the radiator cap and 
connected by nylon hoses to all 
lubrication points, has been in- 
stalled in a car for testing. Prelimi- 
nary trials have met with success, 
the firm said. 

Grease is pumped through the 
master fitting to all necessary 
parts of the steering and front-end 
assemblies in a single, one-minute 
operation, according to E. E. 
Smith, manager, Climax Chemical 
Division. 

Use of this system not only 
would give the motorist added con- 
venience but would expand the 
market for chassis grease and 
provide auto producers with an 
attractive sales feature, he said. 


Stiffer Sunday Sales Ban 
Sought in Kansas, Missouri 


cluded C. A. Gilbert (Buick), St. 
Louis, president; W. E. Zenge 
(Ford), Canton, first vice-presi- 
dent; J. H. Scott jr. (Lincoln-Mer- 
cury-Comet), Kansas City, second 
vice-president; J. M. Allton (Ford), 
Columbia, treasurer, and Gorman, 
executive vice-president, 

The KMCDA elected Howard 
Goad, Junction City, president; 
Bert Collard jr., Leavenworth, 
vice-president; Dale Sharp, To- 
peka, treasurer, and Roscoe 
Hambric, Topeka, secretary- 
manager. 

Regional vice-presidents include 
F. J. Mesce, Kansas City, first dis- 
trict; Floyd Minnick, Ottawa, sec- 
ond district; Jay Tabor, Chanute, 
third district; Edward H. Bell, Sa- 
lina, fourth district; Ben P. Robin- 
son, Wichita, fifth district; A. G. 
Bertoglio, Medicine Lodge, sixth 
district; Edgar W. Heyl, Sharon 
Springs, seventh district, and Rob- 
ert E. Hood, Liberal, eighth dis- 
trict. 

A membership goal of at least 
90 percent of all franchised dealers 
in the state has been established 
by the KADA under a district re- 
organization program. 

Under this new setup the state 
has been divided into eight dis- 
tricts instead of the previous six, 
with a regional vice-president for 
each district. 

“Each director is assigned three 
or four counties in his immediate 
area,” said Hambric, secretary- 
manager. 

“The regional vice-president 
will be in charge of each district 
and the directors will be respon- 
sible for membership and all 
other functions that will have to 
do with both the KMCDA and 
the National Automobile Dealers 
Assn.,” he said. 

“We will put on an aggressive 
membership drive that will result 
in every nonmember dealer in Kan- 
sas being called on and informed 
of the activities and accomplish- 
ments of both KMCDA and 
NADA,” he added. 


Wash. Dealer Loses 
High Court Appeal 


OLYMPIA, Wash. — The State 
Supreme Court has upheld a $600 
judgment which Edmund Reese 
Prim obtained against Wockner 
Pontiac, Seattle. 

Prim contended that the dealer- 
ship delivered to him a used car 
instead of the new car which he 
had ordered. 

The dealership contended that 
Prim had waived the new-car war- 
ranty and was not entitled to 
recover damages. The Supreme 
Court ruling affirmed an earlier 
decision by Judge Story Birdseye, 
of King County Superior Court, 
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‘Factory Prices’ Due 
For °61-Model Debuts 


(Continued from Page 1) 


ord levels ever since introduction 
day. If revealing advertised-deliver- 
ed prices put Rambler in a poor 
competitive position, the sales fig- 
ures certainly don’t show it. 
* * * 

| preomees MOTOR provides another 

example. The company men- 
tioned advertised-delivered prices 
(including excise and prep) when 
it introduced its Falcon wagons 
and all Comet models earlier this 
year. Falcon wagons are selling 
well, and Comet is the hottest horse 
in the Ford stable. 

Nevertheless, the company has 
not decided whether to extend 
this pricing policy to its full-sized 
models next fall, 

In the past, dealers have con- 
demned the manufacturers for 
their unrealistic price announce- 
ments. They explained it this way: 

“A guy reads a price in the paper 
and comes in expecting a big dis- 
count from that figure. We tell him 
that price didn’t include the $200 
federal tax, and he walks out. Then 
he tells his friends we tried to 
cheat him.” 

* * * 

HE sticker law has alleviated 

that situation somewhat, but 
dealers replying to an AUTOMOTIVE 
News survey this month voted two- | 
to-one in favor of including excise | 
and prep in factory price an-; 
nouncements. | 

A Missouri dealer who favors the | 
proposal declared that excluding) 
excise and prep makes the public! 
fee] that the factory and the dealer | 
are guilty of misrepresentation. 

“The industry should be inter- 
ested in improving public rela- 
tions, rather than straining 
them,” he said, 

A Michigan Ford dealer liked 
the idea if all manufacturers would 
cooperate. “It would definitely elim- 


Carolina Dealers 


Told Market Is 
In State of Flux 


(Continued from Page 3) 


turing processes and product de- 
sign. 

Ingenuity in engineering design 
will figure importantly in the fu- 
ture of the auto industry and, as a 
result, Ford is giving unprecedent- 
ed weight to its basic scientific re- 
search, he said. 


The challenge to dealers is 
equally great, he added. 

“Today as never before in its 
modern history,” Ford said, “the 
automobile market will go to the 
swift and imaginative.” 

W. Heartsill Wilson, Plym- 
outh-DeSoto-V aliant assistant 
general sales manager, speaking 
on the “human side of selling,” 
said successful salesmen are 
made, not born, 

“To be a greater success tomor- 
row than today,” he declared, “a 
salesman must be willing to be ex- 
ceptional; oblivious of the clock; 
respectful of the fundamentals of 
selling, and be able to keep flex- 
ible.” 

With these attributes, he said, an 
ambitious person “can rise above 
the 93-percent who live and die 
without making a ripple on the 
surface of success. 

“You can make a living from 
8 to 5,” Wilson said, “but you 
make a success from 5 to 11.” 

Wilson told of a successful man, 
much envied by his friends, one of 
whom confronted him with the re- 
mark that he was “just plain 
lucky.” 

“*Yes,’ he replied, ‘I am a lucky} 
man, And you know, the harder I) 
work the luckier I get.’” 

Other speakers were Birkett L. 
Williams, National Automobile 
Dealers Assn. president, and 
Homer J. Merchant, United Air- 
lines genera] sales manager. 

Rebert F. Pulliam, Columbia, 
SCADA president, called the con- 
vention “the finest we have ever 
held.” 





inate much of the confusion that 
now exists when the customer sees 
the price sticker,” he asserted. 
From an Oregon retailer came 
this comment: “The laid-down de- 
livered price is a hard thing for 
the factories to face. They like to 
dream a little and pretend that 
everyone is entitled to an excise- 


tax exemption.” 
* 
A CALIFORNIAN thought it 
would be helpful if the manu- 
facturer listed the excise levy sep- 
arately when announcing prices. 
“I think the public should know 
how much the tax is,” he said. 
In the Rocky Mountain area, a 
Chevrolet dealer declared that 
prices announced by the factory 
should be the same as those on 
the price label. He added: “When 
they leave off tax and prep, it 


* 


makes the dealers look like a 
bunch of crooks.” 

Other dealers considered factory 
prices strictly academic, They 
didn’t care whether the figures ih- 
cluded tax and prep. 

“What difference does it make?” 
asked a Detroit Ford dealer. “This 
is a horse-trading business. People 
deal on cash difference or monthly 
payments.” 

* * + 
BUFFALO retailer also con- 
sidered the difference the most 
important factor, while a Massa- 
chusetts man said the only figure 
that counts is the tradein allow- 
ance. 

A Chicagoan wasn’t interested 
in seeing the factory mention ex- 
cise and prep. 

“The public thinks the factory 
price is the sale price,” he remark- 
ed, “In this area, our business pat- 
tern is constant and continual dis- 
counting, and it’s all right as it is. 
We can make good profits on $200 
to $250 gross washout, as we are 
doing now.” 

In the Far West, a Dodge dealer 
summed up his sentiments this 
way: “The federal sticker law has 
done away with any necessity of 
announcing prices.” 

—JoHN K. TgeaHEN Jr. 





Portland Launches Safety-Check Program— 


Mayor Terry D. Schrunk, Portland, Ore., is shown signing Safety-Check proclamation, 
designating May as “Safety-Check Month.” From left are Terence S. Fitzgerald, Cadil- 
lac merchandising representative, who has been loaned to the safety-check program 
covering Oregon and Idaho; Rolland R. Bilyeau, program general chairman for the 
Portland Junior Chamber of Commerce, cosponsors of the drive along with the Portland 
Automotive Trades Assn.; Mayor Schrunk, and J. Ernie Thompson, PATA president. 
Thirty-eight Oregon and 16 Idaho cities are conducting safety-check drives this month. 
In addition, four agencies of the Bureau of Indian Affairs are conducting safety-checks 
on Indian reservations in Oregon. 





any way you look at it... 





the SUNBEAM ALPINE has it! 


enthusiastic dealer acceptance 
enthusiastic consumer acceptance 
aggressive distributor backing 


The Sunbeam Alpine creates enthusiasm . . 


. and there’s 


small wonder! Never before have American fine car lovers 
“taken to” a car as they have the Alpine. For dealers, this 
enthusiastic consumer acceptance creates extra, fast-turning 


profits. 


There are many advantages to having the Alpine on your 
sales floor. Well established consumer demand (dealers sell 
the Alpine as quickly as they can get them!) . . . “long dol- 
lar” profit (dealers report full list on every sale!) . . . and 


Service wherever you go... 


ROOTES 


over 800 dealers in the U.S. 


aggressive distributor support in every step of the sales, 
servicing and promoting of the Alpine (tightly-knit district 
sales organization, “when-you-need-them” service repre- 
sentatives, consumer attracting advertising!) 

Get into the imported car field the right way with the right 
car. There are still a few valuable dealer franchises avail- 
able in the Great Southwest. For information on the Alpine 
and the Rootes line of cars, contact Mid-America Corpora- 
tion of Houston, 340 South 66th Street, Houston, WA 3-9731. 


Mid-America Corporation of Houston, 
340 South 66th St., Houston, Texas 


Please have your district manager explain the Alpine and 
Rootes Group profit picture to me at the very earliest date. 
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Government Loses First Antitrust Case .. . 


Detroit Chevy Dealers Win Price-Fix Fight 


(Continued from Page 1) 


or sales-tax form which was given 


lists. But the defense denied any | to the customer. 


agreement to fix prices. 

No evidence was submitted 
which showed that the “association 
price” appeared on the bill-of-sale 


ADVERTISEMENT 


On Count Two, the government 
contended that the defendants 
agreed on March 5, 1956, to hold 


ume 


“OUR CHILDERS CARPORTS ARE EVERYTHING WE EXPECTED,” 
writes Bill Dorais of Gus Dorais Chevrolet, Wabash, Ind. “They decrease 
our car maintenance costs, cut down on light bills and make a pleasant 
showroom on sweltering hot summer days.” See how Childers Carports can 
slash your overhead and increase sales. Turn to Page 51. 





AUTOMOTIVE NEWS, MAY 23, 1960 


out for $225 gross profit on new | word liberty,” he asked, “if 41 were 


cars. 


The defense acknowledged that 
profits often were discussed at as- 
sociation meetings at that time be- 
cause most dealers were losing 
money. The defense denied, how- 
ever, that there was any specific 
agreement to hold the line at $225 
or any other figure. 

* * * 
y-* HIS argument to the jury, 

John Neville, government anti- 
trust attorney, reviewed the testi- 
mony of his witnesses and remind- 
ed the panel that conspiracy was 
the offense charged in the case. 

The government, he said, did not 
have to prove that the agreements 
worked, or even that they were 
workable, The existence of the 
agreements was the vital point, he 
said. 


Defense Attorney Vermeulen 


pounded home the fact that 41 
dealers attended the meetings in 
March, 1956, 

“What is the meaning of the 


“Know-how” can make the difference... 





YOU AND YOUR BUSINESS CAN PROFIT by subscribing to 


FLEET NEWS - LEASE NEWS, the two important Lee publi- 


cations. These unique news-letters cover up-to-the-minute tips on 


financing, insurance, lease documents, personnel training, adver- 





tising, state regulations, taxation, fleet maintenance, and fleet 
promotion. ¢ Concise, factual, easy to read — so informative 
that every key man in your organization should have his 
own copy. Edited and published by Sam Lee, the nation- 


ally recognized authority in the fleet and leasing fields. 
FLEET NEWS - LEASE NEWS — “must” reading 
for all profit-conscious leasing executives. 


NOW! 


This offer available for a limited time only. 


FLEET NEWS-LEASE NEWS 


Send your check today and receive FREE copy of booklet 
STATE REGULATIONS AND INSURANCE REQUIREMENTS. 


Sam Lee Associates, Inc., 820 Keith Building, Cleveland 15, Ohio 


We enclose our check in the sum of $10.00 for one year’s subcription to FLEET NEWS-LEASE NEWS. 
Please forward FREE copy of booklet entitled STATE REGULATIONS AND INSURANCE REQUIREMENTS. 


NAME 


COMPANY 


ADDRESS 


city 


Please make checks payable to Sam Lee Associates, Inc. 


Inquire about the low cost syndicating service under which LEASE NEWS can be obtained in quantity for mailing or showroom distribution - 
— printed under your own masthead. Demonstrate to your prospects and customers that you are fleet headquarters in your city. 


ZONE 


TITLE 





STATE 





present and only 22 have been 
brought to trial? Is that liberty, 
equality and justice—to charge 22 
and let 19 go?” 

He noted that Neville had said 
there could be no agreement unless 
all agreed, “If all agreed, why 
aren’t they all here?” Vermeulen 
demanded. 

* * * 
H® DENIED that any agreement 
had been made and asserted 
that the government had failed to 
prove the guilt of those indicted. 

In answer, Neville said law 
enforcement officials must decide 
who the defendants will be and 
that the degree of participation 
and the degree of culpability was 
not the same for all parties. 

He then launched into a recital 
of the attendance records of the 
defendants at association meetings 
from June 30, 1955, to April 1, 1958, 
showing that they had missed few 
sessions and had been active in 
association activities. 


This drew from Judge Thornton 
the comment that the defendants 
were charged with conspiring to do 
something illegal—not with attend- 
ing or missing meetings. 

A a + 

y HIS 20-minute charge to the 

jury, Judge Thornton explained 
that the Sherman Act forbids un- 
reasonable restraint of trade and 
that some restraints—like price fix- 
ing — are unreasonable in them- 
selves. 

He defined price fixing as any 
agreement among competitors to 
tamper with the price structure, He 
reminded the jurors that the gov- 
ernment was not required to prove 
that any defendant intended to 
violate the law. 

But he stressed the fact that 
the burden of proving the 
charges was on the government 
—that the defendants were not 
required to prove their inno- 
cence, 

He explained “reasonable doubt” 
and warned, “You can’t give 
weight to conjecture or suspicion 
.., you can’t guess at anything.” 

Each defendant, Judge Thornton 
said, is entitled to independent con- 
sideration, He added that the cor- 
porations were the defendants, not 
the dealers themselves. 
* * cs 


7 jury retired, and the dealers 
and their counsel began to pace 
the corridor outside the courtroom. 
Vermeulen puffed on a cigaret and 
remarked, “I’ve been reviewing the 
case in my mind, and I can’t think 
of anything we should have done 
differently.” 

A dealer wondered how long 
the jury would be out, and Louis 
Colombo answered, “I hope they 
don’t come back too soon, In a 
case like this, a quick verdict 
often goes against the defense.” 

The pacing continued. A passer- 
by noted that “you men look like 

a bunch of expectant fathers.” 

Fred Colombo shook his head. 
“T've been through that four 
times,” he said, “and I’ve been 
through this a hundred times. This 
is tougher.” 

After 90 minutes, the jury had a 
question: “Is there any verdict we 
can give if there is a reasonable 
doubt in our minds about the 
guilt of all the corporations?” 

+ * * 


UDGE THORNTON informed 

them that in such a situation 
they could return a verdict of not 
guilty. 

When the jury had left the room, 
Neville complained that he was 
afraid they now were deliberating 
on all or nothing—that they were 
overlooking that part of the court’s 
instructions which said they could 
consider each defendant individu- 
ally. 

The judge said he had no such 
impression. 


The defendants resumed their 
vigil in the hall. They discussed 
the jury’s question and decided it 
was a good omen. More pacing. 

The jury had another question 
after 3% hours of deliberation. 
This time, it was: “Can we find the 
association guilty, but not the in- 
dividual dealerships?” 

Judge Thornton said no. He ex- 
plained that the law on conspiracy 





stipulates that it takes two or more 
persons to conspire—one person 
cannot do it alone, 

ca * * 

HAT did it. In less than 15 

minutes, the jury came back 
to announce it had found the de- 
fendants not guilty on both counts 
of the indictment. 

The dealers were jubilant, but 
restrained. “Our attorneys had 
asked us to show no emotion, 
whatever the verdict,” one dealer 
said later, “but it was mighty 
hard to keep from cheering when 
the jury said ‘not guilty,’” 

The verdict involved 19 dealer- 
ships and the association. Before 
the case went to the jury, Judge 
Thornton had acquitted three firms 
—Hanson Chevrolet Co, and Mun- 
cey Chevrolet, Inc., both of Detroit, 
and Gene Hamilton Chevrolet, Inc., 
of suburban Warren, 

Hanson and Muncey were not in 
business under their present cor- 
porate structures early in March, 
1956, the time at which the gov- 
ernment alleged the price-fixing 
agreements were made, The Ham- 
ilton dealership was formed March 
29, 1956. 

* * a2 
ACQUITTED by the jury were 
the Detroit Chevrolet Dealers 
Assn. and the following Detroit 
dealerships: 

Hanley Dawson Chevrolet, Inc.; 
Emmert Chevrolet Co.; Fort Park 
Motors, Inc.; Funston Chevrolet 
Co.; P. L. Grissom & Son, Inc.; 
Jefferson Chevrolet Co.; Mack- 
Gratiot Co.; Jerry McCarthy Chev- 
rolet Co.; Merrollis Chevrolet Sales 
& Service Co.; Trumbull-Chevrolet 
Sales Co., Inc., and Ver Hoven 
Chevrolet, Inc. 

Also acquitted by the jury were 
the following suburban dealer- 
ships: Tom Bowden Chevrolet, Inc., 
Dearborn; Harry Buchanan, Inc. 
(formerly Buchanan Highland 
Chevrolet Co.), Highland Park; 
Ernie Grissom Chevrolet, Inc., Mt. 
Clemens; H. R. Marsh & Son, Inc., 
Dearborn; Matthews - Hargreaves 
Chevrolet Co. Royal Oak; Ray 
Ridge Chevrolet, Inc., Trenton; Ed 
Rinke Chevrolet Co., Center Line, 
and Bill Root Chevrolet, Inc., 
Farmington. 


Price Fixes Cost 


$350,000 in Fines 


Dealers in 3 Cities 
Paid on U. S. Counts 


DETROIT. — In the last two 
years, federal grand juries have 
investigated the pricing practices 
of auto dealers in several cities. 

The probes resulted in several 
indictments on charges of con- 
spiracy to fix prices. Fines to- 
talling $350,750 have been levied 
against dealerships and/or trade 
associations. which pleaded guilty 
or nolo contendere (no contest). 

Following is a summary of the 
price-fixing inquiries: 

CLEVELAND: A grand jury conduct- 
ed hearings and questioned dealers, 
but no indictments were returned. 

Detroir: Twenty-two Ford dealers 
and their trade association were 
indicted. They pleaded nolo con- 
tendere and were fined $86,000. 

Twenty-two Detroit Chevrolet 
dealers and their line group also 
were indicted. They fought the 
charges and were found innocent 
by a jury in Federal District Court. 

New York: Eight trade associ- 
ations were indicted, They plead- 
ed nolo contendere and were 
fined $111,500, 

San Francisco: Associations rep- 
resenting 67 Plymouth, 176 Ford 
and 164 Chevrolet dealers were in- 
dicted, The dealerships themselves 
were named as co-conspirators, but 
not as co-defendants, 

The Plymouth association con- 
tested the charges and was con- 
victed. The verdict is being appeal- 
ed, and the Ford and Chevrolet 
cases are off the docket pending 
the outcome of the appeal. 

WASHINGTON: Fourteen Chevrolet 
dealers and their line group were 
indicted. They pleaded guilty and 
were fined $32,000. 

Seventeen Ford dealers and 

Ford Motor Co. were indicted 

and pleaded nolo contendere. The 

dealers were fined $75,500. Ford 

Motor Co. was fined $10,000. 

Eleven Oldsmobile dealers were 
indicted. They pleaded nolo con- 
tendere and were fined $35,750, 
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Car, Truck Output Estimates 
By Automotive News 
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Overtime Hikes Yield to 157,000... 


Car Output Climbs 


PASSENGER CARS 


(U. S. PRODUCTION ONLY) 




















Week Week 
Ended Same Ended Output, 
May 21, Week, May 14, May, May’ 23, 
1960 1959* 1960* To Date 1959* 
AMERICAN MOTORS 
Rambler ......................... 11,600 9,705 11,404 34,702 170,848 214,296 
CHECKER MOTORS .. 225 153 207 644 2,390 3,192 
CHRYSLER CORP. .... 26,350 18,877 21,018 69,895 339,956 477,489 
OR FUNOR nevevsesesccsscconeseces 1,691 5,036 34,496 
BD -Gtsenevssvcsiecessevasiin 251 714 25,121 14,440 
MND cok dns digupaiseitideisiepeit 10,654 32,861 76,092 180,902 
Imperial .. 409 409 9,653 7,126 
Plymouth Total 8,013 30,875 194,594 236,632 
Plymouth ..............0.. 4,904 14,034 194,594 122,173 
Valiant. ........ 3,109 16,841 ........... 114,459 
FORD MOTOR** 41,841 122,938 752,324 811,310 
Ford Division 32,990 97,068 651,404 674,433 
PP MIIEE  sidivenisevesseviseicass ROTTS «= SBOAT . vcsinisnns 205,852 
Ford (Standard) .... 18,350 33,148 19,975 56,897 621,289 430,132 
Thunderbird. ............ 2,650 1,845 2,238 7,124 30,115 38,449 
L-M Division .............. 8,945 3,528 8,851 25,870 80,820 136,877 
5,509 15,852 .......... 50,554 
273 871 13,740 9,721 
3,069 9,147 67,080 16,602 
68,881 209,208 1,270,832 1,473,611 
6,538 18,339 119,245 129,655 
3,428 10,174 71,820 71,323 
Chevrolet Division .... 44,500 35,057 39,583 125,354 707,972 897,514 
QR VED © sasciimisctticccinss GRO ois 4,258 14,108 .......... 127,353 
Chevrolet (Stand.).. 39,800 35,057 35,325 111,246 707,972 770,161 
Oldsmobile _.................. 8,750 8,878 8,782 24,410 180,212 172,977 
SERED = nigovecssliovrasiateoiin 11,500 10,886 10,550 30,931 191,583 202,142 
S-P CORP. 
Studebaker .................. 2,624 3,258 2,773 8,037 74,753 53,225 
Total Cars, U. S.** ....156,998 133,721 146,124 445,424 2,611,103 3,033,123 


*Revised. 
**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 








Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
Week, May 14, May, May 23, May 21, 
1959* 1960* ToDate 1959* 1960 

8,502 8,422 25,069 167,130 197,777 

131 42 162 2,732 1,213 

69 88 253 1,365 1,815 

1,479 484 3,698 34,864 32,785 

74,675 7,826 23,177 138,602 157,764 

2,110 2,057 6,435 37,309 47,304 

3,538 2,665 7,944 58,400 55,794 

375 337 1,029 7,141 5,951 

150 372 1,377 5,676 6,548 

422 401 1,163 7,872 7,864 

2,749 2,331 12,460 47,909 59,081 

86 718 240 1,633 1,806 

Total Trucks, U. S. .... 28,996 27,286 25,103 83,007 510,633 575,702 
Total Cars, Trucks, 

WD, {M. Voccsjecr tibiae aed 994 161,007 171,227 528,431 3,121,736 3,608,825 
Total Cars, Trucks, 

CGE, 5 5x, Sacicscars 10,905 8,682 10,936 32,391 186,637 199,284 

Grand Total, 


U. S. and Canada....196,899 169,689 182,163 560,822 3,308,373 3,808,109 


*Revised. 





Polk Answers Dealer Queries ae 





Lowdown on Registrations 


DETROIT.—Answers to the most 
commonly asked questions concern- 
ing auto and truck registrations are 
provided in a new booklet prepared 


Carter Promotes 


Three Executives 


ST. LOUIS. — Kennard F. Miller, 
manager of manufacturing of the 
Carter Carburetor Division, ACF 
Industries, has been promoted to 





K. F. Miller A. P. Lauer 
general manager. Miller will be re- 
sponsible for all functions of the 
division. 

Other executive changes included 
the appointments of A. P. Lauer as 
director of aftermarket sales and 
Kenneth D. Johnson as assistant 
general manager. 

Gene Robers, vice-president of 
aftermarket sales, and Frank 
Schreiner, general manager of dis- 
tributor sales, have resigned. 


primarily for dealers by R. L. Polk 
& Co.’s Motor Statistical Division. 

H. H. Blohm, Polk vice-presi- 
dent, said the booklet’s main ob- 
jective is to provide “a better 
understanding of the procedures 
that are followed in compiling” 
the registration reports. 

A brief answer is given to each 
question a dealer might have. This 
is followed by a more detailed an- 
swer, but in most cases, Blohm 
said, the brief answer will explain 
what the dealer wants to know. 


A copy of the booklet is being 
sent to each subscriber to the Polk 
reports, Blohm said. 

Here are some of the questions 
answered by Polk: 

1. What’s the difference between 
a registration and a sale? 

2. Why don’t registration fig- 
ures agree with my sales totals? 

3. Do I get credit for every car 
I sell? 

4. Are registrations in my own 
name counted? 

5. Why can’t registrations in my 
own name be counted right away? 

6. This Vehicle Identification File 

. . exactly what is that? 

7. Do I receive registration 
credit for fleet sales? 

8. Why is it so important to me 
that registration documents be ac- 
curate? 

9. Who uses these registration 
figure? 

10. How are vehicles counted in 
my registration reports? 


bac ang gh o 3-Month Peak 


(Continued from Page 1) 


five days, raised its output 
from 4,258 to 4,700. Valiant’s for- 
mer high of 7,164 assemblies was 
set during the week ended April 2. 

Lark, still operating on four-day 
schedules, dipping slightly from 
2,773 to 2,624, and Rambler, work- 
ing three shifts six days, bumped 
its output from 11,404 to 11,600. 

Meanwhile, Ford said Falcon is 
boosting its output to the 600,000 
annual level beginning June 6. 
Rambler is scheduled to operate at 
the same level beginning with the 
1961 model run. 


gpehinemseni prodhieer among the 
medium-price makers last week 
was Dodge, which turned out an 
alltime high of 12,400 cars. Its pre- 
vious high of 11,068 assemblies was 
set during the week ended July 
22, 1950. 

Last week also marked the sec- 
ond consecutive week that Dodge 
output topped the 10,000-unit level, 
the division having turned out 
10,654 cars during the week ended 
May 14. 

With Dart continuing to take 
nine of every 10 assemblies, 

Dodge’s calendar-year output 


currently stands at an estimated 
165,164 Darts and 15,738 “big” 
Dodges. On a model-year basis, 
Dart is taking approximately 85 
percent of total output. 

Thunderbird, working six days, 
set an alltime high of 2,650 assem- 
blies last week, eclipsing its for- 
mer high of 2,248 units built during 
the week ended April 30, 

Only Buick-Olds-Pontiac field 
plant to work six days last week 
was at Wilmington, Del. 

* og a 

HEVROLET continued to hold 

an overwhelming lead over the 


Cincinnati Valiant Assn. 


Names Guy President 


CINCINNATI, — Fred F. Guy, 
Fred Guy Plymouth Sales, Muncie, 
Ind., has been elected president of 
the Cincinnati region, Valiant 
Assn., Inc. Other officers are: 

George W. Byers sr., Geo. Byers 
Sons, Inc., Cincinnati; vice-presi- 
dent; J. Thomas O’Brien jr., Tom 
O’Brien Co., Indianapolis, secre- 
tary, and Joseph C. Albers, J, H. 
Albers Co., Cincinnati, treasurer, 
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other standard makes with an out- 
put of 39,800 units last week, com- 
pared with 35,325 assemblies a week 
earlier, Chevrolet worked seven of 
its standard-sized car plants last 
Saturday. 





In the highest priced class, Ca- 
dillac scheduled 3,360 assemblies 
last week, compared with 3,428 cars 
built a week earlier, Lincoln, work- 
ing six days, climbed from 273 to 
330 assemblies. Imperial was down 
all week after having built 409 
units the previous week, 

* * + 


HE truck manufacturers turn- 

ed out an estimated 28,996 units 
last week, compared with 25,103 
assemblies a week earlier and 
27,286 turned out during the week 
ended May 23 last year. 

Canadian manufacturers built 
an estimated 10,905 cars and 
trucks last week, compared with 
10,936 vehicles produced a week 
earlier, and 8,682 assemblies dur- 
ing the week ended May 23 last 
year. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 9,210 cars and 1,695 trucks last 
week, compared with 9,191 cars and 
1,745 trucks a week earlier. 





Quit Giveaways, Mass. Dealers Told 


bridge. The plaque was accepted by| Boston, by the general chairman 


(Continued from Page 3) 
without making a ripple on the 
surface of success.” 

He said: “Most of us contin- 
uously force ourselves to keep 
productive, to be aggressive and 
to build for the future.” 

Wilson told dealers to watch out 
for ‘negative’ salesmen and those 
who, when asked “Is this job your 
future?,” reply, “No, I’m just here 
until I can get a better job some- 
where.” 

S. M. DuBois, vice-president, Uni- 
versal Underwriters, Kansas City, 
told the Massachusetts dealers that 
“we may be approaching a sellers’ 
market.” DuBois said that auto 
dealers should be more informed as 
to where their money goes for in- 
surance premiums, and urged them 
to enforce rules of a good safety 
program at their dealerships. 

DuBois said auto dealers are 
often under-insured, and called 
upon the dealers to have their 
present coverages carefully an- 
alyzed by qualified insurance men 
in order that they, their employes 
and the public suffer no uncov- 
ered loss. 

Hugo L, Separini, Hugo Pontiac, 
Newton, was elected president of 
the association (he had been acting 
president since the death of Harry 
B. Scott, president). 

Robert F, Krumpholz, Pickup 
Motors, Holyoke, became first vice- 
president; Fred F. Cain, Fred F. 
Cain DeSoto-Plymouth, Wilming- 
ton, second vice-president; Ray- 
mond D. Taylor, Taylor Buick Co., 
Inc., Lawrence, treasurer and Ro- 
land F, Gauthier, Gauthier Motors, 
Salem, treasurer, William A, Plun- 
kett is executive vice-president, 

Elected to serve as directors of 
the association for a term of three 
years were: Robert P, Feely, Need- 
ham; Richard W. Goode, Hingham; 
Alfred F. Rodgers, Lowell; Wilfred 
A, Smith, Dorchester, and William 
R, Sweeney, Turner Falls. 

Separini noted that the new- 
car dealers were optimistic about 
their segment of the automobile 
business, reported that Ameri- 
cans are desirous of owning new 
cars that feature ease and com- 
fort in their handling, coupled 
with numerous safety features. 

Speaking on legislation of the 
past year, he noted that the associ- 
ation’s opposition to the proposed 
limited 3 percent sales tax had 
been fruitful and called upon mem- 
bers to oppose “this type of dis- 
criminatory taxation.” 

Separini also called for enact- 
ment of State House Bill 1179, 
which, he said, would freeze the 
present excise tax rate on regis- 
tered motor vehicles, 

A testimonial plaque was pre- 
sented posthumously to Mr. Scott, 
whose dealership was in Cam- 


the deceased president’s son, H, B. 
Scott ITI. 

A gift was presented to the re- 
tiring treasurer, Abraham Maltz, 


of the convention, Fred F. Cain, 
Wilmington. 

No policy resolutions were pass- 
ed. 


Washington Dealers Told 
How to Bolster Profits 


(Continued from Page 8) 


these cars and the financing de- 
mands are bound to be staggering,” 
Mrs. Hansen cautioned, 

The speaker, who is chairman 
of the House Roads and Bridges 
Committee, forecast possible tax 
shifts to care for highway financ- 
ing and advocated compulsory 
driver training. She also urged a 
program of retraining for adult 
drivers, explaining that many have 
admitted they are not sure of 


Nichols Expects 
Compacts to Get 
35 Pet. of Sales 


NEW YORK.—Economy cars 
probably will account for 35 per- 
cent of United States new-car sales 
after the introduction of four new 
compacts next 
fall, according to 
Byron J. Nichols, 
Chrysler Corp. 
automotive sales 
vice-president. 

Addressing the 
convention of the 
National Federa- 
tion of Financial 
Analysts Socie- 
ties, Nichols de- 

clared that this 
Byron J. Nichols decade will see 
the most intense competition in au- 
tomotive history, 

He noted that first-quarter sales 
topped 1% million units and cited 
a strong market in April and May. 
He said manufacturers have boost- 
ed production schedules and added: 

“At Chrysler, for example, we 
have added 44,000 units to our May- 
June-July schedules. We now are 
getting a solid 16 percent share of 
the U. S. new-car market, And of 
our total corporate sales involving 
tradeins, 44 percent are conquests. 

“On the basis of our own sales 
and industry sales, we now expect 
American motorists to buy well 
over 6% million cars this year, in- 
cluding about 500,000 imports.” 

He added, “Because of changes 
in the American pattern of living, 
a sizable segment of our market 
may be dominated by the economy 
trend for several years.” 





themselves on modern superhigh- 
ways. 

The auto industry will receive its 
share of the bright economic future 
only if it recognizes its political 
responsibility, Merrell cautioned at 
the second convention luncheon. 

Moore reiterated Merrell’s re- 
marks, telling dealers what they 
can expect in the future from gov- 
ernment, from manufacturing and 
from the national association. 

“Your state legislature is the 
place to correct the unfair, 
sweeping reforms ill-informed 

congressmen are beaming at the 

automobile industry,” Moore said. 
“Unless something is done quick- 
ly, our industry can expect more 
and more regulations.” 

The auto industry also must 
clean house in the field of advertis- 
ing—a media that in many cases 
insults the intelligence of the buyer 
—or it will be restricted, and right- 
ly so, by the Federal Trade Com- 
mission, Moore said. 

Turning to manufacturers, 
Moore predicted they will reap- 
praise trade areas, decreasing deal- 
erships by as many as 3,000 by 
1965. Those who survive will be the 
quality and responsible ones, he 
said, 

In the final afternoon session, 
Speer called diversification the key 
to survival for auto dealers. 

“The business volume for auto 
dealers stood practically still 
from 1954 to 1959 while auto re- 
pair business gained 73 percent 
and service stations gained 31 
percent,” Speer said, “Compete 
with these outlets for your fair 
share; have more than one col- 
lection basket; become a mer- 
chant of additional services,” he 
advised. 

“You are at the mercy of a sin- 
gle source for merchandising so 

you should shop around for financ- 
ing sources,” he advised. “Unless 
your present financing arrange- 
ments are broad and flexible, it’s 
time for a change.” 

Both Moore and Speer referred 
to the problems related to compact- 
car sales. Moore predicted what the 
volume in production and sales will 
be in this line but Speer cautioned 
that the profit end may not be so 
glittering. 
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Obituaries 


Cannon Ball Baker, 78; 


Noted Cycle, Auto Racer 


INDIANAPOLIS. — Erwin G. 
Baker, 78, pioneer motorcycle and 
auto racer and an employe of auto 
manufacturers in the 1940s and 
1950s, died of a heart attack May 
10. He had been a NASCAR com- 
missioner since the group was 
formed in 1947. 

Mr. Baker, who was known as 
Cannon Ball, won the first race 
ever held at the Indianapolis 
Speedway, a motorcycle event in 
1909. He finished 11th in his only 
entrance in the 500-mile auto race, 
in 1922. 





Arnold G. Zahe 

FARGO, N. D.—Arnold G, Zuhe, 56, 
assistant vice-president of First National 
Bank & Trust Co., is dead. He was with 
General Motors Acceptance Corp. from 
1925 to 1945, serving in branch offices in 
Minneapolis and Fargo, 

* * * 


Bismark Tucker 
YAKIMA, Wash.—Bismark Tucker, 86, 
Pioneer Yakima auto dealer, died of a 
heart attack. He was a member of the 
Washington State Automobile Dealers’ 
Assn. 


Eugene L. Shaver 
HAMMOND, Ind.—Eugene L. Shaver, 
74, president of Shaver Motors, Inc., died 
May 10. He entered the auto business in 
1914 after having served as a school sup- 
erintendent in the State of Washington. 
* * * 


Herman A. 
MILWAUKEE.—Herman A. Komp, 64, 
retired office manager of Humphrey Chev- 
rolet, died May 8. He was with the old 
Kissel Motorcar Co., Hartford, Wis., from 
1912 to 1924. 
* * * 


George W. Beck Sr. 
DENTON, Md.—George W. Beck sr., 62, 
Denton mayor and auto dealer, died May 
3. He also was a former state senator. 
* * * 


William G. Welbon 
TOLEDO.—William G. Welbon, 94, for- 
mer sales director of the old Pope Toledo 
Motor Car Co. and owner of Welbon Motor 
Car Co., Cincinnati, died May 8 in Miami. 
He had lived there since leaving the auto 


business in the 1920s. 
* * * 


George R. Bittenbender 


BECHTELSVILLE, Pa.—George R. Bit- 


tenbender, 67, who retired in 1950 bea 
da 


30 years as an auto dealer here, 
May 5. 
* eee 
Wayne Wilson 


SIOUX FALLS, 8. D.—Wayne Wilson 
(Pontiac-C a di11ac¢-Oldsmobile), Huron, 
8. D., died May 5 after a brief illness. 

* * ~ 


Herbert F. Acuff 
KANSAS CITY.—Herbert F. Acuff, 67, 
Harrisonville auto dealer, died of a heart 
attack May 14. 
* * * 
Corson W. Ide 
LOS ANGELES.—Corson W. Ide, direc- 
tor of the Los Angeles Motor Car Dealers 
Assen. and a member of the Motor Car 
Dealers Assn. of Southern California, died 
May 15. 
* * * 
Harland M. Young 
SYRACUSE. — Harland M. Young, 48, 


partner in Dunn & Young Ford, Canastota, 
died of a heart attack May 14, 


$775,408 Left by Trulson 
RICHMOND, Calif.—Walter B. 
Trulson, Richmond Ford dealer 
who died May 22, 1959, left an es- 
tate of $775,408, according to a pro- 
oon in Contra Costa Superior 
urt, 





HELP WANTED 


DISTRICT MANAGER—leading imported 
distributor, Reasonable salary, company 
benefits including paid vacation, life in- 
surance and hospitalization. Must head- 
quarter Cincinnati, Send brief resume 
with picture, Interviews in Cincinnati. 
Replies confidential, Box 1477, c/o Auto- 
motive News, Detroit 7. 


PARTS MANAGER—Ford dealership cen- 
tral Missouri, Sales in excess of $10,000 
monthly. Experience necessary, stock 
control and good merchandising prac- 
tices, Excellent future with good income, 
salary and commission, Apply Box 1494, 
c/o Automotive News, Detroit 7. 











HELP WANTED 





HELP WANTED 


LARGE AUTOMOBILE 
IMPORTER REQUIRES 


PARTS MANAGER 


Unusual opportunity for thoroughly experi- 
enced competent manager with one of the 
largest car importing organizations in the 
U. S. A., and operating two bulk storage 
depots. Applicants should preferably have 
experience in imports but must be completely 
versed in machine accounting methods, 
able to handle an inventory exceeding $3 
million, must take full control and responsi- 
bility for parts ordering and distribution. Gen- 
erous benefits. Reply in first instance stating 
details of experience and salary required to 
Box 1485, c/o Automotive News, Detroit 7. 


SERVICE MANAGER — Opportunity for 
capable person, GM experience preferred, 
with knowledge of customer followup and 
AFA procedure, We are a well estab- 
lished, locally owned dealership located 
in Massachusetts, and to the person who 
qualifies we offer a good salary, pleasant 
working conditions, fringe benefits, plus 
an incentive program based on perform- 
ance, Must be willing to relocate. Reply 
giving previous experience, marital 
status, etc. to Box 1491, c/o Automotive 
News, Detroit 7. 


ACCOUNTANT - OFFICE MANAGER. 
Neat, aggressive, age 35 to 45, Ford 
experience, Daily operating controls, 
credit and collections, and complete office 
management experience necessary, Sales 
new and used 1,000 units, parts and 
service sales $250,000 annually, Good 
facilities, working conditions, company 
benefits, Capital city in Middlewest. 
Apply handwritten letter. Position avail- 
able June 1. Box 1492, c/o Automotive 
News, Detroit 7. 


ASSISTANT PARTS MANAGER: Rapidly 
expanding California Chevrolet dealer- 
ship, San Francisco Bay area, needs 
experienced Chevrolet parts counterman 
to move in as assistant to parts man- 
ager. Applicants should have experience 
in ordering, inventory, control and coun- 
ter sales. Position is hourly-paid with 
all benefits: Insurance, vacation, holi- 
day pay. A real opportunity for a young 
man who wants to move up, Write or 
wire Dick Stanton, Parts Manager, 
Hatch Chevrolet Co., 5172 El Camino 
Real, Los Altos, California. 


WANTED — GENERAL MANAGER — Es- 
tablished dealership located in central 
Indiana — with expanding trade area 
adjacent to metropolitan city. Profit 
sharing agreement available to aggres- 
sive individual. Dealership franchise is 
one of the ‘‘Big Three’’ lines including 
the newest compact cars. Excellent sales, 
service and used-car operation facilities. 
For particulars write Box 1472, c/o 
Automotive News, Detroit 7. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars—elimi- 
nates all wheel balancing and most front 
end work. Requires less than 30 minutes 
per car, Instrument costs dealer $159.00 
complete. Write for details to J. Lav- 
inger, B & B Manufacturing Co., Box 
816, Sioux City, Iowa. 


SERVICE MANAGER — Must have out- 
standing record of administrative and 
organizational ability to supervise serv- 
ice department with monthly volume of 
$19,000, in large central New England 
city. Prefer Chevrolet experience. Please 
give age, education, family status and 
complete chronological record of experi- 






































ence including earnings requirements. 
Box 1476, c/o Automotive News, De- 
troit 7. 





Office Manager- 
Accountant 


A rare opportunity for qualified man to 
assist well established 350 car dealer in 
suburban Chicago area. Write giving ed- 
ucation, experience, evidence of man- 
agerial and administrative ability, as well 
as familiarity with accounting. Buy-in 
privilege possible. Compensation open. 


Box 1493, c/o Automotive News, Detroit 7. 





SALES MANAGER and/or general man- 
ager for GM dealership in Texas. If you 
do not have a proven record in today’s 
market, do not apply. Wonderful oppor- 
tunity for right man, Send full resume 
and picture, All replies confidential, Box 
1426, c/o Automotive News, Detroit 7. 


PARTS MANAGER—Boston area, Thor- 
ough knowledge and experience in stock 
room, purchasing and inventory proced- 
ures. Take complete charge. Growing 
company. State salary—experience. Box 
1473, c/o Automotive News, Detroit 7. 











SALES AGENTS WANTED 


We are looking for a representative in each State who is presently calling 
on New-Car Dealers and is familiar with sales promotion presentations. Our 
material is a fresh new sales training package which has ready acceptance 
with both large and small dealerships. Our material has heavy factory endorse- 
ments. Liberal commission plan will allow excellent remuneration potential up to 
$20,000. We want aggressive self starters. Send picture and complete back- 
ground information along with present line handled to Box 1484, c/o Auto- 


motive News, Detroit 7. 




















SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation, Age 35, married, ex- 


cellent physical condition, better than 
average education, high rating on voca- 
tional tests, technical and modern man- 
agement practices training, Ability to 
analyze, organize, deputize and super- 
vise proved and supported by references. 
Operation with large potential monthly 
sales in South or Southwest area pre- 
ferred. Box 1488, c/o Automotive News, 
Detroit 7. 


OVERSEAS FIELD REPRESENTATIVE. 
Britisher, 42, married, three children, 
seeks position as overseas field repre- 
sentative, preferably in South America. 
Fluent English and Spanish, executive 
ability, experience with U, 8S, and British 
cars and trucks, Sound knowledge of 
service and parts, At present employed 
with good record, as dealership manager 
in South American country, Reason for 
change is to better position, Box 1460, 
c/o Automotive News, Detroit 7. 







GENERAL 
SALES MANAGER 


Recently relocated in Florida, seeks 
position as General Manager or Sales 
Manager. Ten years of experience in 
managing successfully “Big Two" deal- 
erships in metropolitan areas. Refer- 
ences. Reply to Box 1490, c/o Auto- 
motive News, Detroit 7. 















































GENERAL OR GENERAL SALES MAN- 
AGER with thorough knowledge of the 
automobile business. If you need a man- 
ager who will assume full responsibility 
for the entire dealership, one who can 
supervise all departments, a manager 
who will meet your requirements in every 
respect, I would like to exchange infor- 
mation with such a dealership. Box 1479, 
c/o Automotive News, Detroit 7. 


MIDDLE-AGED USED CAR BUYER, 20 


years’ experience, well known in Eastern 
auctions, would like to represent high 
volume dealer within 200 miles of Balti- 
more, Finest of references, Box 1480, 
c/o Automotive News, Detroit 7. 


ACCOUNTANT—One of the best—With 
references to prove it. Age 44, 26 years’ 


automobile experience, desires change. 
Box 1481, c/o Automotive News, De- 
troit 7. 


SALES MANAGER OR GENERAL—If 
your ulcers are bothering you don’t hesi- 
tate, call me now; will furnish the finest 
references and achievements known, Box 
1487, c/o Automotive News, Detroit 7. 


LEASING & FLEET AGENT 


ATTENTION 


LEASING COMPANIES 


AND FLEET USERS 
Get Ready Now for 1961 Needs. 


Let an experienced fleet manager purchase 
your cars for you and make all necessary ar- 
rangements for delivery, etc., at the lowest 
possible dollar here in the heart of the au- 
tomotive industry, Detroit, Michigan. Have 
been associated with GM dealer for six years 
and have other excellent contacts. For full 
particulars write to Box 1495, c/o Automotive 
News, Detroit 7. 











DEALERSHIPS AVAILABLE 





HANDLING CHEVROLET SALES and 
service in thriving town about 65 miles 
from Detroit. No local competition, Rea- 
son for selling ill health, Write Box 
1496, c/o Automotive News, Detroit 7. 


HANDLING FORD, East Coast metropoli- 
tan area, suburban location, 1959 new 
unit volume 800 plus. Profits after deal- 
er’s salary 15% net worth, up 25% 1960 
through May, 80% service absorption. 
$50,000 down, Box 1497, c/o Automotive 
News, Detroit 7. 


HANDLING BUICK-PONTIAC dual fran- 
chise in prosperous East Texas. 25,000 
population, Box 1468, c/o Automotive 
News, Detroit 7. 








DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING “Big Three’’ 
line, located in large metropolitan area 
in Rocky Mountain region, Best location 
in city with most modern sales, service 
and parts facilities—all in one location. 
Long established, excellent following, 
fine clientele, 1,000 to 1,200 new car po- 
tential per year. Will lease or sell—prin- 
cipals only, Honest opportunity for sin- 
cere group. Box 1489, c/o Automotive 
News, Detroit 7. 

DEALERSHIP HANDLING DE 8OTO- 
Plymouth-Valiant near Detroit. In a fast 
growing town, large trading area. Only 
Plymouth-DeSoto-Valiant dealer in town. 
Annual potential 350 units, will sell for 
inventory. Box 1474, c/o Automotive 
News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP 
handling Ford for sale in Oklahoma. 
Lease or sell building and lots, Excellent 
opportunity for a live wire operator. 
Must have factory approval, Box 1498, 
c/o Automotive News, Detroit 7. 


DEALERSHIP WANTED 


FORD OR CHEVROLET dealership wanted 


in vicinity of Los Angeles or San Fran- 
cisco, Financially sound investor desires 
medium-sized agency, Send complete de- 
tails in first letter. Box 1482, c/o Auto- 
motive News, Detroit 7. 


YOUNG DEALER wants larger deal. 
Chevrolet or Ford with minimum P.P. 
of 250. Assured factory approval, All 
replies confidential, Box 1483, c/o Auto- 
motive News, Detroit 7. 


CHEVROLET, FORD OR GM DUAL in 
California, selling 350 or more units per 
year. Will pay top cash price, Factory 
approval assured, All replies will defi- 
nitely be kept confidential, Box 1453, 
c/o Automotive News, Detroit 7. 


GM, FORD, RAMBLER — Midwest, Pay 
your price, some blue sky, for profitable 
deal or Cadillac dual, Factory approval. 
Cash. Box 1478, c/o Automotive News, 
Detroit 7. 


CHEVROLET, 
large. Cash, 
Holman, Helotes, 
MYrtle 5-3575. 


BUSINESS OPPORTUNITIES 
FOR SALE—AUTO PARTS COMPANY— 
Well established in a city of 140,000 pop- 
ulation, Housed in a building less than 
six years old with room for expansion; 
and doing a volume of 50,000 monthly. 
Ample parking facilities, $100,000 will 
handle, Financing arrangements open. 
Apply P.O, Box 3333, Savannah, Georgia. 


Top Imported Car 
Distributorship 


AVAILABLE 





400 units up, none too 
factory approval. W. M. 
Texas. Telephone: 


Now in Profitable 
Operation 


SEVERAL STATE 
EXCLUSIVE TERRITORY 


Excellent opportunity. Reasonable in- 
vestment. Please furnish substantial evi- 
dence that you are a bonafide buyer 
when replying. All replies confidential. 


Box 1456, c/o Automotive News, 
Detroit 7 











DEALER SERVICES 








MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . .. for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 











1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘60 edition today for only $i0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
ifberty, N. Y » " 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 
APPRAISAL SERVICE 


ools 
For Buy/Sell Agreements, Annual Fiscal 
Teal, Uae, Teaaig tal Geavenen 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
Ww er 3-6445 





CARS FOR SALE 





1956 CONTINENTAL MARK II 


32,000 actual miles. Beige. 
Air conditioning. One owner. 


MID-STATE AUTO CO. 


1025 No. Meridian, Indianapolis, Indiana 








For Sale - 1958 Dodges - Taxis 


Automatic, clean, excellent condition. 


Call—Wire—Write 


AL FEINBERG 
419 E, 60th ST.. NEW YORK, N, Y. 
TEmpleton 2-8105 Templeton 2-8105 








AVIS OF TEXAS 


Cadillac Limousines 
Clean—Fully Equipped—Low Mileage 


Don Housewright 


Dallas RI 8-701! 





DEALERSHIP AVAILABLE 


One of the Oldest Established Automobile 
Manufacturers 


ONCE IN A LIFETIME 
DEALERSHIP OPPORTUNITY 


Has an Unusual 





Key dealership franchise opportunity in large Metropolitan Area on the East 
Coast will be available August 1, 1960. 

Modern attractive facilities available to lease. This is a four figure volume 
potential operation and represents an attractive and outstanding profit oppor- 
tunity for the outstanding person. 

Inquire Box 1486, c/o Automotive News, Detroit 7. Furnish automotive experience, 
current business activity and financial qualifications with your inquiry. All in- 


quiries in confidence. 
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CARS FOR SALE 


3 
1960’s 
Priced Under Dealer's Cost 
Most under 4,500 miles. 

27 Corvairs PG R & H 
Cadillac Sedan De Villes 
Cadillac Coupe De Villes 
Cadillac 62 sedan Air 
Rambler Super 4-drs. A/T 
Thunderbird HTs 
Thunderbird Convertibles 


1959’s 


Ford Convertibles A/T 
Ford 4-drs. HT A/T 
Olds 4-drs. HT A/T 
Rambler Super 4-drs. 
Chevrolets 1839 Air 
19 Chevrolets 1639 Air 
Olin's U. Drive 


2830 N. E. 2nd Avenue 
Miami, Florida 
Gene Brett FRanklin 1-6591 





"60" VOLKSWAGENS 


Latest models, serials #3,000,000 and up. 
Immediate delivery — All colors —All types. 


All Commerce & Trading Corp. 
120 Wall St. New York 5, N. Y. 
BOwling Green 9-0636 TWX-NY 1-1211 
I TT 


DEALER’S OPPORTUNITY — German 
Wartburg imports, new 1959 station 
wagons, sedans—$500 off list—lots of 
five, $600, Titles guaranteed by CIT. 
Contact George Cundento, 18 Ricord S8t., 
Newark, N. J. 


1958-’59-’60 
VOLKSWAGENS 


NEW — USED 
from 


CARS FOR SALE 


FOR SALE! 
Good, Serviceable Used 


TAXICABS 


THE WORLD'S LARGEST TAXI- 
CAB DEALER offers for sale 


used taxicabs at prices that 
must interest you. 
We make available to you 


large or small quantities of 
used FORD taxicabs as well 
as other makes, 1958 and 1959 
models. 

We put you in direct touch 
with the owner-operator of 
these cabs, and make no 
charge for our service. Thus 
any middieman's profits are 
eliminated. 

These cabs are now in ac- 
tual operation. They are not 
out of service rusting away 
on a lot. They are in good 
running condition, as demand- 
ed by the strict regulations 
of the New York City Hack 
Bureau. 

Exporters, too, will find this 
offer of interest! 

Write, Wire or Phone 
King Ford Motors, Inc. 


935 BRUCKNER BOULEVARD 
—_ 59, oe, 







For A 
Limited Time Only! 
Immediate Delivery 
1959 Rambler Taxicabs 


$750 


Includes automatic transmission, new 


tires. All Cars in A-| Condition. 


Phone, write, wire 


Emkay Motors 


1046 Bedford Ave., Brooklyn 5, N. Y. 
UL 7-065! 


CARS FOR SALE 


AVIS OF TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


Dallas RI 8-701! 


CARS WANTED 


Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories— 
Call the largest import dealer in the Midwest. 
No stock too small or too large for us to 
handle. Write or call Bernie Gay, 


CONTINENTAL MOTORS OF READING, LTD. 


1701 Reading Road ee 15, Ohio 
VAlley 1-611 


CADILLAC LIMOUSINES—NEED CLEAN 
’56, '57 and '58s, Franz Ridgeway, BEl- 
mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 





REWARD for 1959 Custom Ford, color 
blue, 2-door Fordomatic; code 64FC 
0215 G 32; serial A9AG 191106, with 
1960 Alabama license 50-3782, Key FN 
362, Purchaser known as William F. 
Clark, Jr., W, 29, 5’ 9”, occupation 
hospital laboratory technician, Skip 
Arab, Alabama January, Relatives Buz- 
zards Bay and Hyde Park (Boston), 
Mass, Car may be tendered for service 
or you holding for lien, Notify collect: 
Home Detective Company, Inc., Phone: 
BR 2-2034, Greensboro, North Carolina. 


ACCESSORIES FOR SALE 
TET OTT ST TT LTT TEE 
NEW CUSTOM 

AUTO RADIOS 















; 


PARTS FOR SALE 


SCHOOL BUS BODIES 


Attention dealers—For your best buy quote 
Ward Master School Bus Bodies, Literature 
and prices quoted promptly. Frank T. Mee, 
Jr., Safety Products, Inc., 655 Bridgeport Ave., 
Milford, Conn, TRinity 46755. 





CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


PARTS WANTED 


WANTED: NEW FORD and Chevrolet ob- 
solete blocks, engines and transmissions 
for all models from 1937 to 1952. No 
automatics, Contact: Louis Feldman, 
40-05 30th Ave., Astoria, L, I., New 
York, AStoria 8-4646. 


TRUCKS FOR SALE 


FORD—NEVER USED—1958 Model P-250, 
flat face cowl chassis only, with H, D. 
radiator, H, D, 3-speed transmission, oil 
filter, 70-ampere battery, front direc- 
tional signals, 4—650x16-6 tires, Bar- 
gain at $1,000 fob Athens, New York. 
J. B. E, Olson Corporation, 1740 Broad- 
way, New York 19, New York. 


1954 GMC CABOVER auto transport, haul 
up to eight imports, New short block, 
$2,700.00, 2102 Cinderella, Springfield, 
Missouri. TU 1-1051. 


BUSES WANTED 


WANTED: Late model school bus, 54 pas- 
senger or larger, Hurstle Braden, Lake 
City, Tennessee, Ph, 2131, residence 
Ph, 2837. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—Alemite high pressure barrel 
pump model 6735—transmission jack— 
Bay Lift Compressor—jack stands—files 
—counter—outdoor electric sig n—one 
Ruger floor crane. M, J. Lanahan, Inc., 
2518 South Michigan, Chicago, CAlumet 
5-7300, Open 8 to 4, Saturday 8 to noon. 














PARTS BINS FOR SALE 


200—Almost New 
Mr. Peyton, 980 Broad St., Newark, N. J. 


Ph.: MArket 4-4300 





JOHN BEAN VISUALINER—Fair condi- 
tion with floor rack and stub pit sup- 
ports. $700 FOB Barron Motor Supply, 
Cedar Rapids, Iowa. 








MISCELLANEOUS 


The NEW and 


SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


LEADS IN SALES... 


VALUE AND... 
PERFORMANCE 


Dealers’ List Price............$69.80 
Dealers’ Special Discount 25%. 17.45 


Dealers’ Net with 4 Standard 


lus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax | Incl iuded 


e 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 
Dealers’ List Price........... - $59.80 
Dealers’ Special Discount 25%. 14.95 




























Dealers’ Net with 4 Standard 


tos 3 Large Adapter Clamps .$44.85 
. aa Excise Tox included 


liserel Geestity Manaaaea 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH, 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 









DeVILBISS SPRAY BOOTH 


$900 to $1,375 





ene satnsieneememrnnrnrttiernmepernenaeneaseneertaseiee limesaearsciasanestasesttimmaenngeees 




















CONTINENTAL MARK II, 1956, white, 
16,000 actual miles, showroom clean. TOP BRAND NAME D ND AS OVEN 
Contact Don Wieneke, Sault Ste. Marie, 
Delivered by the Oldest Michigan, MElrose 2-2270. aoa POWERE oss A G 
VOU FD ccccccccccccccscoccoess . 
Exporters of European Cars I ec cil eces chan 32.95| One of the best of its kind—Like new. 
a | 1957-59 Ford Sig Seek. ...........+... 7%] yp qu Gres 21. Mewerk. 4.3 
ERCEDES - OPELS 1957-59 Plymouth PB* ................04. 37.95 r. Peyton, ed St., Newark, N. J, 
Also M : 1960 VOLKSWAGENS _|!95759 Dodge Par... 32.95 Ph.: MArket 4-4300 
1958-59 Rambler PB® ..... 00... ..cce ees 32.95 1,000 BUSINESS CARDS—Raised letters 
MGS 2 BENTLEYS = ROLLS- | mediate D li 1959-60 Chevrolet PB* .............e000. 37.9 $3.49 P. P, D, Samples available, L-D 
m elivery 1959-60 Chevrolet Sig Seek.* ........... 43.95| C-61 CLAYTON DYNAMOMETER—Equal food 
ROYCE - CLASSIC CARS Press, 534 State, Hammond, Indiana, 
» America's Largest os - ad seme Shevah ex bv 9y-<Abnioon oo to new, with analyzer -— pK for 
1959- rysier . ~ automatic transmissions. ice $1,750.00 LE—Se' 
1959 DeSoto PB* -. 49.95 complete, Write Thomas GMC Trucks, ree a ae eoeel eee a 
RUDI ARONS International e 1959 Pontiac PB* - 4.95) Inc., P. O. Box 4327, Winston-Salem, — Se ese in a eee 
A i G bH TODD TRADING CORP. 1959 ED bapes cect ovecevceseser 32.95 North Carolina. } ponies heavy in foal or have colt by 
gencies Ombr. ALL AMERICANIZED leaed Rembler Amer. Manual siessane 37.95 side and Tebred to nice Sorrell stallion, 
* With Fader control for rear seat speaker. Attractive prices, Fox or Co., Eugene 
‘ oe oe ne dui thal ie Gea Rietiieien éx9 Rear Seat Speaker Kit, complete... 3.95 FOR SALE Fox, Owner, Clinton, Tennessee—Ph. 
' 1417 HAINES STREET, PHILADELPHIA 26, PA. COMPLETE LINE OF CAR RADIOS BEAR WHEEL ALIGNMENT AND oe — Lake City, Tennessee, 


Phone 44 15 21 
Cable addr.: RARONS 





PHONE: WaAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 








OARS FOR SALE 


Dealers! Here’s how to sell the “/-don't-like-the-color” prospects— 


BUY THE CAR YOU NEED 
WHEN YOU NEED IT FROM 


HERTZ! 





Late-model cars are available to used car 
dealers now. A Hertz office near you may 
have the car you’ve been looking for! 


Hertz has Chevrolets, Pontiacs, Fords, 
Oldsmobiles, Plymouths, Buicks, Cadillacs — 


wagons.. 


.convertibles—all featuring automatic 


transmissions, power steering, radios and 
heaters...many with power brakes. 


Low mileage 1959 models are now available at 


Hertz offices across the country. 


For more information call your local Hertz office 
Mr. I. E. Spatig 


OR 
CONTACT: 


Hertz Car Leasing Division 
125 N. Wabash, Chicago 4, Ill. 


Tel. DE 2-0420 


IN STOCK AT ALL TIMES 


Rego Park Radio 


46-25 58th Street, Woodside 77, New York 
TWini ng 9-8855 


Terms: COD, FOB Woodside, New York 





PARTS FOR SALE 


LLOYD PARTS for all models LLOYD 
cars and trucks in stock for immediate 
shipment by U. 8.'s oldest authorized 
Lioyd importer. Our three years’ experi- 
ence in maintaining a large Lloyd parts 
depot has enabled us to anticipate the 
needs of your Lloyd customers. If car is 
down, we ship same day. Prices by air- 
mail, For fast, dependable service try 
Foreign Cars Corporation, 1812 So. An- 
drews Ave., Fort Lauderdale, Florida. 
JA 2-9942. 


AUTOMOTIVE BULB #1034 price $14.00 
per C; #67 and #89 $7.00; #1154 and 
#1158 $15.00; #1073 $13.00; #57 $5.50. 
Plastic electrical tape %” x 33 ft. $4.80 
doz.; %” x 66 ft, $9.00 doz, Prepaid. 
Acme Sales, Box 1244, Camden, New 
Jersey. 


BMW PARTS AND ACCESSORIES for 
Isetta ‘‘300,"" ‘‘600,"" ‘'700.’’ Contact 
your nearest distributor or sole U. 8. 
importer, Fadex Commercial Corp., Na- 
tional Parts Center, 421 East 9ist 8t., 
New York 28, N, Y,. TRafalgar 6-7010. 
General Western Distributor: Earle C. 
Anthony, Inc., 1000 South Hope S&t., 
Los Angeles 15, Calif, Richmond 9-4044. 





REBUILT 32 PACKARD ENGINE—Super- 
eight—transmission drive-shafts, new 
clutch — assembly — pistons — rings — 
rod-cam—main bearings—lifter-rollers— 
pins — timing chain — guides — springs, 
$550.00, New Winona Intheblok crank- 
shaft grinder, never used, extra grinder 
wheels, $350. Crankshaft Grinder, 103 
Century Rd., Buffalo 15, New York, 





NEW GENUINE FORD PARTS: One 
SMTH 6009 C engine 254 6 cyl., $350; 
one 8EQ 6303 crankshaft 48-51 F7-F8, 
$105; two IP 7003 J Fordomatic 1953 
Ford & Merc., $180; eight B7A 18455 
B heater 1957 Pass., §20; two BSA 
18455 heater 1958 Pass., $25, Spaniol 
Ford Co., Hobbs, N, M. 


FIAT PARTS and essential tools, $600 
parts inventory and $500 in tools will be 
sold at a loss. The Fair Cadillac-Oldsmo- 
bile Co., 29 Park Avenue, Danbury, 


Connecticut. 
LLOYD PARTS—complete stock, 


shipment, Greene County Motors, 
skill, New York, Phone: 2000. 


Prompt 
Cat- 








FRAME STRAIGHTENING 
USED MACHINE 
Complete with all necessary attachments, 
$495.00. Original Cost $3,500.00. 
GLEN BURDICK RAMBLER, INC, 
North Syracuse, N. Y. 





SHOP EQUIPMENT WANTED 


WANTED: Automobile turn table, must 
be in good condition and priced right. 
Lowrey Motor Company, Inc., Mansfield, 
Louisiana. 

WANTED — BOTH PIVOT PLATES for 
J-751 Kent Moore wheel aligner, Write 
Duluth Motors, Inc., Duluth, Minnesota. 

IDEAS 


SPREAD A FAVORABLE IMAGE—sell 
advantages of doing business with your 
firm with newsy newspaper column I 
write for you weekly, Write Edward 
Fiske Co., 2 Depot Plaza, White Plains, 
New York. 


ANTIQUE, CLASSIC CARS FOR SALE 
1928 PACKARD 6 roadster with rumble 


seat, Completely restored one year ago. 
Two engines available, $2,500.00, A, C. 
Doering, 2063 Godwin, 8, E., Grand 
Rapids, Michigan. 


FOR SALE—1926 Model T Ford roadster. 
Excellent condition, Write: B, L, Russell, 
Rte, #1, Fostoria, Ohio, or call HEm- 
lock 5-7283. 


SEE PAGE 50 
for the nation's 
TOP AUTO AUCTIONS 








New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 
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| 
| 
| All Other Countries — One Year $13 [] or Two Years $22 [J 
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AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


PRR eee EEE Eee Oe eee 


eee eee eee eee eee eee ee eee eee ee 
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| Givaeh AMdreeseccscccccvcvccccneccebdsccaenecstaededabe Zone No......... 

| Dh sis cepcdescdcsatt cco patie ete ities ee . 
TRADE CONNECTION: | 
| * Car Dealer (] Truck Dealer [] Manufacturer [1] | 
| Jobber [] Insurance [] Financial [1] Supplier C] i 
| Make Of Car. .cccccccccsccsccccs ecccesccccecescsces Mevcsecese eoeene ! 
| 5-23-60 | 
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AUTO EXECS! 


Don’t miss the inside story 
on making your ad dollars 
go further, work harder. 
You'll get the scoop on 
pages 36 and 37. 





